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High Standards of Excellence 


YOU’LL FIND THEM ALL IN 








FOR CHILDREN, MISSES AND SENIOR MISSES 





IN-STOCK NO. 7673 
Real Kip Two Strap with red alligator 


calf saddle. 
IN-STOCK NO. 846 1873.81, ol? Ato E 
Brown Kip Oxford with Allenite Tip. era. o% ea nee 
846-8'/, to 12 A to EE 


846-12'/, 10 3... Ato EE 
MB46-3', to 6 AAtoE 


The high standards that The Gilbert Shoe Co. 
has maintained for 29 years is your guarantee 
for more repeat business with ““KALI-STEN-IKS”. 
A capital asset in any store. 


THE GILBERT SHOE CO., « THIENSVILLE, WISCONSIN | 
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EVERY TIME 


SHE 


CHANGES 


HER SHOES 


SHE'S A 


DIFFERENT CUSTOMER 


CASUALS TAILORED ORESSY 


she'll be gardening she'll be playing she’s staying in town 


this morning bridge this afternoon for dinner tonight 
y le) “ 


Every customer is more than one customer if you carry a complete 
line of shoes! Sell her different styles for morning, noon and night. 
American Girl’s COMPLETE LINE of shoes answers all your needs; all 


styles for all occasions, for all women from teen age up, up, up and 


way up. And American Girl’s prices appeal to the volume market 


$6.99 to $9.99 retail. 


oe yp zR{cAW GIRL swe ' 


288 A Street, Boston, Massachusetts 


6 
r 


> ~ 


au 
Div: Consolidated National Shoe Corp. 


today more than ever America’s standard of value 
in our national advertising we tell her, For every you, for all you do — there is an American Girl shoe.” 
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eater 


and the woman knows Devon Calf behaves beautifully 
We brought it up that way! The soft pliability of the leather 
the grace with which it ages, growing lovelier as it adds 


months of wear, the result of Lawrence's careful 


processing. The semi-aniline color tones that harmonize 


80 pleasingly with costume colors are there because our 
stylists saw them coming. She loves, you'll love, 


we'll all love Devon Calf and prosper, 


A. C. LAWRENCE LEATHER CO. 


A DIVIGION OF SWIFT & COMPANY (INC.) 


PEABODY, MASSACHUSETTS 
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As seen in VOGUE 


...in stock for immediate delivery 





FOR COMING EVENTS... DARK, DARK SUEDE 












Entering the fashion scene 
right now: 

a sling pump, 

an open strap, 

both imaginatively lit 

with pretty eyelet-like openings. 
shapely mid heels... 

yours for sheer flattery j 
from now 

far into Autumn 























a 


SEVILLE 


840 last, 18/8 heel 
W-1123 Black Suede 







GRANADA ; : 
840 last, 18/8 heel $1495 to $1695 
W-1120 Black Suede » styles slightly higher 
W-1121 Town Brown Suede 0 fom tiyles Bepmy Mig 
W-1122 Flight Blue Suede 


















Sear ae 







Fh %, 


For a Florsheim stock catalog write: The Florsheim Shoe Company, Chicago 6, Illinois 


tlorsh 
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orn win” we CAITE SOLES 


Born on television—the 
NEOLITE Showcase idea is now 
also featured in this powerful 


national magazine advertising ! 


MEOLITE, AM ELASTOMER- BEGIN BLERO Tm THE GOOOTEAR TIRE & RUBBER COMPANY, AKROR, OHIO 
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CROWN’ NEOLITE SOLES 


The NEOLITE Showcase idea has grown and grown and 
GROWN! From fall through spring it’s the basis of 
NEOLITE commercials on the famous Goodyear T\ 
Playhouse— showing millions of television viewers why 
shoes with genuine NEOLITE Soles are a better buy! 


And month after month the whole year ‘round, Show- 
case ads like the ones above appear in leading national 
magazines—telling millions more about the wear, the 
comfort, the style of NEOLITE-soled shoes. 
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IS SHOWING AMERICA 


SHOES WITH NEOLITE SOLES! 


Spee 


Lad 





hre gor.“es & os For that foot in the claude footing 
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\ 
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. CROWN NEOLITE SOLES 
-~ 


Putting more sell than ever in shoes 
with America’s best-known brand of sole! 


This consistent, coordinated advertising is doing much 
to increase the great prestige of NEOLITE Soles among 
consumers. And it is making them better customers 
than ever for shoes with NEOLITE Soles! Ask your 
Goodyear Representative for all the facts. It will pay 
you well! Or, if you prefer, write to Goodyear, Shoe 
Products Division, Akron 16, Ohio. 
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GL AN, Ry me UP ‘ents 


Buti § ee US 


Party pretty 
with weer 


to epere! 





PLUS 


Boys life 


NEO LITE 
SOLES 


Made only by GOOD/YEAR 








: ! 


AMERICAN 
INITIATIVE 





CONTINUING RESEARCH 


The largest concentration of shoe 
machinery know-how in the world 
is combined in United research lab- 
oratories with the latest techniques 
that hundreds of scientifically 
trained men are uncovering in the 
mechanical, electronic, hydraulic, 
and chemical fields. These are the 
elements that establish new hori- 
zone. 


NEW MACHINES 


Using a new concept in adhesives 

cement in coil form the GA 
Thermo Cementing and Folding 
Machine Model fs, performs two 
functions for greater productive effi- 
ciency. This combination of chemi- 
cal and mechanical development is 
an example of how United reaches 
new horizons. 





PARTS SYSTEM 


The GA Parts System helps more 
than 1100 shoe factories the country 
over to keep every model of United 
machine in production, Over 100,000 
different machine parts are manu- 
factured and stocked for rapid dis- 
tribution through United’s Boston 
warehouse and branch offices. This 
system is just one tangible evidence 
of the thoroughness of United's 
service to the shoe industry. 
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HOLDS THAT INITIATIVE TO THIS DAY! 


The advancement of shoemaking through more efficient machinery, better service and 
improved supplies —— this is the basic aim of United today just as it was 56 years ago 
when the corporation was founded. Better shoes, better shoe values —- these 

too are tangible gains for the American public. 


Ever-increasing research efforts and continual improvements in production 
techniques have kept United ahead in the drive for advancement. Over the past 
half century more than 750 different United machines have been made available to 
the shoe and allied industries. The last eight-year period has seen the 
introduction of more than 50 of these new machines. 

In the years to come, United initiative will continue to meet the responsibility of 
leadership. And United’s people can be counted on to carry to greater fulfillment the 
objective originally established by the founders of the corporation. 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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BEST for You to Sell / 


FOR BOYS TO WEAR 








BECAUSE THEY’RE 







ic of their outstanding Quality and Value, GREAT LINES 
Gerberichs are the top boys’ line in fine stores everywhere 
and are the first choice of youngsters and their parents 
alike who, for 35 years, have made them’America’s Most 
Popular Line of Boys’ Shoes” Unusually strong in their 
styling, Gerberichs offer the broadest size base in the field, 


Youths’ 12'4-3, Boys’ 1-6, Big Boys’ 62-11, ALLIN-STOCK. 













STYLE NO. 24720 a, 


CHERRY Neolite Sole— 
Reinforced, Rubber Heels 
Diamond Stormwelt 

Boys’ Sizes: 

Width B; sizes 314 to 6. 
Widths C and D; sizes 212 to 6. 
Width E; sizes 31 to 6. 

Big Boys’ Sizes: 

Width B; sizes 612 to 9. 

Widths C and D; 
sizes 6/2 to 10. 

Width E; sizes 612 to 9. 


ht See 





ee line of famous Gerberichs and built in the 
same tradition of Quality, GeePees are designed expressly 
to sell the active outdoors camp and campus market. 
Rugged, yet more flexible than most so-called camp styles, 
GeePees represent unusual value at their popular price 
and offer the retailer a remarkable opportunity to develop 
a profitable promotion with a short, concentrated line, five 
styles, ALL IN-STOCK, in Youths’, Boys’ and Big Boys’ 
sizes. 


Gerberichs and GeePees are nationally 
advertised in Boys’ Life. 


STYLE NO. 2925 
CHERRY Reinforced 
Nuclear Soles, 
Rubber Heels 
Boys’ Sizes 
Width A; sizes 3'% to 6. 
Width B; sizes 2'% to 6. 
Widths C, D and E; 
sizes 2 to 6 
Big Boys’ Sizes 
Widths A, 8, C, D and E; 
sizes 6'2 to 11 


Available in Canada from J. LECKIE & CO., LTD. 


GERBERICH-PAYNE SHOE COMPANY oun soy, pa. 
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REW gives you proof that 


ble shoes 
can we Poeauills 


Fashion leadership changes from year to year, with resulting loss 
of sales and profits. With Drew and Dr. Hiss shoes you get 
and keep repeat customers. You, as a retailer, can’t afford to 
overlook this most profitable market for comfortable shoes. 


Write TODAY for our NEW IN-STOCK catalog and profit details. ROOM 905-W 
DREW shoes simply out-perform others with— PALMER HOUSE 


* Superior fit and comfort 

* Financial assistance for qualified persons CHICAGO 
® In-stock for greater turnover 

© Extra sales and profits at $14.95-$15.95, the volume price in the quality field 

* Loyal repeat customers 

© Extra markup—lowest markdowns 


PROFIT by their success! 


THE ADMIRE THE ENTICE THE WAY 


4 


No 15731 Black suede 44 last 
14/8 suede heel, $8.60, Sized AAAA 
to D, 514 to 11 


No. 1572 Black suede 14 last T 15669 Black 
14/8 suede heel, $9.00. Sized AAAA 14/8 Cuban heel, $8.60 
to E, §! 2 to ll , | 


THE DRAMA ‘y THE TUCKER 


No. $2209 Red calf, $8.65 
12209 Black calf, $8.60; 014 Ia 
14/8 Cuban heel. Sized AAAA to ¢ 


No 12242 Black alf, O1 last 
16/8 Louie heel, $8.60. Sized AAAA 
to C. 35'5 to 11 


THE IRVING DREW CORPORATION, LANCASTER, OHIO 


Member Independent Shoemen's Association 


NEW YORK OFFICE—746 Marbridge Bldg.) (LOS ANGELES OFFICE--Suite 610, Warner Bros. Theatre Bldg.) 
OR. HISS SHOES © SLVE GRASS SHOES © OR A SEED CUSHION SHOES 
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«+. not only keeps them coming —but keeps them from 


drifting away! 

Yes, just about 2¢ a pair... that’s all the premium 
you pay for the one-and-only Pacifate* Protected 
Shoe Lining! 

And it’s pretty nearly the biggest two cents’ worth in 
the market. It’s a sales builder. A profit maker. 

A customer holder! 

Because—Pacifate Protected Shoe Lining does all this: 
© Protects against re-infection with Athlete’s Foot fungi 
from shoe linings 


(nearly all Americans—according to Dr. Joseph Lelyveld 
chairman of the National Foot Health Council 
suffer from Athlete’s Foot at one time or another!) 


© Deodorizes . . . because it inhibits growth of odor- 
producing microbes 


«KEEPS CUSTOMERS COMING 





PACIFATE PROTECTED SHOE LININGS 
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© Strengthens, preserves leather and lining from 
perspiration and bacteria decay. Keeps original shape 
of shoe longer without cracking. 
© (ives greater comfort... made from a special, high- 
grade cotton that resists wear, helps prevent holes 
in the lining. And the Pacifate process makes lining 
smoother. Feet feel better at the end of the day! 
Pacifate is the only shoe lining ever approved by the 
National Foot Health Council. In 1952, Pacifate 
received the Council’s “Award of the Year’ for 
making the greatest contribution of any product to 
better foot protection. 
Why don’t you find out how Pacifate Protected Shoe 
Linings can make more customers happier—for just 
about 2¢ a pair? Ask your shoe supplier for 
PACIFATE ... or get in touch with Pacific Mills, 
1407 Broadway, New York 18. 
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there’s green in this valley for you! 


See what you get—because we make 
our rubber footwear here. 

In a valley like this you get all kinds 
of weather. Rain. Snow. Lingering fog. 
Sudden, dazzling sunshine—-the kind 
that dries footwear almost too fast, 
before the next wetting comes. 


In self-defense we learned to make 
good rubber footwear here—tested 
rubber and fabrics till we found how to 
make footwear, for all practical pur- 
poses, weatherproof, skidproof out- 
side, comfortable, breatheable inside! 

That’s why your customers will like 





this line. Every boot, every rubber is 
easy to get on and off. Snug while it’s 
on, sure footed on any surface. There’s 
even style to attract mothers, daughters 
and dads! Pick your numbers now 
and you'll pull in sales by the family- 
full! 


* 
Rubber Footwear Division, Dept. B, E nd icott d) oh nson Corp. 


order by phone or write for immediate delivery 


a. 2962M Men’s Winter 
Pac. Bright red rubber, 
wool fleece interlined. 

b. 6276 Basketball with 
cushion arch and heel 
Men's, boys’. 


insulated 


dren's. 
6180 


- 


misses’ 
and white 





C. 3155 Plasti-Kix. 
Red, 
brown, black. With or 
without shearling cuff. 
Women’s, misses’, 


Canvas 
rubber soled. Women's, 
Black or brown 


Foam e@,. 2814 London Dress. 
white, 4-Buckle Black Rubber. 
Men's, boys’, youths’. 


f. 7162 Arch Kix. eyonge 





g-. 3024 Aero Boot. Wom- i. 
en's, misses’, 
in brown or red. Black, 
women’s and misses’ . 


Johnson City, N. Y. 


3065 Rain-Kix. Wom- 
en’s nylon, plaid inter- 
lined. Black, taupe. 


children’s 


5 3013 Fleece lined gaiter. 


chil insole and cushion arch. h. 2856 British Dress. Misses’ in brown; child’s 
' Blue, red, white. Wom- Black. Men’s, boys’, in brown, red, white. 
Saddle, en’s, misses’, children’s. youths’. 

















OUTLOOK 
lt Could Happen Here 


Si MMERTIME is no time to talk, write or think 
about taxes, Such, at least, appears to be the philosophy 
of the average American, once the June and July in- 
stallments have been dropped in the mailbox, just ahead 
of the deadline. After that it’s vacation time and those 
long, pleasant weekends in the great outdoors until 
September tax date rolls around. 

There are two groups of Americans, however, from 
whose minds the thought of taxes is seldom absent. 
They are the politicians, who figure out who pays how 
much, and the business men, to whose lot it falls to do 
a lion’s share of the paying, and to serve as tax collec- 
tors for a large part of the remainder. 

As the Tanners’ Council expressed it in a bulletin last 
month, “every business enterprise has a partner nowa- 
days. Direct taxes take an average of better than 55 
per cent of all business earnings. Less than one 
dollar of every two earned on sales can actually be 
retained by business for all the normal needs and pur- 
poses of a corporation. 

* * 

“Before the war, business management might have 
gotten wrought up about a 12 or 14 per cent tax rate. 
How insignificant those percentages seem now, when 
a company must earn more than two dollars to retain 
al least one. 

* * “« 

“Merely to stay even with results or margins years 
ago, sales today have to bring at least twice the per- 
centage profit. That calculation must become an abso 
lute part of every cost figure and every selling de- 
cision. Management has to make certain that, right 
through the organization, the rule becomes—dmultiply 
hy two to come out.” 

The mathematical formula used by the Tanners’ 
Council writer appears fair enough; from an accounting 
standpoint his reasoning seems sound. Viewed from the 
angle of practical business, however, the answer isn’t 
always quite that easy. It’s a good trick if you can do it, 
but after all there are the attitudes of customers to be 
considered, and there is such a thing as competition. 
A competitor might not figure things out the same way. 

Instead of multiplying by two and passing the result 
along to the other fellow, who also has to pay, why not 
attack the problem from the opposite direction? Why 
not put enough pressure on the politicians, and par- 
ticularly on members of Congress, to convince them that 


August 15, 1955 





they have to come up with some new answers to this 
whole problem of federal, state and local taxation? 

In spite of the wide publicity given to the truly re 
markable work of the second Hoover Commission in 
pointing out ways and means by which the federal 
government could curtail expenditures, the series of 
profoundly analytical reports that were issued created 
hardly more than a ripple of interest among the general 
public, the majority of business people or even within 
the itself. The 


prove the “open sesame” to solutions of many of our 


government word “economy” could 
problems. But to most people, and especially to many 


members of Congress, it somehow fails to have a 
pleasant ring. 

The word “program” seems nowadays to be much 
more popular, but when you hear it from the mouth of 
a politician, better be on the alert. Listen for the whis- 
pered reference to the billions the highway program, 
school program, foreign aid program and this or that 
other program may be about to pile on our current 
billions of expenditures and add to our billions of debt 

Secretary of the Treasury Humphrey told a House 
of Representatives subcommittee frankly a few weeks 
ago that taxes generally are now “too high.” He was 
testifying in relation to certain cutbacks in tax con- 


While he 


thus emphasizing before a House subcommittee the 


cessions that had been recommended. was 
importance of keeping the tax burden within bounds, 
the House itself was voting for new additions to the 
Social Security system which, if finally approved, will 
involve another 25 per cent rise in Social Security 
taxes paid by employers and employees. 

The Social 
hauled a 


Security system was extensively over 


year ago, with an increase in taxes to 


many workers and employers. It was also amended 
shortly before the Congressional elections of 1950 and 
1952. 


justified; others were clearly motivated by political con- 


Some of the amendments were undoubtedly 


siderations. If every Congress should find it politically 
expedient to overhaul and extend Social Security and 
increase taxes accordingly, the result could prove dis- 
astrous to the system and highly damaging to the 
national economy. 

Unless business men can be persuaded to take a 
deeper interest in the dull subject of taxation the latter 
may become the invisible owner rather than merely a 
partner in many a business enterprise. 
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Put COMFORT 
in the shoes... 
put PROFITS 
in your 
pocket... 





SPONGE 


CUSHION 
COMFORT INSOLES 


Made to famous orthopedic specifications, 
these insoles cushion pressure, absorb 
shock—ease the work of walking, improve 
the sales “feel” of all footwear. U. S. 
Kem-Blo Sponge is a MODERN product that 
gives balanced wear, won't mat, pack or 
shred. Its scientifically- gauged thickness lasts 
for the life of light or heavyweight shoes. 


Today—the world’s most comfortable 
feet walk on U. S. Kem-Blo 
Sponge—that's why it’s a sure 
lift to your shoe sales. 
The scientifically-gauged thickness of 
U. S. Kem-Blo Sponge, in light or 
heavy shoes under heaviest walking 
pressure—ALWAYS retains that 
extra cushion of comforf. 





UNITED STATES RUBBER COMPANY U.S. Chemical Sponge Dept., 361 Church St., Naugatuck, Conn. 
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SALES 
BUILDER 


for 


The September 


“JOURNAL 


will put this ad in front 
of 15,000,000 customers! 


Donna Reed says: 


“Youngsters stay foot-happy 
Wearing Little Yankees"’ 


Just like you, Mother. 


pride 
children with the 


Holly wood 


mothers take in Providing their 
best looking, best fit. 
shoes they can find, That's y 
choose Little Yankees, 


ling hy they 


Treat your youngsters 


Little Yankees 


shoe-s 


Reed 


‘ feet to 

on your next 
hopping rip; like Donna 
and a 


Million Other 


mothers, 


you'll fing 
Yankees t 


Little 


i) keep them foot. 


happy from babyhood to 


* 


DONNA REED 
©O-starred in 
Paramount Pictures’ 
THE FAR HORIZONS 


in VistaVision and Technicolor 


sub. 
teen age, 











you'll find the sign of extra value in 


america's finest work shoes feature 


#7442 
Men's Russet Sy/flex 
tanned 9-inch Plein Toe 
Blucher Leather Insole 
Barbour Stormwelt, Steel 
Shank, Stock Gusset 
Rolled Top Bind, Pull 
Rawhide 
Brown Vulco 
Brown Rubber 
nodyear Welt 
#1416 : 200dy 
Men's Russet Sy'flex sites 6-12 $8.25 
tanned Plain C 
ford. Leather 
Stee! Shenk 
Stormwelt, 18-lron Bro 
Vulcork Sole, Brown 
Rubber Heel, Goodyear 
Welt 
Sizes 6-12 $5.85 


y7sas Dunham's RUGGARDS, a famous name in 
Men's Antiqued Browr 
Syifles ia 10-inch 
special purpose footwear, incorporate the finest 
#7417 
of materials and craftsmanship. Barbour oe ee oe 
guin Blucher Onford 
ron ° Cushion Insol Full 
Sole Stormwelt helps shoes hold their shape — Losther Lined Quer 
ters, Folded Edges Bar 
rood yeer a , i ‘ bour Stormwelt, 18-lron 
ot aes keeps out moisture, grit and acids — provides the penn, Veewe Bites 
- Sushion oprene 
Sole Brown Rubber 
Hee!, Goodyesr Welt 


finishing touch of quality styling! Selected leather con e496 


Hee! 


uppers, tanned with Sylflex*, permanently repel 


water! Vul-Cork long-wearing soles add to 
the sales appeal of Dunham's RUGGARDS — 


truly America's finest work shoes and sport boots! 


Dunham's new 1955 Fall and Winter 
Catalog is just off the press! Write to . #7426 
F * Men's Black Syiflex-tan 
day or Or op ned 6-inch M aun 
her, Leather Insole 
Stee! Shank Stock G 
set Barb vr St rmwe't 
2i-tron Brown Vulcork 
Sole Browr Rubber 
Hee! Goodyear Welt 


Sizes 6-12 $7.25 


ate DUNHAM BROTHERS COMPANY 


Stormwelt. Stee! Shent 


Rolled Top Bind, $ 
zou, Cones Bens DISTRIBUTORS OF FOOTWEAR 


Vuleork Sole Brow 


—— BRATTLEBORO, VERMONT 


Sizes 6-12 $6 65 


IN-STOCK FOR IMMEDIATE DELIVERY! 


* T. M. Dow Corning Corp 








STETSON’S AWARD WINNING 


Italiano 


LATIN EASE & ELEGANCE 









/ \his is the shoe that introduced inter- 
national styling in footwear to America. 


It ushered in the current trend in men’s 





wear. ... distinguished by such continental 








the bow ler 





touches as the velvet coat collar, 






hat and the slim look of sophistication in the 





cut of the clothes. On the lower and lighter 





side, this sleek two eyelet tie shows its Italian 





origin in its classic lines and the extra width 







across the ball... which makes the foot look 
‘Those 


are the very good reasons why this is the 





smaller and feel more comfortable. 

















strongest selling style in many a day...a 






style you just can’t do without. Priced to 
retail about $23.95... . slightly higher ( 
Denver, West. 
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Inc. 





Tue Srerson SHoe Company, 
Main Office: South Weymouth 90, Mass. 
New York Office: 475 Fifth Avenue 

* 100 STYLES IN STOCK—RETAILING FROM $19.95 TO $55.00 
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FIRM, POSITIVE FOOTING 
FOR ALL VACATION SHOES 
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COMBINATION DRESS AND SPORT SHOES 
FOR VACATIONERS OF ALL AGES — 
MEN, WOMEN, BOYS AND GIRLS 


For woodland hikes or slippery boat decks . . . these 
newest soles by Biltrite give sport shoes maximum 
comfort and sure-footedness, as well as smart 
high-style. The same Squee Gee principle that pre- 
vents the better tires from skidding on wet sur- 
faces or pavements is built into these new Safety 
Sport Soles. 


THEY WEAR & WEAR... and are SELF CLEANING 


Biltrite SQUEE GEE soles have all the extra-wearing 
qualities proved on millions of pairs of famous 
Biltrite NURON-CREPE soles. Sand or pebbles 
are automatically expelled from the Squee Gee cuts. 
Feature shoes with Biltrite Squee Gee soles and 
cash in—BIG! 


MR. MANUFACTURER: 


Biltrite SQUEE GEE Soles are available from 15 
irons up, in a wide range of fashion colors. 


World’s Largest Producer 
of Shoe Soling Materials 


Printed in U.S.A 
















BILTRITE 


WEELS AMD soves [II 
AMERICAN BILTRITE 


a2uvueeseana CcCOmMPanyv 
CHELSEA 50, MASS. «+ SHERBROOKE, QUEBEC, CANADA 









AFFILIATES . . . BILTRITE RUBBER COMPANY, CHELSEA 50, MASS. © AMERICAN TILE & RUBBER CO. TRENTON 
2,.N.J. © PANTHER-PANCO RUBBER CO., CHELSEA, MASS. @ AMERICAN TILE & RUBBER CO. (CANADA) 
LTO., SHERBROOKE, QUEBEC «© PANTHER RUBBER CO., LTD., SHERBROOKE, QUEBEC, CANADA 








Fabulous is really the only word to 
describe it. We've been making hand- 
sewns now for nearly 3 years and 
the classic Penny Moc has always 
been Number One. But in spite 
of more pairage on the classic 
than last year, our 2 new Italian 
mocs are outselling the classic 
— some days as high as 3-to-1! 
It's easy to see why, though . . . the 
Italian inspired silhouette, with its 
more refined look and sophis- 
ticated styling slims the foot — 
appeals to more women as well 

as more teenagers .. . adds 


. it’s the 8th straight day, Mr. Watson - just the perfect “new look", retailers 


the Italian Mocs are outselling the ‘Penny’!” 


have been asking for in the proven- 
volume loafer style. And they're 

as profitable as they're pretty — 
to be nationally advertised 

at $6.95 - $7.95 - there's 

nothing else like it on 

the market — so it's a 

natural for the long mark-up! 

In stock, of course. 
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Headlines and Footnotes 


Important Trade News and Trends of the Fortnight 


As Reported by RECORDER Correspondents 





Early Birds Breakfast Hears Guest Panel 


Fact Packed Meeting Draws Capacity Audience to Hear Speakers on Busi- 
ness, Economic and Style Problems of the Shoe and Leather Industries. 


oad 


Capacity audience at the Early Bird breakfast of the National Shoe Manufacturers Association in the 
Sert Room of the Waldorf-Astoria, listening to a panel of five guest speakers. 


Tue Spring 1956 Leather Show got off to a good start 
with the (by now) traditional Early Bird Membership 
Breakfast of the National Shoe Manufacturers Associ- 
ation. The Sert Room at the Waldorf-Astoria was filled 


to capacity with members, press and guests on August 


%th—all gathered to celebrate the second half of the 
Fiftieth Anniversary of the association, as well as to 
get the latest facts, figures and information on important 
subjects and problems facing the shoe and feather 
industry. The entire meeting lasted an hour and a half 
and the breakfast, as such, was disposed of quickly in 
order to allow as much time as possible to the program. 

S. L. Slosberg, president of the National Shoe Manu- 
facturers Association was the moderator and he indi- 
cated the pattern of the meeting when he said: “This 
is likely to be a work session. The reason for that is 
that the original concept of this breakfast was based 
on the fact that this association has an obligation to its 
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members to get them together, in one room, at a time 
when they are making plans for the next season, You 
are all working on your Resort and Spring lines. You 
have plans to make, supplies to buy, leather to buy 
You want to know about the prospects for production; 
the latest 


lying business conditions and economic factors so that 


you want to know information, the under 


you may intelligently plan your operations for the 
next several months; and we think we should give you 
the latest available information, so far as we can secure 
it, and help you to form as sound a judgment as you 
can, for your future operations.” 

Although the five speakers on the panel were allowed 
only five minutes apiece for their specific topics, it was 
amazing how much information, facts and sound logic 
could be expounded in that time. Merrill A. Watson, 
executive vice-president of the National Shoe Manu- 
facturers Association, started the session. His remarks 
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on the subject: “Where Is Shoe Production Headed?” 
were based on the answers to several questions that 
had been put to a dozen leading shoe manufacturers. 

Mr. Watson summarized his survey by stating that 
this group of leading manufacturers believed shoe 
production would show only a modest letdown in the 
last half of the year and would be somewhere between 
560 and 585 million pairs—an all-time record. 

The future of men’s work shoes was outlined by John 
Dickinson, vice-president of Albert H. Weinbrenner 
Company, who said, “The special service shoe, the shoe 
for the particular job, is the shoe that is meeting with 
great favor. Statistics show that 25 per cent of our 
annual men’s shoe production is on work shoes and 
that 25 per cent represents over $100,000,000. in 
annual volume. We believe that the work shoe field 
oilers great opportunity for the future.” 

William W. Kiss of the Pied Piper Shoe Company 
mentioned the potential and outlined the program of 
children’s shoes. He made a very strong and significant 


point of the increased fashion interest in children’s 


shoes: “We are in a different kind of merchandising 
and buying,” he said. “The children’s shoe manu- 
facturer must create, perfect and produce; and the 
retailer must put over and merchandise a far wider 
range of styles, details, materials, finishes and decora- 
tive treatments than ever before.” 

The fashion angle in women’s shoes was handled 
by Jerry Stutz, vice-president in charge of retail sales 
at I. Miller, Keeping up with the customer, the woman 
who puts her foot on the fitting stool, wa’ the basis 
of her talk. She said: “Travel, television, movies and 
all the other technological advances have made the 
‘customer-extraordinaire’ of all times. It is the merchant, 
and behind him the manufacturer and behind him the 
supplier who offers her what she wants, who gets her 
business. 

The last speaker on the panel, William Sheskey, 
Shoe 
sociation, reported that the shoe industry’s supply of 


economist for the National Manufacturers As- 


raw materials is adequate to meet production require- 


ments for the balance of 1955. 


Continued Optimism Marks Leather Show 


Tanners Are Booked Well Ahead, with Inventories Lower than Normal 
and Shoe Manufacturing and Retail Sales Running at Record Levels. 


Tue Spring Leather Show, held at the Waldorf-Astoria 
in New York August 9-10, opened and closed in an 
environment of robust business health without precedent 
in the shoe and leather industry. Tanners, shoe manu- 
facturers and shoe retailers are currently enjoying a 
state of sales prosperity that is establishing new marks 
in every segment of the industry. 

Most tanners, according to the Tanners Council, 
have orders ahead for 40-60 days, and some are even 
more advanced. Tanners’ inventories are lower than 
normal, indicating that leather is being moved out as 
fast as it's produced, without chance to accumulate 
any inventories, Unfilled orders on tanners’ books are 
at a new peak, Nevertheless, leather prices in most 
cases, though firm, showed little tendency to move 
upward, 

According to Irving Glass, executive vice-president 
of the Tanners Council, not only has the boom in shoe 
production and retail sales been a wholesome boost 
to leather output, but also the fact that “more fresh 
merchandising features have come into leathers in the 
past two years than in the previous 2,000 years.” New 
finishes, grains, colors, prints and otner characteristics 
with fresh sales-appeal have been coming into leathers 
at an accelerated rate. These, according to Mr. Glass, 
have helped to give new sales appeal to footwear, and 
to boost sales for leather and shoes alike. 
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But the major factor responsible for the boom in the 
tanning industry (and one that has continued for the 
past eight months) has been the boom in the shoe 
industry at both the manufacturing and retail levels. 
Approximately 85 per cent of all leather goes into foot- 
wear, hence the course of leather business obviously 
follows closely the patterns set by shoe business. 

On this basis, tanners can look forward to a con- 
tinued high level of output for several months ahead, 
As of the end of July, advance orders on shoe manu- 
facturers’ books point to a high level of output and 
deliveries at least into October. Current and recent 
orders have been running 10-14 per cent ahead of 
last year. For the first six months, output has been 
running about 12 per cent above last year. Thus, it 
looks as though 1955 shoe production will reach at 
least 565 million pairs. 

Dollar volume of retail shoe sales has been up 5-7 
per cent, but unit or pairage volume has risen 8-1] 
per cent, an indication that shoe stores are selling more 
pairs of shoes than the dollar volume increases reveal 
on first glance. Thus there is no glut in retail inventories. 
While there has been a mild build-up from the skeletal 
state of inventories a year back, they still can stand 
considerable filling. 

Over the first six months retail shoe sales have been 
running at the record annual rate of 590 million pairs, 
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according to the Tanners Council. This contradicts 
the talk that the industry is “borrowing” from next 
year’s production, and that production is out-running 
retail sales. If the figures are correct, then the situation 
is reversed, with retail sales out-running production, 
Note also that retail pairage sales have been gaining 
faster than retail dollar volume increases—another 


significant symptom that a lot of pairage has been 


moving out of stores. 


Balcony view of leather booths in the Grand Ballroom at 
the Waldorf-Astoria. 


Exhibits in the Waldorf’s Grand Ballroom met all of 
today’s requirements, in men’s and children’s, as well 
as women’s, leather. In men’s leathers there are more 
soft, lightweight leathers; more grains and finer grains; 
more soft, supple leathers for unlined shoes and linings; 
more tanning treatments for resisting stains and mois- 
ture and more and lighter colors, exemplified by the 


More 


cially pastels, have gone into leathers for children’s 


new promotion color, Ivywood. colors, espe- 
shoes. Luster finishes, not too glittering, and printed 
leathers have been used to give kip leathers new attrac- 
tion and glamor for pre-teen girls’ shoes. 

And, of course, in leathers for women’s shoes there 
is even greater variety and fashion interest. In tannages 
and finishes, developments of recent years will continue. 


Anilines, pearlized finishes, glove tannages, shrunken 


and embossed grains, prints and matte finishes all are 
being made, in addition to the usual smooth, sueded, 
glossy and reptile leathers. 

Certain changes are being made in these, however. 
There is less shine in some of the lusters. Some 
“justers” are described as partly patent leather. Others 
are dimmed compared with previous seasons. One 
tanner showed a leather of the glove tannage type but 
with more of a sheen. Prints are shown in new versions 
and a high style reptile tanner has even printed a fine- 
grained snakeskin. He has also given some of his 
reptile skins a patent leather finish. There are trends 
in two directions. On the one hand there are the dull, 
matte finishes, some of these made on smooth and some 
on sueded surfaces. On the other hand, there are the 
glossy and luster finishes. Textured surfaces are still 
very important. These include shrunken grains; em- 
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bossed treatments—a woven effect achieved here oc- 


casionally; genuine weaves. A very interesting one 
combines linen with leather, in pastels. 

The influence of Far Eastern colors, without any 
question, dominates the entire feld of women’s leather 
colors for the coming Resort, Spring and Summer sea- 
sons. Leather stylists have gone to Japan and India 
for the exact colors in Japanese pottery and prints and 
Indian saris, jewels and paintings. The influence of 
the Japanese colors is seen in the cool yellows, blues, 
pinks, pale beiges, soft greens and green blues. Some 
of the rich glowing reds, greens and golds also seen in 
1956 lines suggest the brilliant colors found in Indian 
saris. In all this gamut of color, tanners have never 
forgotten the strong and growing demand for white, 
And 


all-over white, shoes. of course, black is strong. 


fe 


Allied Exhibitors Hold Capacity 
Show—Record Attendance 


Excessive heat cut attendance on the first day of 
the 29th Semi-Annual Allied Products and Style Exhibit 
at the Belmont Plaza Hotel in New York City, but the 
following days more than made up for the first day's 
crop. 

The show, which ran from August 7 to 10, was a 
capacity show, with over 180 exhibitors in suites on the 
The “Blue,” 


rooms 


third to the seventeenth floors. “Crystal,” 
“Moderne.” “Oak,” 


exhibits. 


and were also used for 


Shoe manufacturers attend this show to see what's 
new in fabrics, ornaments, trimmings, soles and other 
basic products. Because of the increasing importance 
of style in shoes, the Allied Products show has been 
drawing larger attendance on each repetition. Judging 
from the attendance and the amount of buying that 
took place, optimism is more than ever a moving fore 
in the shoe industry, 

And if the tanners have outdone all former efforts 
toward better function, fashion and feel in the leathers 
presented for 1956, the makers of fabrics and synthetic 
materials for shoes have been equally active and enter- 
prising. In the latter materials the laboratories of the 
big chemical and rubber companies have been turning 
out “breathable” materials for uppers; elasticized mate- 
rials that resemble leather; a variety of soling materials 
that have the appeal of long wear, attractive appear- 
ance, lightness and flexibility. Color has gone into 
some of these soles, and will go into more, to make 
pretty or striking contrasts with uppers or to blend 
into the same color as the upper. 

Upper materials include a wide range with lace 
mesh leading off in popularity for dress shoes, and 
straws—many of them synthetic—for casual dress an:l 
casual play shoes. There continues to be a great deal 
of interest in nubby surfaces, and linen weaves with a 
slight nub. Shantungs, denims, homespuns, jacquards, 


failles and prints on silk, cotton, mesh and butcher 
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linen, all are included in Resort, Spring and Summer 
lines. The Oriental influence is strong in many of the 
prints, Clear and colored vinyls for uppers will be 
important again as will vinyl ornaments and lucite 
heels. The ornament houses showed a great variety, 
from conventional buckles, buttons, straw flowers and 
fruits, to fantasies like feather sprays and feather- 
covered heels and clog soles, 

The last manufacturers continue to offer tapered toes 
and lasts designed for high very slim heels. The low 
back is the important news, low and narrower. One 
leading last maker reports that their new lasts are % 
of an inch lower; another gives a more conservative 
3/16 of an inch. The soft toe trend continues very 
strong. All heel heights are good but the demand for 
the 16/8 height is growing. 


Spring Style Conference 
Hears Key Speakers 


“EXPLORING Footwear Futures” was again the topic 
of the 1956 Spring and Summer Style Conference held 
under the auspices of the National Shoe Retailers Asso- 
ciation on the final day of the Leather and Allied Shoe 
Products Shows. Presided over by L. Ek. Langston, 
e.ecutive vice president of the N.S.R.A., who spoke 
briefly on the expanded activities of the National Shoe 
Institute, the meeting heard greetings from Gilbert 


Lloyd W. Nord. 


strom, chairman of the Women’s Shoe Style Committee, 


Hahn, the Association’s president. 


introduced the three speakers, 

Pointing out “The Fun and Hazards of Buying and 
Merchandising Fashion Shoes,” Louis Liebson, vice 
president of Edison Bros, Stores enumerated among the 
“hazards” the difficulties of picking a success in ad- 
vance and gave as example his own fruitless battle 
against mesh during the past six years, all the time that 
this material was probably outselling any other single 
item. As an example of the “fun” side of merchandis- 
ing fashion shoes he cited a shoe copied from a dis- 
carded pullover of another firm which sold 27,000 pairs 
in his stores. Summarizing the elements that make for 
a successful store he named first the character of the 
store; then its resources, factories which provide good 
fashion and many other sources of style ideas. Knowl. 
edge of trends in clothes with which the shoes will be 
worn, and comprehensive records, he cited as two other 
elements in successful merchandising. The actual pur- 
chasing of shoes, Mr. Liebson said, should be broken 
down into three parts: Placing volume pairs on carry- 
over patterns and staples, Placing orders on new trends 
and new items. Leaving room for reorders on these new 
items. “No shoe store can realize its potential unless 
it is open to buy at all times,” he warned. “If one is 
to buy the right shoes for his store, one has to learn 
to throw his personal tastes out the window.” 

Speaking on “Directional Trend of European Influ- 
ences and American Designs,” Ralph Stollmack, presi- 
dent of Carlisle Shoe Company, pointed out the impos- 
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sibility of getting all our inspirations from one area, 
one foreign country, since our large country with its 
many kinds of people and tastes could not be satisfied. 
Discussing sketches of styles in Carlisle’s files, Mr. 
Stollmack noted leading trends for 1956. There is a 
great feeling for simplicity, he pointed out, as expressed 
in the square wide throat, the straighter side line, the 
straight back. Highlights of the styles shown included 
two new versions of Perugia’s vanishing vamp, dressy 
suit shoes and new versions of the spectator. We are 
getting away from cling slings and returning to real 
slings. Stripping shoes are coming back, he noted. The 
influence of Oriental shoes was illustrated in a thong 
type, a thong and a turned-up toe. 

“Out of the Future and into Shoes” was the topic 
of the talk by Estelle Hamburger, fashion consultant. 
In a capsule digest of the European collections for Fall, 
she noted the importance of slender lines in daytime 
clothes, pointing out the continuing importance of 
slender shoes on high, slim heels. Suits will be of all 
kinds with fitted, demi-fitted and loose jackets, and 
skirts of all widths. This makes it difficult, she said, 
to settle for what is a suit shoe. Sophisticated “city 
spectators” seem to be the appropriate type. Ball gowns 
in Paris were so beautiful that after-five and evening 
pumps and sandals “deserve the most extravagantly 
beautiful designing that can be lavished upon them.” 
Shorter hemlines in front of some of these dresses 
spotlight shoes, 

The influence of the Far East is seen also in the Paris 
collections. Dior stopped at the Middle East and took 
the slit Caftan coat, and Persian designs for printed 
satin dresses. Balmain and Fath used elaborate em- 
broideries like Oriental embroideries in mood. Lanvin’e 
quilted evening coats are Japanese in inspiration. 
Mandarin overblouses and tunics inspired by the coats 
of Indian princes also appeared in Paris collections. 

Ending her talk with a series of swatch charts, Miss 
Hamburger showed five groups of colors: Japanese 
Water Tints in cottons, silks and linens, all in the pastel 
family; American Flower Colors in woolens and silk 
prints, a brighter group; colors of India, Burma, Java 
in cottons and silks, vivid colors; Oriental “Naturals” 
in silks and woolens, all in the beige or bamboo tones 
except one pale gray; American “Positive Colors” in 
woolens, many for younger and more casual clothes. 


Senator Sparkman To Be IS Speaker 
Sen. JOHN SPARKMAN, (D-Ala.). and chairman of 


the Select Committee on Small Business in the U. 5. 
Senate, will be the principal speaker at Independent 
Shoemen’s national convention in Chicago, beginning 
October 23, it was recently confirmed and disclosed by 
Sam Sullivan, IS president. 

Another featured speaker, Mr. Sullivan reported, will 
be Donald F. Grimes, president of the Independent 
Grocers Alliance, whose membership does a reputed 
annual retail business of $3 million. 
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Leatrte.... 


TALK OF THE CAMPUS 


this season, any season! 




















On every campus there's enthusiasuc praise 
for fine leather...and we point with pride 
to these American Gentleman mocs, 
handsomely fashioned of Rueping’s 
TOMAHAWK in polished black 
Here's a man’s leather...smooth... lustrous 
noted for comfort and enduring wear, An 
outstanding favorite in men’s footwear! 
Samples of TOMAHAWK and 


other Rueping lines— at your request 





SHOES: By American Gentleman Division 
CRADDOCK-TERRY SHOE CORP., 
LYNCHBURG, VIRGINIA Style No. 2707 


LEATHER: Rueping’s TOMAHAWK 
No. 40 Black 


RUEPING 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A 









the most popular sole for 


Season Sly | Ng 








SPRING 








RAJAFOME 


In any season of the year, Rajafome Palomino Soles bring added 
sales appeal to the shoes in your line. With sport shoes now being worn 
the year ‘round, more and more stylists and manufacturers are choosing 





Rajafome Palomino as the ideal all-season sole. 





The perfect sole for spring and summer styles, the Palomino also harmonizes 





beautifully with darker shoes for fall. ‘’Palomino,’’ only one of the 14 wonderful 









Rajafome colors, stays neat, clean and attractive throughout its long life. 
Rajatome live action soles are odor-free, cloud soft and feather light assuring foot-pampering 





comfort with every step. 





Put sales action in your styling with live action Rajafome Palomino Soles, 





the most popular for all-season styling. 

















Kajah SOLES 


Division of Gro-Cord Rubber Co. 
LIMA, OHIO 















FORTUNE IS FIRST AGAIN! 


and Fortune 
dealers will 
be first 

in fashion 






& The “Tritoni” 


4 The “Frattina” 


ne” PROM ITALY 


® Direct from Italy come three distinctive new styles, designed and made | 
expressly for Fortune, that will help Fortune dealers increase their profits and 


further their stores’ reputations as ‘‘men's fashion centers.’ 


The mere fact that these shoes are Italian imports will stir up interest, because 
italy produces the mos? sensational, most-copied ideas in men's wear. And these 
shoes have everything it takes to convert that interest into sales! They are 


made of the finest European black crushed calfskin (with a texture and 


BLACK GRAIN CALFSKIN 
TO RETAIL PROFITABLY AT 


finish unlike any domestic leather); they feature hand-stitched detailing; 
[40s they are wonderfully lightweight and flexible; they have 


a styling that is simple yet elegant in the best Italian manner, 


Fortune——recognized style leader in its fleld—~is the 

first brand to make genuine Italian shoes available to independent 
retailers, Earliest delivery date on these unique styles is 

August 15—September 1, 1955. Write us today for further 
information about becoming a Fortune dealer and getting 


in on this fabulous Italian style promotion 


' FOR 


Fortune Shoe Company ¢ Nashville, Tenn. 


bd oivision OF GENERAL SHOE CORPORATION 








DIRECT FROM ITALY TO YOUR STORE! 
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A NEW 


yi \MPROVED 
wpe. «: WOOD HEEL 


BY MEARS 




















Mears Steel Jacketed Wood Dowel 
_ REDUCE REJECTS 
Gives Now Strength Now Nailing and Customer Complaints with 


and Repairing Advantages this New Mears Construction 
Designed primarily to help overcome one of the 





industry’s most persistent problems . . . toplift 





naling on small-top thin heels at the manufac- 
turing level and again in the shoe repair shop. 
This new Mears construction also has important 
advantages in all heels that require a dowel be- 
cause it provides added strength ... regrading 


Nexibility and trouble-free attaching to the shoe. 


FRED W. MEARS 
HEEL COMPANY, INC. 


General Offices, Lawrence, Mass. 


PLANTS AT TROY, MO. «+ ST. LOUIS, MO. + SO. CHARLESTON, OHIO + ERVING, MASS. 
CONWAY, NEW HAMPSHIRE . KENTON, TENN 





30 Boot and Shoe Recorder 





| have 
heen 
Asked... 


How Is Business at FREEMAN? 

The answer is... 

Terriric! 

Fall orders are coming in from every corner 

of America at a much faster pace than a 

year ago! 

These orders, as of today, are greater by 16% 

than those of the previous season! 

I have been asked... 

How Come? 

The answer is... 

@ Freeman dealers everywhere are impressed 
and stimulated by the things Freeman is 
offering... 

@ One of the fastest and most interesting 
Fall Programs in our entire history! 


@ Fall styling keyed to the needs of our 


dealers for instant sales! 
Joun Tosias, Vice-president, Director, and 


@ Freeman Shoes that virtually glow with General Sales Manager, Freeman Shoe Corp 
QUALITY when they are taken out of 
the box! 

@ Strength in the retail price ranges where @ A beautiful easy-to-use Fall in-stock cata- 
the public is willing to buy! log now in the hands of our dealers! 


Furthermore—I find that our thousands of & \ guaranteed same-day shipping ervice on 


£ 
retail friends like the things we are doing to a group of our basic in-stock styles! 


help them SELL Freeman Shoes and do a ; 
| H hen ! have heen asked Hou i husine sal 


more profitable business. Such things as... i 
Freeman? these are a few of the answers | 


eS Full-color national magazine adi erlising for 
the first time this Fall and thereafter! 


give! And they are a few of the reasons why 

over 5,000 of America’s finest shoe mer 

@ Dealer advertising helps that will be of chants this Fall will be selling more pairs of 
real use and will reach our dealers on time! Freeman Shoes than ever before! 


FREEMAN SHOE Corporation, BeLorr, Wisconsin 


Serving over 5,000 of {merica’s finest shoe dealer 


Wonderful feeling 


FREEMAN’S 


August 15, 1955 











This year’s school shoe business will be bigger than 
ever. And Sundial shoe dealers have all the advantage. 
Their business will be bigger than the other fellow’s. 
Why? 

Because the Sundial dealers will be operating from a 
Planned Promotion built around expertly merchandised 
shoe lines... backed by the most powerful selling idea 
in shoe retailing today: the Sundial Family Council. 


1. Pat O'Brien and Family, acting as the Sundial 
Family Council picked and endorsed Sundial’s fall 
school shoes. 


2. Big advertisements (actual sample at right) appear 
in the magazine sections of leading Sunday newspapers 








three weeks before school opens. 


3. Sundial dealers have been supplied with supporting 
advertising material to bring the customers to their 


stores. 


4. Sundial has supplied the handsomest, most attrac- 
tive assortment of window and store pieces any dealer 


could want. 


All this is no “one line’’, “one season” affair either. 
Sundial dealers are getting equally dramatic help with 
their men’s and women’s shoe promotions. This is just 
the beginning of the bright future ahead for dealers who 
concentrate on Sundial. See your Sundial Salesman. 


SEER 


Tie in with the big “New in Shoes” fall promotion y elected 


He'll bring sunshine to your business career. 


\oull do fine with the 


SUNDIAL SHOE COMPANY J yt ) Ff 
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PAT O'BRIEN AND MRS. O'BRIEN and their children, 
Mavourneen, Terry and Brigid, meet in Family Council to 
select best-looking, best- wearing, best-value school shoes. 





PAT O'BRIEN FAMILY COUNCIL CHOOSES 


SCHOOL SHORS 
WAY ABOVE 
(ERAGE 


The O'Brien Family children must dress well 
because they live a life before the public with mother 
and dad. 

And now they pass on their personal choices to 
you. These shoes were picked because they are above 
average in style, wearing quality, fit and value 
Your Sundial dealer has the Sundial Family Council 
Selections now. Sundial Shoe Co., Division of Inter- 
national Shoe Co., Manchester, N. H. 








O’Brien Family Council Selection 


Brigid's choice for herself Terry's choice Mother's choice for Brigid } Pat chooses for Brigid 
ond Terry | 









Patent leather, deep Biace suede SLIP ON moccasin style with Tropic Tan of Red smooth leather ~ 
6f Basque Red jeatner trimmed in white smart strap effect. brown very smart at school oF at play 











SUNDIAL SHOES 
for Boys and Girls 














Ranch Tan, Charcoal, Red CONTINENTAL two eyelet te with 
Avocado sot! glove leatne style detarting Black or brown 
Many more to choose from $3.95 to $7.95 according to size and style at better independent stores 








Sundial Advertisement appearing in leading Sunday newspapers. 


Sundial, / 
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DANCE —your Biggest Potential in Children’s Wear 





sell more faster with 


LEO’S new eye-catcher 
window and DISPLAY 


Capitalize on this new profit potential—sell more dance shoes than you ever 
dreamed possible with Leo's new Display “stopper.” More than ever, it will 
help make your store dance shoe headquarters, add important new profits 
with Leo's nationally famed line of ballets, tap shoes, etc. 

This Display is compact, practical yet elegant . . . unique because it's com- 
plete . . . all you add is the shoes and each “‘little ballerina” and her mother 
are sold at a glance. It's FREE to users of Leo shoes and accessories. Stock 
up for “back-to-school” 





Write for full details on the new 


9 a Display . . . and for our new 
iy 1955-56 Catalog 


ADVANCE THEATRICAL SHOE CO 


KNOWN THE WORLD OVER BY THOSE WHO TEACH. STUDY AND LIVE THE DANCE 
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Soft Toe Ballets 
Accordion pleated, completely 
flexible glove leather, fully lined 
short sole. In stock: AA-D widths, 
8s-9L. Black, white. 


Toe Shoes 


On-the-square toe design with 
center of balance running 
through the toes. Suede toe. 
A-EE widths. 8 sml.—9 Ige 


Student Tie Taps 


Popular low price quality shoe 
. . » fits all students’ needs. A- 
B-C widths, 8s-9L. Black patent 
leather, white kid. 


LEO-tards 


Shrink-controlled Durene cotton 
in short sleeve, sleeveless and bat 
sleeve turtleneck styles. 


(Not shown here) 


Majorette Boots and 
Nature Sandals 


-more profit-makers for your 


Dance Shoe Headquarters 


Boot and Shoe Recorder 











tested, 
proved and 
accepted 






a 


the best sole '° she ™ Stria] Pblicg, 
10pn 





Neo-Supreme Soles—tested in all major industries under 

truly extreme conditions which quickly ruin ordinary soling materials -— 
proved to be far superior in wearing qualities to any 

other sole yet developed. Super resistant to acids, 

caustics, extreme heat or cold, metal chips and oils, Neo-Supreme 

is accepted by workers, safety engineers and shoe manufacturers as 
the best sole for all extreme industrial applications. For 

greater comfort, safety and longer wear under 

extreme conditions, insist on Neo-Supreme . 

another first by Gro-Cord. 


Available in Black or Brown with matching heels in 
G full men’s size range. 


SUPER ACID RESISTANT SUPER METAL CHIP RESISTANT 

SUPER OIL RESISTANT SUPER FLEXIBLE AT EXTREME 
LOW TEMPERATURES 

SUPER HEAT RESISTANT NON-MARKING 








NEO-CREPE NEO-CORK NEO-NUCLEAR NEO-COMP NEO -CORD 


sme “Sell ‘em the shoe with the Sole for the jab" 
Gro-Cord offers the only complete line of industrial GRO-CORD RUBBER CO. 


work-shoe soles that enables you to assure workmen of 

greater satisfaction through comfort—safety and longer UMA, OHIO 
wear, regardless of job conditions, Write today for this 
free Gro-Cord Sole Selector which instantly tells you the 


Caradon Vian: 
|, tl. best sole for any one of 50 basic jobs! GRO-CORD RUBBER CO. of CANADA LTD 
Tillsonburg, Ontario 









GET ABOARD 





“i 
It’s a non-stop un 
X 


to PEAK PROFITS! SN 


Yes, American Juniors is 


















ready with a fall-winter Volume 





Line that’s got everything! 
£ y £ 


Sok 
FIRST ... plenty of style sparkle .. . shoes with mat 
gay, new ideas and fashion trends . . . and quality- 


constructed, too! 













NEXT . .. complete selection in each group ... from tots through sub-teens. 









PLUS . . . the fastest in-stock service in the children’s shoe business and Volume- 
Priced to build bigger volume sales for you. 










No matter what other lines you carry, you NEED our Volume Line . .. American Juniors! 





Send for our catalog today. 
Write us for franchise for your city. 














suggested retail for most styles 


“4° m “6” 


KNIGHT 


vcd 


Surntor’s 


AMERICAN JUNIORS SHOE Od «; INC 
ONE ISLAND STREET, LAWRENCE, MASS. 
Division: Consolidated National Shoe Corp. 
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WEYENBERG 


SABLE JOU mer 









#2092 WEYENBERG 


Brown Elk Tanned Cowhide 
Moccasin Type Oxford, with 
the new Vul-Cork Micro-Cell 
Cushion Neoprene Sole 
made by Weyenberg Shoe 
Manutacturing Company 
Milwaukee, Wisconsin 


»»-no matter where 


or when it’s worn... 


This Weyenberg Moccasin Type Oxford in Elk 
Tanned Cowhide is the kind of a shoe you would like to 
wear yourself it’s perfect around the house, for 
week-ends, for the do-it-yourself projects 
VUL-CORK MICRO-CELL CUSHION NEOPRENE SOLE The new lighter weight Vul-Cork Micro-Cell Cushion 
, Neoprene sole makes it equally welcome in living room or 
garden, This miraculous new sole does not mark or mar 
And at work, in the office or factory, it is a shoe that can be 








+ Extremely light weight—40% + Doubly insulated air-cell worn on the job all day long and home again at night 
lighter than ordinary neoprene structure Its fatigue-fighting comfort comes from Vul-Cork’s Micro-Cell 
¢ Soft and resilient — with ' c 18 le ne enle - 7 J ' 
emteees eniielent tor aed ° Resiets oil, greases, caustics, Cushion Neoprene sole and the arch-lift construction 
stitching 4 , 
Flexibt * Will not absorb oil, water or If you make, buy or sell shoes, look at the 
Poe ionaign aes sole first. If it carries a Vul-Cork labe} 
© Slip resistant ‘siden soie Tirst. It Carries a Vul-Cork label, 
. get more than your “y's W 
* Gripping surface of millions of you will get more than your money's worth 
tiny vacuum cups « Rugged wearability 





Vul-Cork Sole Division, Cambridge Rubber Company, Taneytown, Md. Makers of Vul-Cork 


VUL-CORK MICRO-CELL CUSHION NEOPRENE 
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Recommended Reading 
For Thoughtful Retailers 
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; years ago Herbst moved into a factory 
twice the size of its old plant and shifted pro- 
duction into high gear. Since then, the CHILD 
LIFE line has traveled fast and far. 

The record shows 93 new accounts in 1954; 
71 new dealers switched to CHILD LIFE in the 
first six months of 1955. Meanwhile, orders 
for shoes continue to set new records with 
every month. In fact, the demands for fall 
delivery were so heavy that all new business 
had to be refused during June, July and 
August. No other juvenile manufacturer that 


oo 


we know of has had to follow so drastic 
a policy. 

The vitality of the CHILD LIFE line in styl- 
ing and construction, plus the plan and pat- 
tern of its franchised distribution have com- 
bined to produce a selling force of matchless 
effectiveness. Profit, too, is full and solid. 
If you'd like to participate, and test this power 
for yourself, your inquiry is invited — provid- 
ing there is no CHILD LIFE dealer already in 
your trading area. 


HERBST Shoe Manufacturing Co. “Wwisist® 


——— New York Office — 557 Marbridge Bidg., New York 17, N. Y. ——— 
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NOTEWORTHY QUOTES = the TWO NEWEST 


members of the 
JUMPING“ JACKS 


giiiiilr gnoes FOR cHiLoren 









family... sell 









Lin Yu Tang, the noted Chinese philosopher, 
once said: 









“*Horse win once—ACCIDENT. 
Horse win twice—COINCIDENCE. 
Horse win three times—BET ON HORSE.” 























DAVE GARROWAY 


nbc-tv ‘today’ 
: oP a AN: 


ARLENE FRANCIS 
\bc-tv “HOME’’ 


I 
JP 
AA fF 
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Joseph R. Lisson of the NEW YORK POST, 
passes along three cardinal questions that must 
be answered effectively before shoes can actu- 
ally be sold through newspaper or magazine 
advertising: “(1) What Is It? (2) How Much 
Is It? (3) Where Can I Buy It?” 
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“I do not know of a single, solitary instance 
where a great technological gain has taken 
place in the United States of America that it . 
has actually thrown people out of work. I do well as national magazine ads are 


not know of it; I am not aware of it—because 


Yes, these double TV features, as 








the industrial revolution that has taken place in pre-selling Jumping-Jacks for you! 
the United States in the past 25 years has 
brought into the employment field an additional You'll find your traffic in Jumping- 





20 million people.” 





Philip Murray Jacks growing as fast as the kids! 







x 


® 
—“Only the productive can be strong; and only a 
the strong can be free!” 


Wendell Wilkie 
FLEXIBLE “gHOeS. FOR THILOREN 


ZT 
——— te, 
VAISEY-BRISTOL SHOE COMPANY,INC. 


Editor Emeritus MONETT. MISSOURI 
Boor ano SHoe Recorver BABY + PATENTED « JUNIOR « SENIOR « PARTIES 
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by George H. Baker 











Inflation overdue? 


Good news for retailers 


Hides and skins for export 


Business census windup 





Government officials who handle the nation’s economic throttle are warily 
eyeing a new threat to prosperity and economic stability—inflation. 

Rising costs of labor and surging demand for finished goods are putting 
strong pressure under raw materials prices. Result may be an upward 
spiral of prices that could put the squeeze on high-cost manufacturers 
and seriously threaten the current state of industrial prosperity. 

The government is fully aware of the way the inflationary winds are 
building up, and it is planning ways to hold the spiral down. 

As Washington planners see it, several factors are behind the new 
inflationary push, including: 

1. Trend towards guaranteed annual wages in basic industries. 

2. Substantial wage hikes in industries not yet subject to GAW. 

3. Pressure for rising state unemployment compensation payments, 
coupled with rising local state and municipal taxes. 

4. Increasing demands for goods caused by almost full employment, 
high wages, and rising population. 

Actually, agencies such as the Federal Reserve Board and the Housing 
and Home Finance Agency, which can take measures to control the 
economy, are saying privately that inflation in a rising economy such as 
this country has experienced for the last 10 months is probably somewhat 
overdue, 


All the ingredients for hefty business in the second half of the year are 
now present, Government forecasts grow more and more optimistic in: the 
light of continued strong employment and sky-high personal income. 

Consumer spending continues to sprint along at levels 8 to 10 per cent 
ahead of a year ago. In the construction area, some 600,000 new family 
units will be started this year. 

Samplings of family buying intentions spell good news for the retail 
trades. Income is being spent, not being salted away. It’s going for new 
houses, for new or used automobiles, for household appliances, and better 
food and apparel—in short, a higher standard of living. 

Business inventories are building up, it is noted. Admittedly, this is an 
unstable factor for the long run, but as long as production and sales are 
high, there is no appreciable element of danger. 


Foreign-aid officials are explaining that they have authorized purchase in 
the United States of $1.5 million worth of hides and skins, and not $1.5 
million worth of leather manufactures, as had been previously stated. The 
phrase “leather manufactures” was used inadvertently in an earlier an- 
nouncement, they state. What they meant to say was “hides and skins.” 


The long-awaited census of business is in the windup stage, and prelim- 
inary reports on results should begin coming to businessmen by autumn. 
Congress has appropriated another $4 million to complete the census, 


publish and distribute it. The data has been collected and is now being 


compiled and checked by electronic computers in Washington. Another 
$600,000 may be necessary next year to cover the final publishing costs 
of the nose-counting project. 

[TURN TO PAGE 68, PLEASE | 








Why are Edwards shoes famous for fit? 


It’s because our dealers are expertly adept 


at fitting young feet .. . and with Edwards, the 


shoe for children, their efforts are backed up 
with more than fifty-five years of quality 
workmanship in making shoes over the finest 
juvenile lasts. Typical of Edwards fine-fitting 
is the style... . CARSON, in Brown Elk, with 
Shark perforated Wing Tip é sizes 111-13 
and 4869—sizes 131-4. 


“ 





HEYDAY SHOES, INC. ° 2032 LOCUST STREET ° ST. LOUIS, MISSOURI 
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HEYDays 


For Sale... 











$1095 


Nipper 
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When will Retailers become aware... 


The shoe that requires pressure in addition to concessions, dating, et al, 

to get into the store will require the same, or more, energy and concessions 
to get out of the store. 

Mr. Retailer needs but to refer to his own past experiences to verify this. And 


when there is an assortment of deals, how can he be sure he is getting 
as good a deal as his competitor? 


Manufacturer sells what he makes. Consumers wear what they buy. Only the 
Retailer must re-se// his purchases ...he neither creates or consumes it. 
That is why the Buyer's function is so important. 


His mistakes cannot be absorbed, nor can he pass bad buys on to next 
season, and remain competitive... Nor can Manufacturer 
absorb Buyer Mistakes for the identical reasons. 


Free Banquet Tickets, Advertising Concessions, Spring Dating and all the 
other “Buyer Inducements” are of no interest to consumers. 


Consumers buy shoes to wear, and the most shoe for their money is more 
important than any concession to retailer, or ads or anything else. 


That's Heydays stock-in-trade,s MORE CONSUMER ACCEPTANCE. 
Have yon tried Heydays? They're "best sellers” right now! 


ORIGINALS 
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BOOT and SHOE 


STANLEY MARCUS, president of 
Neiman-Marcus, Dallas, Texas, 
says: 

“Standardization is the death of 
the fashion business and yet the in- 
dustry is virtually copying itself 


out of existence. The most 





deadly thing in business is to do the 


same old thing in the same old way. 

“There is no price tag on good 
taste. The cheapest dress, the most 
ordinary low-end fabric, no less 
than the costliest, can be a crea- 


‘ ” 
tion. 
* ” 


lawin GOLDBERG of S. James 
Jones and Company, Philadelphia, 
Pa., says: 

With price consciousness practi- 
cally eliminated these days, we have 
a better opportunity than ever to 
practice creative salesmanship. Any 
store that carries a well-advertised 
brand name, has bridged half the 
hurdle of selling. People already 
know what they have to pay for 
your shoes. 
buy one 


“Ordinarily, people 
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| TRADE 


pair of shoes, Here’s where crea- 
tive salesmanship comes in. We 
have more variations of style than 
ever before and more types of shoes 
to serve one purpose. A customer 
can easily become dissatisfied with 
owning one pair of shoes when 
several attractive styles are pre- 
sented, But it is not just the simple 
matter of showing them to her. The 
different reasons for the different 
shoes have to be pointed out by 
the salesman if he wants to sell the 
extra pairs of shoes. 


NAME / 


® —> BRAND 
de A 


Ai 


“A well-dressed window or store 





display can attract a customer like 
a pretty picture and it may even 
arouse the feeling that she would 
like to have what she sees; but it 
is still going to take salesmanship to 


get her to finally buy the shoes.” 
* * * 


Harry HANSEN of The Fair in 
Chicago, says: 

“The trend to the low heel soft 
type of construction in women’s 
shoes has yet to reach its peak, It 


may do so this Fall, or may carry 






over for even greater strength next 
Spring. It has been accelerating 
gradually but firmly and has been 
responsible for a lot of healthy 
activity in the trade. This soft 
theme is most acceptable from a 
promotion standpoint for the re- 
\ rr 
\ eel 
wie 


Nay iif 





tailer, In the first place, women like 
the comfort of the low heel com- 
bined with the soft construction, 
plus the fact that the shoes have 
style. This Fall in particular, shoes 
of this type will go hand in hand 
with the ready-to-wear fashions in 
tweeds and fabrics in the tweed 
families. We can expect to see a 
lot of good promotions of these co- 


ordinations, 


* * * 


Henry H. HEIMANN, executive 
vice president of the National As- 
sociation of Credit Men, says: 

“One mistake that could set us 
back for quite some time would be 
to assume that business can con- 
tinue without pause at its present 
high speed. Or that the stock mar- 
ket can go in only one direction 
up. Or that debt is illimitable. 


“All these new, unsound phi- 
losophies broached in the past few 
years are dangerous. We need 
more conservatism and cautious- 
ness than is being displayed by 
business and the Government... . 

“It is well to recognize that a 





aY 
A 






































A 


resting period 


EST 
in business is a 
sound, healthful need in a boom 
economy. It is also well to know 
that a stock market that has risen 
for several years must naturally 
experience a breathing spell and 
some readjustment to provide the 
needed assimilation and digestion 


period.” 
* ” * 


Peccy FULLER of  Everfast 
Fabrics, Inc., told an N.R.D.G.A. 
group: 

“There are three basic ways to 
make the cash register ring: (1) 
Promote off-price merchandise; 
(2) Always have adequate ‘bread 
and butter’ merchandise in stock 
and (3) Promote style merchan- 
dise. 

“Everyone uses the first method. 
Most people hope they use the sec- 
ond method. Comparatively few 
really use the third method, namely, 
promoting style merchandise. The 
formula is so simple for a really 
successful style promotion, it is in- 
credible how few people use it. 

“You have all seen the best ideas 
turn out to be a total loss because 
everybody in the store did not get 
behind it. It would sometimes seem 
that everybody is working against 
one another instead of for each 
other. It is teamwork that con- 
vinces the customer and it is con- 
fusion that sends her out of your 
store, 

“Remember also, that you must 
sell style and quality in order to 
make for continuously satisfied cus- 
tomers in your store... . It is not 


that these style’ promotions cost a 
/ 
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great deal of money to do, but it 
is merely taking a good idea and 
presenting it properly with all of 
the facilities that you have on hand 
anyway but which are not always 
used to best advantage. It just 
takes more imagination, courage 
and enthusiasm.” 


Wave G. McCARGO, president 
of H. V. Baldwin Company, Rich- 
mond, Va., says: 

“The first half of 1955 produced 
the largest volume in retail history 
and the prospect for the remainder 
of the year is equally bright. 

“Increased competition will hold 
profits level, but many stores will 
improve their profit picture through 
better operating methods, lower 
markdowns and generally better 
merchandising.” 


Pup SVIGALS, vice president 
of R. H. Macy & Co., Inc., says: 
“It is the responsibility of manu- 
facturers, mills and retailers to 
foster the recent interest shown in 
color and fashion in the men’s wear 


industry. Retailers must be more 
sensitive to the public’s buying 
wants and pass the information to 
suppliers. . . . Manufacturers and 
mills should be willing to try new 
ideas in style and be prepared to 
back them with rapid delivery on 
reorders.” 
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Italian Inspired Classic 


2a 


A PERFECT style for wear with the trimmer fitting 
Fall fashions is this attractive one eyelet plain toe 
oxford. The new clothes, distinguished by more natural 


shoulders in coats, slimmer trousers, neater collars 
and longer neckties, require more trim and more simply 
detailed shoes like this pattern, the styling of which is 
restrained in the ultimate. 

Made over a narrower and more tapered last in 


the best Italian tradition, the sweep of its plain toe is 


masterful. Its neat, snug fitting collar hugs the top 
line and gives a still further illusion of lowness to its 
already well-dropped silhouette, Its fittings are most 
refined, its extensions neat and very close cropped, 
Tassels give a dramatic touch to an otherwise classically 
simple pattern which effectively sets off its fine shoe 
making and the richness of the glowing tan or black 
calf in which these shoes are made. 


For further information write Boot ano Suox Reconpen. 








SPECIALIZING in shoes that combine style and fit 
for the growing youngster and in corrective footwear 
for the adult has resulted in making complete families 
dependent upon deCourcelle’s at 202 W. Eighth St., 
Wilmington, Del. 

“We have made a svecialty of a very neglected field,” 
says owner J, Joseph deCourcelle. “This is the teen- 
age girl. Because of her demand for smarter styles, 
she sacrifices fit in many cases. Such a sacrifice should 
be avoided by the retailer because sooner or later the 
teen-ager will have to discard the shoes and the re- 
For that 
reason we take great pains in stocking shoes for grow- 


tailer will be blamed for an improper fit. 


ing girls.”’ 

DeCourcelle’s features 10 lines of growing girls’ 
shoes. They also have their own line manufactured on 
specially designed lasts. The size range runs from 
3% to 10. This large assortment of shoes is stocked 
by deCourcelle because he feels that every youngster 
needs a different last and the only way that the greatest 
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Nell the Whole Family 


number of teen-agers can be fitted is by having a wide 
range of merchandise. 





“We want to combine style with fit and this can only 





DeCourcelle’s is in the heart of the shopping area. Fit 
and style have built a complete family business. 
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be done by a wide selection,” says deCourcelle. “We first 
determine the type of foot a youngster has, then show 
her the styles we have that will fit her. We explain this 
to the parent who appreciates that we are concerned with 
fit first and style next. However, our large assortment 
of shoes provides the youngsters with the combination 
they want and we have satisfied customers.” 

The store stocks a complete line of footwear in a 
varied price range and maintains a well-balanced stock 
at all times. Stock is checked weekly and re-orders are 
placed to keep it full. Every six weeks a physical in- 
ventory is taken because heavier orders are placed at 
this time. Slow-moving numbers are tapered off and 
replaced with greater demand merchandise. During 
holidays, at Easter and at school starting periods, a 
greater inventory is carried to take care of the rush. 
The stock is then permitted to taper off and replace 
ments are added to keep the line complete. This gives 
this retailer a healthy stock position and he doesn’t 
have to run any specials or sales to clear out dead 
stock, 

“We don’t believe that parents buy shoes for their 
children just because of price,” says deCourcelle. “They 
buy shoes when they need them, and when they do, 
they want quality footwear that combines style and fit. 
We have always promoted this combination at our 
store, which has resulted in a growing clientele that 


Left: Whole families buy shoes at deCourcelle’s. Some 
have been customers since the store opened. 


Below: The sales staff is made up of orthopedic shoe 


fitters, not sales clerks. Each spends time at local hos- 
pital clinics. 


with Sty 
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ill-fit, sagging shoes 


ean ruin their feet! 


Protect their feet 


with firm support, 
with friendly, weight 
carrying construction 
good leather shoes 
provide, At deCourcelle's 
your children are fitted 
by experts in shoes built 
to take the wear and 
encourage 


healthy growth 


2 Wr. Free Parking 
Isaac's, 8th & West Sts 





Fine (uality Footwear 
tee 202 W. 8th St. Open Fri. ‘ti 8 
as 

in 


The Children's Shoe Fitting Specialists of Delaware 


Store advertising is built around the theme, “The chil- 
dren’s shoe fitting specialists of Delaware.” 


nd fit... 


De Courcelle’s Has Specialized in Teen-Agers 
and Offers Them Smart Styles in Many Sizes 
and Lasts. Comfort Is Emphasized with the 


Children’s Fathers and Mothers. 


has peen spread by word-of-mouth faster than by any 
advertising we could do.” 

Kach week, this retailer runs a display ad in the 
local newspapers. These ads promote deCourcelle’s as 
The Children’s Shoe Fitting Specialists of Delaware 
They also have a sixth-page display ad in the local 
telephone directory that is responsible for added busi- 
ness. DeCourcelle feels that the copy he uses is respon- 
sible for this influx of traffic, 

“Our phone book ad attracts a lot of attention. We 
have been told so by newcomers,” he says. “Our ad 
pictures a variety of children’s feet and draws atten- 
tion to our orthopedic fittings and the filling of doctor’s 
[TURN TO PAGE 74, PLEASE | 
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New Fabrics Complement 


Ay the recent Allied Products Show held in New York, _ three-dimensional effects; straw and linen types; meshes 
shoe designers and manufacturers had the opportunity and lace meshes. And there was a wide range of prints; 
to view a wealth of new fabrics for shoes; some im- prints on silk, on cotton, on mesh, on piqué weaves. 
ported, many made in this country. Ideas were numer- The importance of stretchable or elasticized materials 
ous and varied and included fabrics for all types of with certain fabric houses pointed to a strong trend. 
shoes. Natural and synthetic yarns were used, singly 


and in blends, The Far Eastern: influence was strong. LINEN WEAVE 


There were fine flat silks and cottons; jacquards; Summer Bysender 


STRAW EFFECT 


Casual wedge 










































FINE BLENDS 


Town-into-country pump 


LACE MESH 
Bare sandal, mesh filled 





Shoe Silhouette 


SATIN HAND-DECORATED PRINT 
The disappearing topline pump 


TAFFETA WARP PRINT 


Trimmed sling 


BEADED JACQUARD 


Draped mule 


PLASTIC-DOTTED FABRIC 
Tailored T-strap 


ORIENTAL DESIGN ON SATIN 


Elegant plain pump 











HE MAKES BOOTS FO 


A TALL man with a broad smile came into the Holly- 
wood shop of Dave Posada a short time ago and asked 






him to make a pair of fancy cowboy boots. 






Posada looked up from his work and peered at the 






man over the top of his glasses. 






The big man picked out a handsome pattern for his 






boots, then signed the order. Posada’s dark eyes studied 
| P 






the signature of the visitor. 


Written on the blank line below Posada’s scribbled 






figures was the name of Elliott Roosevelt. 






Roosevelt is only one of many famous people who 






are customers of David Posada, a cowboy bootmaker 






in Hollywood since 1918. Posada can’t remember them 






all, but anyone who ever bought a pair of handmade 





cowboy boots should have heard of him. His boots are 






to a cowboy’s feet what a Stetson is to a cowboy’s head. 


A large portion of Posada’s work comes from the 





cowboy movie crowd. He recalls, however, that his 






first famous patron was Wallace Beery, the late char- 






acter actor who demanded perfect foot comfort in his 






boots. And then as the years passed, there were many 






other movie horsebackers to beat a path to the door of 






Posada’s place. 





Posada, a native of Northern Mexico, learned the 





Tony Gonzales works over the toe 
of a handmade boot. 
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Left: Dave Posada shows some of his 
products. Those he is holding are a lady's 
handmade boots. 


secrets of making boots by hand from his father, E. M. 
Posada, who picked up the details of the handicraft 
from bona fide Texas cowboys and bootmakers. The 
younger Posada opened a shop in California and be- 
came sort of a maverick in the eyes of his father for 
leaving “God’s country.” 

But Posada wasted no time in establishing himself. 
Now the filmland cowpunchers always come back to 
Posada for their next pairs of boots, for the bespec- 
tacled, rangy Mexican bootmaker puts as much stitch- 
work into a single pair of his beautiful boots as goes 
into the average wedding gown. 

It took Posada four weeks to finish a pair of boots 
for President Eisenhower although he finishes, on the 
average, a total of four pairs of handmade boots a week 
for his customers, counting, of course, on the help of 
his assistant, Tony Gonzales, who works as tirelessly 
as Posada, day-in and day-out. 

Posada’s first step toward the making of cowboy 
boots is the pattern, His catalog supplies the buyer with 


| aol, Bole he Me ed 


used 


unions of color such as gold and black and lavender 


time he had the order half finished. rare 
and white, but he finally completed the job and every 
handmade pair of the Western footwear was shipped 
out to the lady in Nevada, 

The important item for Posada’s boots is the leather, 
He buys only the best, and he frequently works hours 
to form a single pattern which may range, believe it 
stitched 


the sides of the boots to a longhorn steer. He achieves 


or not, from the Empire State Building on 
in boots artistic designs for the most picayunish movie 
cowboys. 

Posada gets a minimum of $35 a pair for the boots, 
For machine-made boots, mostly Gonzales’ job to pro- 
duce, he gets less. After his customer decides on a 
pattern, Posada then transfers it to the boot leather, He 
stitches the leather on a battered Singer, and eventually 
picks out lasts the same size as his customer's feet. 

The lasting, needless to say, is very important, Posada 
knows that his boots may bear the most ornate designs 
imagined, but if they aren’t comfortable, he has failed. 
Perhaps that is why he has two hundred and fifty dif 

[TURN TO PAGE 76, PLEASE | 


HOLLYWOOD COWBOYS 


Wallace Beery, Tom Mix, Will Rogers, and Gene Autry Are Some of the 


Famous People Who Have Worn Dave Posada’s Handmade Boots. 


Trimming the side of a boot. 


pattern selections, but sometimes the purchaser wants 
something that Posada doesn’t list. 

One woman from a Nevada dude ranch sent him an 
order for one hundred and twenty-five pairs of cow- 
girl boots. Posada was scratching his head for days 
because the order called for a different color combina- 
tion for every pair of the boots and all with butter- 
flies stitched into the toes. 

Posada was ready to close up and go fishing by the 


Dave Posada and his assistant, 
Gonzales, work at the Singers. 


Cutting out a pattern. 


Tony 


Cutting out the upper for a boot, 















What's Wrong with Shoe Selling? 


... And How to Make It Right 


CHAPTER IV 


How to Write a Training Paper 


l cannot write your training paper for you but I can at 
least make some suggestions that I think will be of help. 

I have my hearing aid tuned in and I can hear you 
saying, “Do I have to write a paper; can’t I just tell 
it to each new person?” 

No! A great big No! 

The advantages of a written paper are many: First, 
it is going to make you determine in your own mind 
just what you consider important factual information 
that should be included in a written document. 

Second, you won't have to repeat your instructions 
to each new person. You can give a copy of your 
training paper to the new trainee to read and reread 
for as long as he feels he can benefit from it. 

Third, you will have a means of checking up on the 
trainee to see if the paper has been read, by asking 
pertinent questions in regard to the information in it. 

Fourth, it is an exceptional mind that retains knowl- 
edge from one reading or one hearing. Repetition is 
the basis for absorbing knowledge. So give a new 
person a fair chance to learn by giving him the neces- 
sary tools, 

Fifth, you will gain as much if not more from writing 
a paper as those who use it after it is written. You will 
find out when you try to put into words the things you 
think you have always known, why your verbal ex- 
planations have produced so many confused souls. 

You and only you can determine what you wish to 
put into your training paper, for you know your own 
operation and your own problems, but why not start 
your paper off with a foreword that might read like 
this: 

“It is my sincere desire in writing this paper to give 
you information that applies especially to our (add 
your own type of operation, and the name of your 
store) and also to give you information that will be 
of help to you in any shoe operation.” 

Then follow this with some pertinent remarks about 
yourself, your store or your love for the business. 
(Caution, if you don’t like the business don’t be stupid 
enough to admit it on paper, Personally I never resent 
the remark, “You don’t have to be crazy to be in the 
shoe business but it helps.” The shoe business is the 
one business where I have been really happy, so if | 
have to be crazy to be happy, I'll stay crazy.) 

In the second part of your paper you want to start 
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selling reverse psychology, so it might start like this: 

“The foot is a most important part of the human 
body. Feet are forced to carry, while walking, the en- 
tire weight of the body. So fitting shoes properly 
becomes a most important science. 

“If shoes do not fit properly, the feet cannot do that 
all important function of carrying the body weight in 
correct balance. This in turn can cause pain to the 
point of nausea and create a nervous condition through- 
out the entire system. 

“Any individual who approaches the problem of 
learning to become a competent shoe fitter with a deter- 
mination to master the fundamentals can do so very 
quickly. Through the Brannock measuring device — 
which measures the length of the foot from heel to 
toe, heel to bali point, and also measures the width of 
the foot—there is very little guess work left in shoe 
fitting. 

“I am not trying to convey the idea that you can 
learn all there is to know about shoe fitting overnight 
or in one easy lesson, for feet are like personalities, 
each one is different. But here comes the fascinating 
part of the shoe business! If you learn it and live it 
with an open mind, every day becomes an exciting 
adventure, It is a perpetually changing picture with 
new ideas, new merchandise for each change of the 
season, and always something to be enthusiastic over. 
Every day you can learn something new, and any day 
that you finish without adding to the sum total of your 
knowledge, is a wasted day.” 

Now assuming you have your foreword and the first 
chapter; the second chapter should deal with the 
fundamentals of shoe fitting. 

Remember we are using reverse psychology and at 
all times we want to convey the idea that anyone 
with the will to learn can become a successful shoe 
sales person. So we want to keep the paper comfortable 
and easy reading. Why not introduce this chapter in 
this way? 

“Let's assume that you have never had any contact 
with shoes other than purchasing your own. If you are 
going to learn to sell shoes, just ask yourself this 
question... 

[TURN TO PAGE 78, PLEASE | 
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Collection of Miniatures Traces Evolution 






and Development of Shoe Craft. 






by ESTELLE G. ANDERSON 






SINCE the beginning of time, man has aspired to leave 
some symbol of his entity, some contribution to society 






before he departs to the world beyond. Few men 






actually achieve this distinction. However, here is the 






story of one who did just that, Harry L. Sutcliffe. He 






devoted his entire life to shoes and shoemaking and 








36” high Chapiney originated in Venice; Assyrian 

sandal; Greek Musical shoes; Wooden chopine 

from Macedonia and in the foreground, red and 

black Crackowes from Poland. Some of these 

shoes measured 24% ft. from heel to toe and 

wearers fastened them to their belts with a chain 
to enable them to walk without tripping. 


A Shoemaking Heritage 


— ie Earliest leg and foot coverings—strips of fur 
wrapped around; Emperor's Campagus boot; Red 
Kid all-over perforated shoe (replica of Cluny 
Museum piece); white damask mule and satin 
covered platform shoe. 






















from the times of the ancient Egyptian and Babylonian 


Empires to the present era, are represented in these 






tiny, three-inch shoes. 






Appended to each pair of miniature shoes in the col- 






lection is a card giving the description of the item and 








the approximate date at which the shoe was worn, 
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From Greek Military Krepes to the authentic 
American Indian moccasins, every detail is au 
thoritatively and painstakingly reproduced. 








when he died, about a year and a half ago, he left 
behind a collection of miniature shoes that is unique in 






scope and content. 
This collection consists of about 185 pairs of minia- 







ture shoes, replicas of footwear actually in use during 






the successive ages of history. Beginning with the foot- 






wear of ancient Egypt and Mesopotamia, and proceed- 






ing chronologically through the successive stages of 






history, this collection contains reproductions of the 






shoes in vogue during a given age and, at the same 






time, traces the evolution and development of the art 
and craft of shoemaking. The many and varied proc- 
esses involved in the design and construction of shoes, 
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With limited display space, the “inside out” stand makes double use of the area available. 
As many as six to ten styles can be displayed and there is shelf space for accessories. 


GOOD DISPLAY 


Nells Men's Shoes... 


Here’s the way one 1955 shoe equa- 

tion was solved, 

Equation: 

x small space available for display 
in sidewalk windows. 

y entrance to shoe section inside 
store has to be shared with an- 
other department 

x—/y ? 


For those inclined to sit back and rest the situation 
might be a stalemate, Not so, however, with the man- 
ager of men’s shoes, Ray Du Bois, at the Nebraska 
Clothing Co., Omaha. The Nebraska Clothing store con- 
tains a very large variety of clothing styles and there 
simply is no great space in its front windows for a 
single department. 

So Mr, Du Bois worked out a display to stand at the 
front portion of men’s shoes. 
Why 


“inside out”? Because the inside of this stand pushes 


This is a semi-circular “inside out” stand. 


out to the customer the same merchandising appeal as 
the outside, 

Mr. Du Bois thought out and drew up a plan for the 
stand, then had a cabinet maker build it. The two 
pictures, one of the inside and one of the outside, show 
the effectiveness of both. Very few customers, on look- 
ing at the front or outside display of shoes, can resist 
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going around to look at the inside, or vice versa. 

As many as six to ten styles can be displayed well. 
Six styles have been used most recently because this 
leaves room for lots of white space between the pairs. 
More styles can be placed on the stand, however, for 
mass display. On the stand, halves as well as pairs can 
be used. 

The wood used for this display matches the rest of 
the fixtures in the store. This uniformity was also given 
to the dimensions of the top of the display, which is the 
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The inside of the stand contains a findings cabi- 


net with adjustable shelves. Peg board is used 
for the displays. 
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Light as the patter of rain.. 
so comfortable and care-free ... weather- 


tight yet so easy to slip on and off. 
é ¢ 

These are the qualities women admire in the new Starlet 

and Topper designed by Tyer. 

Be sure that you are well-stocked with both these 

fashion gaiters. Reasonably priced for 

universal sales appeal. 

Build your volume and profit ~ 


turn to Tyer today. 


™/~ 
< 





Ss eer aS se m AE OA GCG BUS ET 
BRANCH: 159 DUANE ST.,N.Y.C. © SALES OFFICE: 305 W. MONROE ST., CHICAGO 6 © J. L. LOFTUS, 620 5. MANHATTAN ST., LOS ANGELES 
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Exports Shoe Know-How 





Left, first Paraflex shez made in 1932. Center, 
child's leather shoe, the latest development in proc- 
ess. Right, shoe made by Foamtread process. 





Ir is a startling and confusing sight to the denim-clad 
mountaineers of a small town in western North Carolina 
to see the flags of the Belgian Congo, Ecuador, Malaya, 
Portugal, Pakistan or any of the 70 other countries 
that are unfurled occasionally atop a busy, but unim- 
pressive looking factory on the edge of town. 

All sorts of rumors have circulated among the few 
thousand inhabitants who have seen the flags as to 
“what's goin’ on in that thar place;” but to the families 
and friends of the 350 persons employed at the Wellco- 
Ro-Search factory seeing a flag they have never seen 
before holds no mystery. In fact, they look forward 
eagerly to meeting the person, whose language, speech, 
customs and often color is far different from their own, 
in whose honor the flag has been raised. 

The foreign visitors in Waynesville, N. C., do not 
come to enjoy the beautiful resort climate and scenery, 
even though that alone would have made the several 
thousand mile trip worthwhile. They come to the head- 
quarters and pilot-plant factory of one of the most 
unique business firms in the world. Although Ro-Search 
and Wellco are legally separate corporate entities, the 
seventy-odd factories all over the world that derive 
their technical “know-how” for rubber-soled footwear 
manufacture regard Wellco-Ro-Search as one organiza- 
tion, In fact, it would be difficult for the key personnel 
of these organizations to draw the line as to which of 
their services during any busiress day is being per- 
formed in behalf of Ro-Search or Wellco, 

Actually, Ro-Search does no manufacturing of its 
own, Its energies are devoted entirely to inventing new 
processes and equipment, improving on existing proces- 
ses on which they hold patents, and in disseminating 
information and instructions regarding manufacturing 
methods and procedures to all their affiliated factories. 
Wellco mass-produces and sells the various footwear 
items pioneered by Ro-Search to the American market, 
performing, to some extent, the function of a testing or 
pilot plant. 

Once all the manufacturing and 
“bugs” have been eliminated by actual experience in 


merchandising 
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Everywhere 


How an American Industry Completed the De- 

velopment of a New Process in Shoemaking 

and Made It Available to Backward Countries 
Everywhere Throughout the World. 


by LEO LESLIE 


the U. S. market, the “know-how” is released to the 
far-flung corners of the world, Occasionally, a new 
product is first mass-produced in one of the South 
American, Asian or African countries. These usually 
are products designed to cater to the particular needs 
of the mass market in that country. Once production 
and sales are going successfully, other countries with 
similar sales potentials acquire the “know-how” through 
established Ro-Search channels, all of it clearing 
through Waynesville. Neither Ro-Search nor Wellco 
have any cash investments in any of the affiliated firms. 
Ro-Search is compensated for its efforts on a royalty 
basis. 

Recently, something unique in this type of arrange- 
ment took place in the U. S, shoe industry. General 
Shoe Corporation, one of the largest shoe manufac- 
turing enterprizes in the world, entered into a “know- 
how” agreement with Ro-Search, and has created a 
separate division to manufacture and market molded, 
porous-rubber soled footwear under its own brand 
name. Usually the situation is just the opposite, a large 
corporation with millions of dollars available for 
development and research will license the use of its 
patents and techniques to smaller manufacturers. 

The FIRST ANNUAL REPORT ON THE PROGRESS 
OF RUBBER TECHNOLOGY reports that 75 per cent 
of the world’s production of footwear with sponge 
rubber soles is now being made by the Rollman (Ro- 
Search) process, Even today, there are millions of 
people all over the world who cannot afford even one 
pair of decent shoes in a lifetime. Leathers are costly, 
and though mechanized, the multitudinous operations 
involved in making a pair of shoes keep the price above 
the reach of the very poor. The obvious solution lies 
in using less expensive materials for both the upper 
and the soles, and to reduce the number of manu- 
facturing operations to a minimum, plus a reduction in 
the amount of time required to perform the remaining 
operations. 

The major stockholders and directors of both Wellco 
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ing Bee 


MEN'S 
SLIPPERS 
AND 
CASUALS 


n 


REAP THE HARVEST OF FASTER SALES WITH 
KING BEE SLIPPERS AND CASUALS. YOUR 
PROFITS GROW AS HIGH AS TALL CORN 
BECAUSE YOUR CUSTOMERS CAN’T RESIST 
THE FABULOUS STYLING, PERFECT FIT AND 
LOW PRICES. KING BEE SLIPPERS FEATURE 
BILTRITE NUR-O-CEL WHISPER LIGHT SOLES 
AND BILTRITE NURON CREPE SOLES 


KINGS FOOTWEAR COMPANY ® 47 WEST 34TH STREET, NEW YORK CITY (¢ 
WRITE FOR YOUR FREE CALENDAR FEATURING THE LUSCIOUS KING BEE GIRL 
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SALES HIT THE 





RIGHT STRIDE 








when young shoes 





are built with the 





quality and durability 
of HUBSCHMAN'’S 





TRIDE Rive 
SHOE 


~ = 
: | Green Shoe Manufacturing Co. 


960 Harrison Ave., Boston 18, Mass. 


Illustrated: A particularly attractive 
version of the popular shell one-strap, 
with the new off-side vamp trimmed 
in touches of white. 

TANDRITE CALF 

#594 ADMIRAL BLUE 

#518 CHERRY RED 


E. HUBSCHMAN & SONS, INC., PHILADELPHIA 23, PA. 
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CHICAGO BEGINS 
FALL PROMOTIONS 


FAL selling is beginning to edge 


throughout the Chi- 
Although most of 
accelera- 


into the picture 
cago retail scene. 
July was devoted to sales, 
tion of seasonal merchandise now be- 
gins. August and September are both 
heavy 


expected to be promotion 


months from the shoe fashion stand- 
both 


getting considerable emphasis. The 


point, with color and pattern 
browns and beiges are already being 
presented in coordinated advertising. 


Black suede and black calf 


shown in 


shoes 
early fashion 
windows on State Street for well over 


have been 
a month now. 

Reports on retail shoe business are 
somewhat spotty, but the over-all pic- 
ture is good despite some hot weather 
which discouraged downtown shop- 
Since July and Au- 
gust are also heavy 
in this area, shopping volume is 
down. Most clearance sales 
been active, and inventories are in 
excellent condition. It is becoming a 
popular practice for retailers to clear 
out Summer shoes as completely as 
possible, with practically no 
over for next year. 
give them 
stocks. It also gives them capital to 
put into Fall shoes. 


ping somewhat. 
vacation months 


have 


carry 
Not only does this 


clear shelves for new 


Although there hasn’t been enough 


business to establish any marked 


trends, indications point to a most 
active season in the beige and brown 
The new reds are also ex- 
pected to do well. A few closed shoes 
have been moving, and this type is 


family. 


expected to dominate selling to a 
much greater degree than it has in 
the past. The new darker reds are 
also expected to be active, and some 
gray has already started to move. 
Earliest Fall promotional activity 
has been in college type shoes. Here 
the widening popularity of the Ber- 
muda shorts bringing good accep- 
tance of loafers and tailored versions 
of the flats. 
parture from the conventional pat- 


Most loafers are a de- 


terns of the past few years, however, 
with the soft textured and crushable 
type leathers in demand. The saddle 
shoe is as much in the picture as ever. 
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Flats and low cut French heel pumps. 
latter 
tendency to gain, are 


with the showing a growing 


most accepted 
lor dress wear. 
* * * 


FALL SHOES START 
WELL IN NEW YORK 


Si STAINED periods of torrid, hu- 


mid, sultry certainly no 


weather are 
inducement for people to come into 
town on a shopping spree. “The 
streets are not air-conditioned,” was 
the way one merchant put it. How 
ever, New York shoe retailers report 
that despite the weather, 


their 


trafic in 
stores has satisfactory. 
attracted by the 
rew shoes in the windows or they 
may want to get off the hot pavements 
into the 


been 
Consumers may be 


comfortable, air-conditioned 
Whatever it is, 


dicate that business is good. 


shops. merchants in- 
Summer 
shoes are still available and selling. 

Here is what some of the retailers 
say about the early Fall shoes: “We 
have already sold more Fall shoes 
than we anticipated. Dark grays, dark 
reds and blacks are the popular col 
ors. Judging from the present early 
Fall trend, 
be good.” 

Another merchant said: 
Fall shoes have already made a good 


we feel that business will 


“Early 


heel-issimal 


‘bxtreme, 


The metal heel imported from Italy 
by Herbert Levine, New York, is pro- 
moted in imaginative advertising. 


e2v 
7 , Trade 


start. Many people from out of town, 
who come through New York, have 
their first Fall 
With regard to inventories, the gen 


bought shoes here.’ 
eral impression is that although they 
may be fairly large, they are not out 
of line. They consist mainly of shoes 
that are salable; shoes that were ot 
dered in May and June for selling in 
late August and early September 
Merchants are not deluded 


know that in addition to quality, style 


They 


fit and price, they need some “gim 
mick” to the 


public, gearing 


to put their shoes ever 
They are therefore 
their advertising and selling approach 
to some specific promotional appeal 
that will make the consumer buy. 
For the 
of last year and merchants anticipate 


that for the immediate future this sit 


present, figures are ahead 


uation will continue. 
that it will be 
Fall = selling 
started, 


Prospec ts are 
even better once the 
season really gets 


’ * * 


CLEARANCES MOVING STOCK 
IN PHILADELPHIA 


CLEARANCE 
much in evidence all over the city 
week of July 4th and are 
until late sum 


sales have been very 


since the 
expected to continue 
mer. Shoes typical for summer wear 
have been the first to appear in sales. 
Other 
styles have been holding their regular 


shoes including certain dress 
prices and will do so until the late 
summer clearances which are devised 
to make a clean sweep of 


stocks. 
high style and 


summer 
In this latter group are many 
better 


which continue to sell to late vaca 


priced shoes 
tioners. 
Shoes 


shores are 


suitable for wear at sea 
sellers 
flatties 


colors, and an as 


among the better 
which includes canvas types 
in plenty of solid 
sortment of casuals. The sales have 
brought good results. Besides lower 


ing the summer inventories on odd 
lot groups and novelties, they have 
brought customers into the stores to 
regular priced 


Traffic in children’s 


become interested in 
ahoes as well. 
footwear of all types has been ter- 
rifie, 

Although the majority of display 
windows have given over the greater 
part of their space to sale shoes and 
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others in the Summer wear type class, 
pre-views of women’s Fall shoes are 
making spot appearances. As is 
usual, black is a Fali first. Some of 
the added interest in these new shoes 
is in cut steel beads. These adorn a 
front buckle or make a ring around 
Many 
shoe stores are trying to be among 


the narrow part of the heel. 


the first to show some new Fall styles 
and set aside at least a corner of a 
window as a conversation piece for 


the present. 
“* © 


JULY TOTALS ONLY FAIR 
IN BOSTON 


As July came to an end in Boston, 
women shoppers were given a choice. 
They were offered Summer shoes at 
largely 
been since last June; or they could 
Fall regular 
Many both on 


reduced prices, as they had 


buy early shoes at 


prices. stores had 
display. 

In the Back Bay district, Joseph 
Antell at Zero Newbury Street, 
showed pumps and halter straps in 
black suede and some in brown. This 
store reported that although women 
were still buying Summer shoes, the 
store had done some business in the 
new black styles and was finding a 
fair demand for evening shoes, These 


included white dyeable satin and sil- 


ver, the latter being more popular 
than gold, Alligator, also, was re- 
ported to be selling although not in 
volume. 





In the same part of the city, Bon- 
wit Teller, at 234 Berkeley Street, re- 
ported continuing demand for hot 
weather footwear but showed, never- 
early Fall 
leather as 


theless, some styles in 
black 


This the few 
stores to refrain from cutting prices 


smooth well as in 


brown was one of 
on its Summer styles and also one of 
the few to report an increase, though 
slight, over last year’s figures. 

Black suede, also, was shown by 
the FE, W. Burt Co., on West Street, 
in the mid-city shopping center. These 
were open-toe, open-heel models com- 
bined with black Closed up 
pumps of the same color suede leather 


patent. 


were displayed by Coward Shoes in 


the West Street window, some with 
contrasting stitching on the vamps, 
others ornamented with bows at the 
throat. 
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Palter\DeLiso 
28.95 \ 
bh fetes ve ie cond Poor 
Stors on your feet to bring stars to 
your eyes are promoted by H. Liebes, 
San Francisco. 


The Guild House, at West and Tre- 
mont Streets, used West 
Street windows to show sling-backs 
and pumps, all in black suede. Some 
of the latter were decorated with gold 
ornaments at the throat, others had 


one of its 


narrow leather bows and others were 


plain. It was reported here that these 
Fall shoes had not begun to sell and 
that Summer shoes at reduced prices 
were still the backbone of the store’s 
business. 

Plain pumps and pumps with con- 
trasting throat ornaments were aiso 
offered by R. H. Stearns Company 
on Tremont Street. Included also in 
this store’s early Fall collection were 
sandal types, also in black. 

Generally speaking, July was not 
a good month for shoe retailers, and 
merchants estimate their sales as 
about the same as last year, some a 
bit higher, others slightly off from 
1954. ae 


SHOES SELLING WELL 
IN TWIN CITIES 


Minneapolis 
CLEARANCE 


shoe merchants as Summer stocks are 
being replaced by Fall 
The regular semi-annual sales 


sales have occupied 
early show- 
ings. 
are looked forward to by many cus- 
tomers and business has been good. 
Some stores have reductions up to one- 
half off. C. M. Stendal showed spe- 


cial groups on each of its three 
floors with excellent values. Shoes 
formerly to $18.95 sold at $7.90. 








$9.90, $11.90 and $13.90. Others 
formerly to $12.90 were offered be- 
ginning at $4.90 up to $9.90. Five 
thousand pairs were offered in the 
clearance. Roy H. Bjorkman re- 
duced $16.95 to $25.95 shoes to $9.90, 
$11.90, $13.90 and $15.90. Casual 
shoes formerly $8.95 to $12.95 were 
sold at $5.90 and $7.90. 

White sold 
during the season. They have been 
favorites with bright 
which have been strongly 
Straws have also been good, tying-in 
with bags which been 
Summer favorites. 

Fall shoes now appearing show a 


shoes have very well 


cotton dresses 
featured. 


straw have 


heavy predominance of suedes with 
black as a leader, followed by shades 
of brown. Blue is also emphasized as 
a good Fall shade. Soft calfskin in 
black is prominent. 

The annual Aquatennial celebra- 
tion of the city has brought good 
trafic and many out-of-the-city visi- 
tors, who have taken the opportunity 
of stocking up on shoes. Casuals have 
been very good. There has also been 
shoes in 


good sale of 


bright colors to match outing cos- 


very sport 
tumes, 

Business in general has a bright 
outlook in this area. Many shopping 
centers have opened or are to open 
this Fall. Managements are advertis- 
ing for salespeople for these centers 
in quantity, showing their optimism 
for business to be expected. Both in- 


A 





dependent and chain shoe stores are 
locating in the centers. Among the 
large chains which will have strong 
shoe departments in these suburban 
areas are Penny’s and Sears Roebuck. 
Powers department store will shortly 


open a branch in Knollwood Plaza 
Center and will include a shoe sec- 
tion, 

* * +t 
Saint Paul 


WITH the end of a strike which 
slowed business for many weeks, mer- 
chants have found sales very good. 
The first few after the strike 
ended, traffic was so high that it was 


days 


difficult to take care of all customers. 
Stores offered large store-wide sales 
[TURN TO PAGE 63, PLEASE] 
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Monte Carlo 3320 — Fine calfskin 





A great new shoe-color... 


by 


WALK OVER 


“Charred Oak” is a deep, mellow, burnished tone 


Breton 3834 — Waxed Corde finished 
smooth leather 


with a magnificent underglow never seen in shoes 
before. It adds new life, new lustre, new luxury to 
your wardrobe of clothes. You'll enjoy the feel of 
Bermuda 4128 — Genuine Llama Calf 
these mellow leathers! 


Most Walk-Over shoes from $14.95 to $19.95 (higher west.) 


Geo. E. Keith Company + Brockton 63, Mass. 


















NOW ! 
TOP QUALITY 
AT LOWER COST 


SUPE RGIID ss: cone 


give you all these time and money saving advantages: 








Complete Lime of sole attaching cements for a 
wide range of conditions. A Supergrip representative can help you select the 
one right Supergrip sole attaching cement . . . demonstrate its advantages on 
your shoes, in your factory. 


7 
Mileage e « « Gives you more mileage — saves you 
money. Actual shoe manufacturing case histories show increases ranging up to 
28% more pairs per gallon with Supergrip. 





Price... You pay no more for Supergrip. You get 
top quality results and more production when you buy Supergrip sole attaching 
cements, 





Call your United representative today and ask him to show you how Supergrip cements save you money. 
SUPERGRIP SOLE ATTACHING CEMENTS ARE PRODUCTS OF THE B. B. CHEMICAL COMPANY 


UNITED SHOE MACHINERY CORPORATION Boston, Massachusetts 
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and shoe departments and_ stores 
staged their Summer clearance sales 
with good results. Advertising sug- 
gested that the sales offered a chance 
to get the extra pair or two of famous 
with 


plenty of time for wearing them in 


make shoes at good savings 
the Summer days ahead. 


White 


moved well. 


meshes and linens have 
Pastels and high colors 
have also been good sellers. Savings 
of as much as $8.00 a pair on Sum- 
mer styles were offered by some lead- 
ing stores, 

Fall shoes are already on display. 
The Golden Rule promoted alligator 
shoes at $22.95 in brown for accent- 
Other Fall 


promotions stress black suedes. There 


ing new Fall wardrobes. 


has also been promotion of shoes for 
between season wear. In these, darker 
black or 


color. In 


shades are shown, tawny 
colors, 


Shells, 
deep-throated and with darted toes, 


with a number in 


green has been moving well. 


are favorites. 


Downtown merchants are continu- 
ing their efforts to draw customers to 
the loop area with special values on 
certain days and free one-way bus 


transportation. In these, shoe mer- 
chants and shoe departments are co- 


operating. “ae 


SAN FRANCISCO SALES 
OVER LAST YEAR 


RETAIL sales in San Francisco con- 
tinue to show an increase over those 
from 
week to week, but the overall totals 
for the 


crease of 


of a year ago. Figures vary 


month give an average in- 


around five per cent over 
July of last year. 

Most shoe departments held semi- 
both 
women’s and men’s shoes during the 


month. 


annual clearance sales on 
from 


one-third to one-half off. Some stores 


Price reductions were 
confined the sale to discontinued lines 
odd lots while 


most of their 


included 
popular lines in order 


and others 


to make way for the new incoming 
Fall merchandise. 

Casual shoes and vacation footwear 
received strong promotions in many 
stores. Typical of these was the dis- 
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play of rope-soled Italian casuals for 
men and women at The White House. 
washable 
with rope soles were in white, beige, 


These canvas top shoes. 
dark brown, black and navy for men, 


and in fire red, sun yellow, white, 


black and navy for women, and sold 
for $3.99. 

San Francisco merchants put on a 
big open-air style show in downtown 
Union Square during the noon hour 
for the three days of July 21, 22 and 
23 that attracted 
Billed as the largest open-air 
held, it 


tractive models displaying over 


thousands of visi 
tors, 
style show eve featured at 
one 
hundred outfits each day, on a run 
way circling the Dewey 


New Fall styles in coats, 


monument 
dresses, and 
from 
this 


with window and interior displays in 


footwear were shown cooper il 


ing merchants, and was tied in 


all leading stores. Civic officials also 
cooperated in the events and Mayor 
Robinson proclaimed it “Fall Fash 
Week.” Clothing for 
every type of event from weddings to 
week-end 


ion Festival 


activities was shown. 
ie ee 


MILWAUKEE PICKS BROWN 
FOR FALL 


PROMOTIONS of the “new” in 
Fall start 


among 


shoes were off to an early 


Milwaukee women’s shoe re- 





Stylepride 


lf * 
pesents the glass heel 
at the lowest price ever . 
Tombined with black 
swede and vinyl lor extra 


drone. 4 10 10, AAB. 208 w. wiiCONsin 


MAIL ORDERS —Add 294. Addttanel Pau’ Charges oe COD 's 


An eye-catcher for Burt's, Milwaukee, 
promoting early Fall vinyl and black 
suede af a popular price. 


hot, humid weather 
and in the midst of 
sales. All 


and 


tailers despite 
mid-Summet 


clearance shoe stores 


men’s, women’s children’s—re- 


ported shoe sales higher than a year 
ago and stocks lower. Increases over 
1954 in shoe sales up to the end of 
July ranged from two to 14 per cent; 
stocks were as much as 12 per cent 
less in some shops. 

new styl 


New textures, new colors, 


ings were being heralded in adver 


tisements and window and_ interior 


large 


displays new is plush” an 
advertisement of a 


like 


nounced a 


department store salon, “plush 








the suede in our coveted slings.” 
Mid-heel bare slings with faille but 
heel 


cigarette 


button 
trim or Fall 
black, were being pushed in the 
$12.95 and $14.95 range 


sty led salon, good 


high slings with 


tons, 


bows all in 


In a high- 
response was re 
ported by mail, phone and personal 
orders in a $34.95 tapered toe sling 
heel, 
and with rhine 
The black or red 
Summer suede with black patent and 
rhinstone buckle, sell for $34.95; the 
matching box handbag at $24.95 plus 


pump with a Parisian white 


breasted encrusted 


stones shoes, in 


tax. 


Some women’s shoe retailers, par 


ticularly in the quality and high 


styled 


the newest in 


predicted that brown is 
will 
take the edge off black’s supremacy 
With charcoal brown the 


lines, 
popularity and 
“big news” 
in women’s Fall apparel, as it was a 
year ago in men’s wear, brown is the 
logical big shoe color 
The 
footwear department in a large store 
that 


opined sever il 


retailers, head of a women’s 


said brown was Summer's sur 


prise color and would grow in de 
mand for Fall in shades ranging from 
copper to blackened. Already, he was 
selling both closed and open pumps 
with 


how 


skinny high heels and copper 
shell 
calf, wearable with cottons 
$16.95. Still 


store buyer 


trim in a walnut brown 
wools and 
jerseys, at another de 
partment predicted vol 
ume business in a new more: popular 
both open and 


closed, with high and slender medium 


priced lizard pump, 


heels, in both brown and gray 








RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manufacturing 
td Markets 


New England 


New ENGLAND manufacturers continue to be busy mak- 
ing shoes which must be delivered, some of them by 
September 1, others as late as October 1. In general, and 
except for merchandise being made for in-stock, there is 
no sign of a pile-up of inventories and the flow of shoes 
from factories to wholesale and retail outlets is expected 
to continue almost unabated for several weeks, at least. 
The only hindrance to this continuous flow has been that 
caused by a strike of truck drivers in Southern New 
England but this has now been settled by a wage increase 
granted recently by the owners. Even at its height, it was 
not serious since there was no general tie-up and most 
manufacturers found other means of getting shipments to 
their destinations. 

Prospects for Fall and Winter are regarded with opti- 
mism by trade leaders and Maxwell Field, executive vice- 
president of the New England Shoe and Leather Associa- 
tion, recently expressed the opinion that the last six months 
of 1955 will be found to have maintained the same per- 
centage of increase as that reported for the first half of 
the year. 

Nevertheless, manufacturers are not buying materials 
any farther in advance than they feel they have to. One 
reason for this is the recent advance in some leather prices, 
notably calf leather, and the firmness of the price struc- 
ture in kip and side leathers. Calf leather has advanced 
from two to four cents a foot in recent weeks. 


Chicago 


Tus is an in-between period for the Chicago manufac- 
turing and wholesale field. Fall selling is just beginning 
at the retail level and will not get under-way in volume 
until September. A few fill-in orders have started to come 
in. Aside from the staples in black, these are chiefly for 
browns and beiges. Persistent selling of these colors 
through the Summer and their brisk demand in early sell- 
ing, indicate an active season. There are also more re- 
orders for closed shoes thus far than there have been at 
this same time in several seasons. 

One noticeable trend which re-emphasizes itself at the 
beginning of every season, can’t be overlooked. That is 
the practice of nearly all major volume buyers of ordering 
only a portion of their commitments in advance. Most of 
them remain open to buy constantly, some as much as 50 
per cent. This means that many who specialize in fashion 
shoes still have to place as much as half of their fashion 
business for late Fall merchandise. This policy is now 
reaching down into the ranks of the small independent 
retailers, who must also play the style game if they are 
to survive. 

Although many manufacturers deplore this practice, 
most of them have accepted it as inevitable. Smaller re- 
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tailers complain also, stating that they have neither the 
private capital nor the influence with the manufacturers 
to carry out this policy to their advantage. However, one 
of the local leaders in the trade points out that the very 
fact that the shoe business has become a fashion business 
is making it a big and growing industry today. The fact 
that even the most conservative of shoes must be changed 
from season to season bears this out. 

The solution is coming through larger stocks on the part 
of the manufacturers. With most houses, only the most 
extreme of novelties are now on a make-up basis. Those 
styles adjudged most acceptable go into the in-stock de- 
partment. Because of these new buying policies, they are 
moving out almost as rapidly as if they were on advance 
order. Retailers are now in a position to buy heavily just 
as soon as they sense a trend. Often, if they had to wait 
for make-ups it would be too late. 

There is a general feeling in this area that this is only 
the beginning of changed merchandising policies for both 
manufacturers and retailers. 


New York 


New YORK shoe factories are busy. Production is on a 
steady basis; there is good cutting ahead; and size-ups and 
reorders are continuing to come through at a satisfactory 
rate. The general feeling is that this condition will prevail 
for the time being, at least, since shoe retailing is report- 
edly good at the present time and that is an important 
gauge for manufacturers. 

Shoe manufacturers in Rochester are in a happy state of 
mind following the resumption of production after the cus- 
tomary vacation period which varied from one to two 
weeks. This feeling of well-being and satisfaction with the 
world comes from two things, mainly—an active and 
profitable first half of the year and the prospect that the 
second half will be just about as good. 

Orders received during the Summer continue to show 
gains over a year ago. Some producers said the percentage 
of increase was about the same as in late Spring. Makers 
of children’s shoes foresee good back-to-school sales at 
retail because of adequate assortments and the buying 
mood of the public. 

A spokesman for a manufacturer of children’s shoes 
pointed out that that segment of shoe retailing is continuing 
a remarkable growth, particularly in suburban areas and 
shopping centers. The alert and aggressive retailer of 
juvenile footwear should forsake a downtown location and 
hie himself to a good spot in the suburbs if he really wants 
tc make money, this executive suggested. 

But he warned that even suburban shoe stores must fight 
to hold customers and increase their business, Otherwise 
customers will drift to competitors more actively seeking 
their patronage. 

Encouraging factors noted by Rochester 
clude a good response to new styles, firm leather prices, 

[TURN TO PAGE 7], PLEASE] 
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. and the lustre of DURALENE Finish won't ‘drop off" between packing room and shoe store 


SS ieet.5 


* 
Beals 


eS 


oe 


e Provides full, rich and durable color Wi \\, 
e Penetrates, grips and fills the grain —_// 


/ DURALENE* 


for the packing room 






New DURALENE Finishes — in a wide range 
of colors — actually give a new look to leather. 
DURALENE Finish enhances the natural 
beauty and feel of leather is tighter, more ¥ 
water repellent and more durable than other 


is the newest member 


of the family of / 


UNITED FINISHES. / 


water-type finishes. \ 

To see what DURALENE Packing Room we 
Finishes can do for you, just ask for a demon- = 
stration. Distributed by ~~ 


UNITED SHOE MACHINERY CORPORATION 


*Trademork 8 B Chemical Co. BOSTON, MASSACHUSETTS 
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Exports Shoe Know-How Everywhere 


and Ro-Search, namely Heinz W, Roll- 
man and his brother Ernest E. Rollman 
and their two cousins Walter and Curt 
Kaufman were in the family’s shoe 
business back in 1930 in Cologne, Ger- 
many when the devaluation of the 
British pound and the end of free 
trade during that year practically 
eliminated a major portion of their 
retail market, which was export to 
England. Something drastic had to be 
done in a hurry or the firm would have 
folded, throwing 2,000 employes out of 
work, 

The decision was to evolve a new 
type of footwear that would be cheaper 
to produce and if possible provide 
wearing and comfort features superior 
to conventional footwear. Within a 
matter of 12 hours it was decided to 
begin experimentation with slippers 
made of fabric having a vuleanized 
sponge-rubber sole. In the year 1930 
the idea seemed fantastic (less polite 
people called it idiotic). Even the pro- 
posed method of manufacture was 
radical. Instead of the conventional 
autoclave method used in the manu- 
facture of canvas-rubber footwear such 
as tennis or basketball shoes, the pro- 
posal was to use electrically heated 
aluminum lasts and molds for the 
vulcanizing process. 

The first prototype equipment was 
made by hand (no machine tools 
existed at the time to perform the 
many intricate tasks involved in 
making the equipment.) When the first 
pair came out of the molds, they 
certainly weren’t beautiful to look at, 
but the comfort they provided was 
superior to any other type of footwear 
then known. Further tests were made 
in which thin outsoles of soled rubber 
or of thin, flexible leather were vul- 
canized as an outsole to the sponge- 


[CONTINUED FROM PAGE 56] 


rubber midsole. Wear tests proved that 
the thin rubber outsoles and the thin 
leather outsoles resisted wear even 
better than did soles of solid rubber 
or solid leather. The principle is the 
same as in a pneumatic tire outlasting 
a solid rubber tire, or in a rubber army 
tank tread outwearing a solid steel 
tread, The superior flexibility reduced 
surface abrasion and wear. 

Thus was launched a new era in 
footwear manufacture. But the public 
was not yet ready (and still isn’t in 
most countries) to accept fabric uppers 
for ordinary street shoes or for dress 
shoes. For centuries, leather has been 
accepted as “proper” material in foot- 
wear for everything except sports. 
Experiments had been made by various 
rubber footwear manufacturers to 
make leather footwear with rubber 
soles attached by the autoclave’method. 
But leathers would not withstand the 
long subjection to heat in the auto- 
clave. It would either shrink so tight 
to the last that it could not be removed 
or it would burst at the weak points. 
The autoclave method required sub- 
jection to heat and pressure for 90 
minutes for the rubber to cure 
properly. By that time the leather is 
completely ruined. 

Since the Ro-Search method of 
aluminum molds required only twelve 
to fifteen minutes curing time, there 


was a possibility that the leather could” 


withstand the heat. If the curing time 
of the rubber could be further reduced, 
any damage to the leather could be 
reduced to an absolute minimum, 
leaving it as serviceable as any con- 
ventionally made upper. 

As luck would have it, a brilliant 
young engineer by the name of Andrew 
Szerenyi contacted the firm one day to 
sell them an idea. He didn’t sell them 
the idea, but he walked away with an 


assignment: to work out a method of 
reducing the curing time of a solid 
rubber sole to approximately five 
minutes. Three months later he re- 
turned with the basic method worked 
out. This was what came to be known 
as the “Paraflex” method. 

The Paraflex system still had one 
drawback. The process required 
roughening the lasting margin of 
smooth leather uppers so that the rub- 
ber could form a strong, firm bond to 
the rubber sole. Even though the 
shrinkage of the leather was reduced 
to an absolute minimum in the five- 
minute open cure method the slight 
shrinkage that still took place would 
still leave a fine line of roughened 
leather exposed that had to be touched- 
up in a finishing department; a costly 
procedure. 

Just as the group was about to enter 
into a new phase of experimenting and 
development of a system to eliminate 
the need for roughing the lasting 
margin, a fellow by the name of Hitler 
and his henchmen stepped into the 
picture and the group was dispersed. 
Eventually they were all re-united in 
the U. S. in 1945 and set about to 
eliminate the need for roughening. 
They allocated $300,000 for that pur- 
pose and the staff of engineers, 
chemists and shoe technicians were 


, told that the sky was the limit as far 


as techniques were concerned, The 
final result was the “VONJEH” proc- 
ess, in which a welt is stitched to the 
leather upper and is so _ positioned 
within the molding frame as to form 
a clean, strong bond with the rubber 
sole. Another unique feature evolved 
out of this process. The manner in 
which the rubber flows around the welt 
forms a waterproof seal at the welt 
seam. An ideal feature for work shoes 
especially. 





Thom MeAn Expansion 
Linked to Shopping Centers 


New YorkK—Thom McAn shoe stores 
catering to women and girls as well as 
men and boys will dominate the ex- 
pansion plans for Melville Shoe Cor- 
poration in the second half of 1955 and 
through 1956, Arthur Paar, president 
of Melville Realty Company, Inc., an- 
nounced. The great majority of these 
stores will be located in new shopping 
centers, a type of location Thom McAn 
has found highly successful over the 
past few years, 

Thom McAn stores serving both sexes 
have operated since 1927, the chain’s 
realty head noted, but the postwar 
period has seen the greatest expansion 
of family type outlets with 124 such 
units now doing business. Of the 128 
leases for new stores signed or under 
active consideration, 100 are for stores 
serving men and women and the 
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younger generation. 

Opportunity for major expansion in 
this direction has been created, Mr. 
Paar said, by the rapid increase in 
shopping centers around populous com- 
munities. Unlike downtown locations in 
larger cities where buying habits call 
for separate shoe stores for men and 
women, the outlying shopping center 
stores have no difficulty in attracting 
the patronage of both sexes. 

Typically, Thom McAn’s first opening 
in the second half of 1955 will be a fam- 
ily type store in the Toledo, Ohio, Town 
& Country Miracle Mile, a new shopping 
center there. Another major opening in 
late August will be a large family store 
in the Cross County Shopping Center, 
Westchester, N. Y. In the remainder of 
1955, 26 Thom McAn stores are 
scheduled for openings in shopping 
centers in 16 states from New Jersey to 
California. Heaviest concentrations 
will be in the Midwest and Far West. 


Shopping centers are considered espe- 
cially desirable locations for Thom 
McAn stores, Mr. Paar stated, since 
they not only obtain a high volume on 
popular priced women’s and girls’ shoes 
but also get a substantially larger 
volume on men’s shoes than other 
family shoe stores. 

“Our field men from the real estate 
division,” Mr. Paar said, “are examin- 
ing shopping center plans across the 
country. While chain stores must be 
as highly selective about shopping cen- 
ter locations as they are about down- 
town sites, there is no question about 
the importance of these retail meccas 
in the future of all kinds of retailing.” 


Shoe Store’s 50th Birthday 


TAYLORVILLE, ILL.-—— Paul Rozanski, 
proprietor of Paul’s Shoe Store, has 
just observed the store’s fiftieth anni- 
versary. The store was established in 
1905 by the late Charles C. Esslinger. 
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Open-Vision 
Store Fronts 
_ build customer goodwill 


HE principle of open-vision design can be 
 pedaeea applied to virtually every 
type of retail business. If public goodwill is 
an important element in your business, you'll 
do well to investigate the advantages of In the Ark of Sweets, Lima, Ohio, the Pittsburgh Polished Plate 
Pittsburgh Open-Vision Store Fronts. For 
more information, and a copy of our free store 
front booklet, send in the convenient coupon. 






Glass show window at right gives good display for the appetizing 





candies, while the Plate Glass open-vision front affords a clean, 






inviting view of the interior. 












A package-laden customer at Bill Martin’s Mainland Liquor Leonards Camera Shop, St. Joseph, Mo., is an excellent example 






Store, Pleasantville, N. J., just steps on the mat and the Her- of good modernization for a small store. Its open-vision front and 
culite® Door with Pittcomatic® control swings open, “Our new clear, uncluttered appearance attracts the attention of the passer 
front helps us create that desired first impression which is so by and draws him right inside the shop 





necessary in this competitive business 





world,” says Edith B, Martin, Co-Owner. 





Pittsburgh Plate Glass Company 
Room 5249, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 


Without obligation on my part, please send me a FREE copy of your 
modernization booklet, “How To Give Your Store The Look That Sells.” 


Store Fronts. i 
City State 
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: by Pittsburgh P 
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Washington Newsreel 


William C. Kern, a former trial 
attorney for the Federal Trade Com- 
mission, is the new Democratic com- 
missioner of the agency. 

Mr. Kern, a native of Indianapolis 
and the son of the late Sen. John W. 
Kern, is an attorney with degrees from 


Princeton University, Harvard Law 
School, and Columbia University. He 
practiced law in Indianapolis until 


1940, when he became a trial attorney 
for the Wage and Hour Division of the 
Labor Department in Nashville. 

- - - 


Self-employed persons deserve tax 
benefits to enable them to start their 
own retirement funds, but Congress 
should wait for a better time to come 
to the aid of these taxpayers, the 
Eisenhower Administration says. 

A better time, Treasury Secretary 
Humphrey says, will be when tax cuts 
can be made for all income groups. 
He observed that the middle and upper 
income earners would get most of the 
benefits if a bill to aid the self-employed 
were passed now. 

Legislation considered by the com- 
mittee would offer some 10 million per- 
sons a means of providing funds for 
their old age. Included are salesmen, 
independent businessmen, farmers, and 
organized lawyers and doctors. 

Tax revenue lost, part of which will 
be retained at the time the beneficiaries 
withdraw their funds, is estimated at 
various amounts up to more than $3 
billion annually. One unknown factor 
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is the number of persons who would 
ask tax benefits. 


Congressmen throwing the most 





After taxes, profits of manufac- 
turing firms reached their highest 
quarterly level in four years in the 
first three months of this year, re- 
flecting booming business activity, 
the Securities and Exchange Com- 
mission reports. 

Earnings after taxes for the Janu- 
ary-March period are estimated at 
$3.3 billion, up 9 percent over the 
preceding quarter and 29 percent 
over the first quarter of 1954, SEC 
says. 

Sales of manufacturing firms are 
estimated at $65.6 billion, compared 
with $64.4 billion in the previous 
quarter and $60.9 billion a year ear- 
lier. Before taxes profits increased 
to $6.5 billion, compared with $5.3 
billion in the previous quarter. 





weight behind these retirement bills 

are Reps. Eugene J. Keogh (New York 

Democrat) and Thomas A. Jenkins 

(Ohio Republican). 
o + - 

The Hoover Commission on Govern- 

ment Organization has completed its 





Visible Stock Makes for Easy Selection 





Ample stock in the customer's view gives opportunity for easy selection in Hecht's 
new Northwood branch in Baltimore, designed by architect Daniel Schwartzman. 
The beige walls have a pattern of alternating recessed panels with the forward 


ved, done in two-tone beige. Carpeting 


is soft bive; chairs are altor- 


penels groo 
netely bive ond beige. Tables have marble tops with highly polished brass legs. 





work, making 250 recommendations to 
save the government almost $25 billion 
and give industry huge savings. With 
public support, about 75 per cent of the 
recommendations can be adopted. Here 


are some of the major suggestions 
affecting industry. 
Liquidate at least 1,000 additional! 


operations which compete with private 
enterprise. 

Sell to industry plants in the indus- 
which have value. 


trial reserve 
Establish a new civilian agency, 
under the defense department, to 


handle procurement and management 
of civilian-type goods. 
Improve pay and modify 
interest statutes to secure better 
government administrators. 


conflict-of- 
top 


Eliminate a good portion of 4700 
different forms to save government 
and business time and money, 

Consolidate government lending and 
insuring agencies, and revise loan pro- 
cedures to prevent competition with 
private lenders, 

Congressional adoption of a compre- 
hensive policy declaration of water use 
and power development and create a 
commission to oversee it 


Revitalize defense research and 
development to encourage more “dar- 
ing” work on weapons and better use 


of industrial research, 

Reorganize the Budget Bureau along 
business lines to provide better finan- 
cial management of government, 


* * * 


The U. S. Department of Commerce 
points out that U. 8S. footwear manu- 
facturers as a whole are entitled to 
ship another $210,600 worth of leather 
footwear to Britain before March 31, 
1956, Under the British “token import 
plan,” U. 8S. firms may export to the 
United Kingdom shipments of specified 
commodities whose import is generally 
prohibited by the British government. 

Applications from footwear manu- 
facturers are now being received, 
Would-be shippers will be notified in 
October, and approved shipments must 
be landed in the U. K, before March 31, 


+ ” * 


About 30,000 soldiers, sailors, and 
airmen return to civilian life every 30 
days, and are good potential customers 
for civilian footwear and apparel, 

New Defense Department figures 
show that slightly more than 33,000 
men left the Army, Navy, Air Force 
during the month of June. 

The total strength of the armed 
forces is now slightly less than three 
million. Army has about 1,109,000; 
Navy, 660,460; Marine Corps, 205,553; 
and Air Force 960,700, 
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MADE FOR EACH OT 


.. . . Allied Kid Company's born-to-be- 


beige or blue, of pink, yellow, grey, green or 
ombre has the look of color-oneness, of c 
so carefully coordinated that they literally 
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The reproductions include the earliest 
type of foot and leg covering, strips 
of fur wrapped around the foot (circa 
500 B.C.), Emperor’s Campagus boot 
of purple leather, gold embroidery and 
pearls, animal skin and head; Hispano- 
Gaul) 200 A.D.—a satin-covered cork 
platform stitched and trimmed with 
beads, saddle of yellow calf encrusted 
with stones. Replicas of museum pieces 
from the Cluny Museum in France, 
the Metropolitan Museum in New York, 
the Victoria-Albert Museum in South 
Kensington, England, etc. 

Each item in the collection is care- 
fully and completely wrought by hand. 
Chief among the characteristics of this 
valuable collection is the dedication to 
intricate detail, accuracy, authenticity 
and the unswerving and uncompromis- 
ing exactitude in faithful reproduction 
of the original shoe. 

In addition to the miniature shoes, 
the collection includes a wood-carved 
scale-model reproduction of “the first 
shoe factory” or assembly line. Each 
progressive operation in the construc- 
tion of a shoe is faithfully reproduced. 
Each worker, and the operation which 
he performs, is clearly represented. Mr. 
Sutcliffe maintained that “The Assem- 
bly-line method” of shoe manufactur- 
ing had its origin in Egypt, where the 
shoe makers of the day plied their 
trade with hammers, awls and crescent 
knives, similar to those used by English 
stitchmen at the beginning of the 20th 
Century. 

Harry Sutcliffe had a long experi- 
ence, knowledge and association with 
shoes. Prior to his death, he had been 





A Shoemaking Heritage 
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superintendent of Delman, Incorpor- 
ated’s factory. His devotion to his 
craft is graphically reflected in the 
painstaking reproduction of these min- 
jatures, which took nine years te com- 
plete and portrays the progress and 
development of the shoe industry 
through the centuries as well as the 
various changes in design and method 
attendant upon the growth of this most 
important industry. 

Concurring with the author of Ec- 
clesiastes in his statement that “there 
is no new thing under the sun,” Harry 
Sutcliffe believed that this was espe- 
cially true of the various arts and 
crafts and particularly so of the his- 
tory of shoemaking. “Show me a shoe 
of this Modern Age,” he would say, 
“and I will show you one like it a 
thousand years older.” 

What was started as a hobby has 
been left to his widow and blind son 
as a legacy. However, since shoe men’s 
estates are rarely in the high financial 
bracket, and Mr. Sutcliffe’s is no ex- 
ception, Mrs. Sutcliffe has decided to 
sell the entire collection of miniatures. 
Her idea is that it can be used for 
window or store interior display. Each 
pair of shoes is fascinating and every- 
one who has seen them has been in- 
trigued with the details and the his- 
torical background. 

It is an irreplaceable, invaluable col- 
lection that could be used dramatically 
by stores to attract consumers to their 
windows and departments, for repro- 
ductions in miniature have always 
proved to be almost magnetic as atten- 
tion-getters. 





Good Display Sells 
Men’s Shoes 
[CONTINUED FROM PAGE 54] 


same width as other store displays. 

The top is inlay linoleum, the find- 
ings cabinet is 36 inches wide, adjust- 
able. The overall are length, if mea- 
sured from one corner as in a square, 
is six feet. However, the size of the 
display could be varied for any store 
space available. 

The center divide is peg board, the 
lighting is fluorescent, the shelf space 
below extends within to 14 inches of 
the floor. The shelf space is available 
for accessories. 

There is also room for accessories on 
the top of the display—or for shoes 
that you are featuring at various 
times. 

A long rectangular space in the shoe 
department is allotted to men’s shoes, 
and about the same space to women’s 
shoes. Proceeding from other parts of 
the store, you may come upon either 
one, One side of the men’s department 
is reserved for men’s hats. 

The men’s shoe department handles 


70 


both men’s and boys’ shoes, features 
Bostonians and also carries French, 
Shriner & Urners. 

Mr. Du Bois is ready to beat the 
drum at any moment for men’s shoes 
as a business magnet-traffic-builder. A 
shoe department makes a complete ser- 
vice for a store, he says. With hats it’s 
a fine traffic attraction. He would have 
most shoe departments greatly en- 
larged. Also, the more a club-room 
atmosphere is established in a men’s 
shoe department, the better, Mr. Du 
Bois says. Establish the club-room 
atmosphere, be on the ball with models 
of shoes that appeal to men, watch 
your advertising, and invent novel dis- 
plays, if possible, he suggests. 

Other merchandising thoughts passed 
along by Mr. Du Bois are these: 

Anybody can sell a man what he 
needs, but the idea is to sell him what 
he wants. 

Men are interested in new style inno- 
vations. This has been proved by the 
departures from just one style of 
clothing this year. But shoes beat the 
rest of clothing in this, Mr. Du Bois 
thinks. It was shoes that went for the 
new more than a year ago. 









These new style trends should be 
shown by the retail store in good taste. 
Men will buy new items if a wise choice 
is used in the selections. 

Says Mr. Du Bois, it’s essential to be 
interested in and love your work. That 
gives you the energy and the back- 
bone to put your ideas into practice. 


Coordinated Shoes and 
Clothes Make Sales Sense 


JACKSONVILLE, FLA.—Spencer Ladd 
has built up one of the largest children’s 
shoe specialty operations at Jackson- 
ville, Fla., through the successful co- 
ordination of footwear with children’s 
clothing. 

“Shoe men might well face the fact 
that with prosperous times, ensemble 
buying is increasing,” he declares, “The 
retailer who relies on shoes alone is 
passing up a growing market.” 

Mr. Ladd operates three shops, one 
located downtown and two situated in 
suburban sections. They comprise a 
total selling area of 4,300 square feet. 
Since 1946, when he added children’s 
clothing, each store has increased in 
volume and in net income. 


“From the first, we realized that we 
had made a wise move,’ Mr. Ladd 
stated. “In 1948, Mrs. Harriett Mosser 
joined our staff as children’s wear 
buyer and brought with her an en- 
tirely new concept of juvenile merchan- 
dising. 

“As a result, children’s wear now 
makes up half of the volume in each of 
our stores. It is given equal store space 
and promotion. 

“We insist that shoes and promotion 
of children’s wear be kept in close 
proximity at all times, and our sales 
conversation always is along the co- 
ordinate line. When a customer comes 
in to buy a pair of party shoes for her 
daughter, it is a ‘must’ with all our 
salesmen that the patron be shown 
matching party dresses. 

“In other words, we buy to coordi- 
nate shoes with dresses and then em- 
phasize to our customers that matching 
ensembles acquired at our store not only 
will save them time but will save them 
money as well.” 

Mrs. Mosser added her comment on 
current trends as follows: 

“Eye-appeal is the number one con- 
sideration in all our in-store and win- 
dow displays. We’ve found that when 
it comes to little girls’ shoes our patrons 
go for styles that are a direct follow- 
up of adult styles of the previous sea- 
son.” 

While the Ladd Stores are primarily 
shoe operations as far as the buying 
public is concerned, Mrs. Mosser has 
the big say-so when it applies to buy- 
ing. After her children’s wear selec- 
tions are made, the shoe buyers fall in 
step and gauge their purchases along 
coordinate lines. 


Boot and Shoe Recorder 














Before You Move 
by ERNEST W. FAIR 


Is there a new section developing in your city that looks 
as though it offered a good opportunity for a shoe store? 
Has your own area been declining to the point where it 
might be best to find a new spot? 

These situations, and others besides, are arising all over 
the country today. Hundreds of shoe dealers have been 
mulling over the possibility of finding a greener pasture in 
which to do business. 

Making such a move on a hunch can be disastrous. The 
greener pasture may turn out to be far less desirable than 
you imagine. No move should be made without a great deal 
of careful investigation and checking. 

Several factors should be taken into consideration in 
inalyzing such a prospective new location for a shoe store. 
Here are some of the more important of these. 

Actual Business Today—Too often such moves are made 
on the bright future the area seems to hold; a future that 
may or may not actually materialize. 

“I figured the advantage the area would have when built 
up would more than offset its present condition,” one re- 
tailer said, “but it took a lot longer than I figured and | 
went broke waiting.” 

The first check-up you should make is on the amount of 
actual business that can be expected TODAY as well as on 
how long you will have to do business until the maximum 
is attained. It will hardly pay to make an immediate move 
with all of its attendant expense into an area where you will 
be doing far less business, even for a year. 

Future business conditions are certainly worth checking. 
But present possible volume will be the one that keeps you 
in business and prevents dissipation of your accumulated 
capital. 

If a prize location is involved it may pay to take the 
location and pay lease, rent or option money on it but hold 
your present profitable operation for the time being. 

The Rental Situation—The location you may have oc- 
cupied for a number of years probably has a good rental 
or lease situation. It’s almost certain the new one will have 

[TURN TO PAGE 72, PLEASE] 


Manufacturing and Markets 
[CONTINUED FROM PAGE 64] 


and the prospects that costs will be controlled and price 
increases unnecessary for several months to come. 

Auburn manufacturers of women’s shoes report an un- 
usually successful year to date. Gains range to 25 per cent 
over last year. At the height of the rush several weeks ago 
overtime was resorted to by at least one firm. 

High style, high quality shoes for women are experi- 
encing an excellent demand, according to an Auburn com- 
pany. A new line of shoes has helped volume considerably. 

Suede is less wanted than in recent years. Closed toes 
Black, of 
course, is the best color, with browns showing remarkable 
strength. Red is said to be selling fairly steadily. Some- 
what less active is dark blue. 
mainly for trim. 

Sales of Summer casuals have boomed. 


and soft construction are popular features, 


Luster calf is being used 


Prospects for 
Fall casuals depend to some extent on how long the de- 
mand for Summer casuals holds up, according to one shoe 
man. If customers can be shifted from clearance mer- 
chandise to new styles, the outlook is good, he thinks. 
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During this, our centennial 
year, the accent is on Quality, 
Variety and Value. This year’s 
Bilum’s Rest-Time styles offer 
retailers wonderful opportuni- 
ties for lush Christmas busi- 
ness. 


21626 

Women's Leather 
Scuffle 
Black, red 
light blue, pink 
Sizes 4 to 10 


royal, 


71850 

Women's Soft Plush 
Rest-Timer 

Pink, light blue 
white. Whole Sizes 
4 to 10 


REST-TIME 
FOOTWEAR 


#3340 

Men's Steerhide Opera 
Color butternut 
Sizes 6 to 12 


(00. 
FREE CATALOG FOLDER = 


Send for our new Centennial In-Stock Catalog #120 


BLUM SHOE MANUFACTURING COMPANY 
Dansville, New York 


“Sue } 


Please send me catalog and information on the 1955 line 


STORE 


ADDRESS 
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No. 2166 — Brown Seam- 
less Blucher Oxford; Full 
Leather Lined; Storm Welt; 
Double Leather Soles and 
Rubber Heels 


Ne. 2216 — Brown 
Scotch Grain Blucher 
Oxford; Double 
Leather Soles, Rub- 
ber Heels, Storm 
Welt 


FALL PROFIT-MAKERS 


Bass Oxfords 


Feature these fast-selling oxfords 
by the makers of genuine Bass Weejuns* 





Ne. 1271 — Tan Scotch 
Grain Imitation Tip, Seamless 
Blucher Oxford; Heavy 
Double Leather Soles, Leathe: 
Heels, Full Leather Lining, 
Reverse Well, 


Ne. 217 — Ton 
Scotch Grain Sport- 
ocasin® Oxford; 
Two-way Toe Seam; 
Heavy Double 
Leother Soles and 
Heels. True Moccasin 
Constrvetion 


*T. M, Reg 


For extra profits, sell the complete Bass line ... 


@ TRAILMASTERS @ QUAIL HUNTERS* 
@ SPORTOCASINS* @ SKI BOOTS 
@ WEEJUNS* © WELTS 


G. H. Bass & Co., Dept. 838, Wilton, Maine 
658 Marbridge Bidg., N. Y. C. 1, N. Y. 


G00 OUTDOOR FOOTWEAR 
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Before You Move 
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a very high figure if it is as desirable as you believe. And 
the terms of obtaining the lease may saddle your store with 
a financial load it will be difficult to maintain. 

Other costs may be higher also. It’s wise to prepare a 
chart of actual facts and figures for close study. The new 
location can well be judged in the light of whether or not 
the increased business you will be able to obtain will com- 
pensate for increased costs of store operation. 

Type of Customers—Practically every shoe store in this 
country has a personality of its own; a personality the 
years have developed to fit the tastes of the customers who 
make that store possible. The same thing applies to the 
dealer and to his staff. 

A very careful analysis of the customers in the area you 
have in mind should always be made. From this you can 
determine whether or not the type of store you know best 
how to run will fit inio that area. 

You should also take a close look at your staff (and yes, 
yourself). The people who can sell best among your present 
customers may be helpless in serving the needs of those 
in the other area. It’s not easy to build an entire store staff 
from scratch... and particularly to fit a formula that may 
be strange to the store owner himself. 

How Much New Equipment and Fixtures?—Chances are 
the new location will be in an area surrounded by modern 
and up-to-date stores of every kind with the latest in fixtures 
and equipment. 

Can you move the equipment in your present store to the 
new location? Will it be necessary to replace part or even 
all of it? 

The answers to those questions can be costly. Your 
present store may be doing all right because its customera 
are used to the arrangements and by habit have accepted 
them. Not so in the new location where you will have to 
start from nothing insofar as customers are concerned. 
There you will have to put your best foot forward from 
the first moment the door is opened if you are to hope for 
the success you envision in the move. 

Can You Take Present Customers With You?—Ever stop 
to think how much it has cost to obtain each of your good 
customers today? It’s a sizeable figure, estimated at all the 
way from five to fifty dollars each by experts. 

That’s an investment that deserves close attention. Ii 
you must discard all of your present customers and start 
the process all over again you will have to spend a great 
deal of money in advertising and promotion for new ones. 

Many times a move can be made and many if not all of 
your old customers retained. In other situations the dis- 
tance is so great you have little chance of retaining even a 
single customer. 

This deserves close analysis; it’s as important a financial 
factor as rent, taxes and other costs of doing business. 

Check Stability of the Area Closely—Many new areas 
which look very good today can turn into dismal failures in 
the future. If you are caught in one of these it can well 
mean the end of your business. 

Percentage of home ownership deserves close checking. 
So also does the type of home ownership therein. An area 
whose families have large equities in their homes will 
naturally be a much more stable one than districts in which 
home owners have very little equity. 

The nature of employment of most of the families de- 
serves attention. Diversified employment means more sta- 
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Shows Men Which Shoes 
Are Right for Suit 





To help men to know “Which shoes go with what cloth- 
ing," this Fall Jarman dealers are giving their customers 
this free "STYLE-O-SCOPE,” an ingenious chart which shows 
automatically the correct shoes to wear at all times. Fea- 
tured on its cover are 12 Jarman styles and on the inside, 
4 basic costumes: a brown or tan suit and sports outfit 
and the same costumes in blue or grey. By setting a selec- 
tor to any of these costumes, an arrow automatically 
points to the correct shoe styles to go with it, in the 
illustrations on the front cover. The shoe styles and ap- 
porel illustrations are reduced reproductions of full color 
plates used in Jarman's Fall and Winter national adver- 
tising, in which the “STYLE-O-SCOPE”" is offered. The piece 
is @ most unusual and effective one and presents the "go 
with" idea in the practical terms of the two color, two 
costume wardrobe owned by the average man. 
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bility than where all work in a single big industry whose 
closing, shutdown or removal would mean disaster to the 
whole area. 

Access to the Area should never be overlooked, for today 
business goes where traffic goes. If the location is out of 
the way you cannot benefit from this traffic. If it is spotted 
on a boulevard which is certain to stay in its present loca- 
tion for a long time then things are different. 

When the latter situation exists you can not only draw 
business from the immediate area you have in mind but 
from all those served by the boulevard which passes your 
prospective location. 

It should aiso be borne in mind that little future develop- 
ment can be assumed in an area blocked off from further 
outward development. If your move is being made on hopes 
for future business you can well avoid such a location. 

Vature of Competition—Your present competition may 
he the best in the world BUT what about that in the new 
location today and in the immediate future? 

Any plans for moving should be held in abeyance until 
you have made a thorough check on present and possible 
future competition. It may be far better to stay in your 
present location where you have this problem in hand than 
move to a new one, no matter how rosy, where a stiff com- 
petitive battle will ensue. 
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“INCREASED 
| SHOE TREE 
SALES 


82% 


says Happy West Coast Dealer! 
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. +» WITH ONE 
GROSS PURCHASE 


ShoeKeeper Counter Display attracts attention . 
and sales automatically! It's a compact 18" x 20° x 8" 
silent salesman that helps your customers 


keep shoes looking and wearing better 
FREE 
NEWSPAPER MATS 
THAT BRING SALES 
THRU THE MAIL 


longer and helps you to extra 
profits with every purchase! Free 


with one gross order; orders less 


AND THRU than a gross, $5.00. 
YOUR DOOR 
NCHA, soot lSCULUOULS AA SERSMPAUANDRGAIEC RTA LEE LLL PRL ASN {Nail NETRA AR 


ROCHESTER SHOE TREE CO. 
60 Cumberiand Street, Rochester, N. Y 


i'm interested in ShoeKeeper Counter Gisplay 
Please send complete datails 


Name 
Address 


City Zone State 

















VE... 


you haven't experienced the 


“complete” satisfaction of building 
a sound, profitable business on 


© SUPERIOR FIT... 
® NO MARK-DOWNS 


® SATISFIED 
REPEAT CUSTOMERS 


MILLER Barefoot Freedom shoes 
—you've missed something—to say 
nothing of the extra and steady profits. 


PROFIT thru PERFORMANCE with 


MILLER 


FREEDOM LAST 
3592—The MELBANE Tie 
13/218 Wood Covered Heel 


cc me MILLER SHOE co. 4015 Cherry St., Cincinnati 2,. Chic 


Black and 


tongue. 


suede vamp, quarter 


Black cloth vamp and facing 
inserts. 


Six-eyelet tie. 
Long inside counter. 
SIZES IN STOCK 


AAAA 7 to 10 
AAA 6//; to 


D 4!/, to 10 
ES to 9 


r 


MAKERS OF FOOT DEFENDER SHOES FOR BAREFOOT FREEDOM 


Manufactured Under Direction of ALBERT E. 


Sell the Whole Family 
With Style and Fit 
[CONTINUED FROM PAGE 47] 


prescriptions. We don’t feature price. 
Parents looking in the directory for a 
shoe store are looking for an estab- 
lished and expert outlet. If it’s price 
they’re interested in, they know where 
to find it without looking in the direc- 
tory.” 

Comfort rather than style is fea- 
tured at deCourcelle’s for women, with 
comfortable shoes and work shoes 
stocked for men. This is in line with 
their policy of building a reputation 


v4 


KLINKICHT _— 


based on shoe comfort. 

“Our entire sales staff is made up of 
orthopedic shoe fitters, not sales 
clerks,” explains deCourcelle. “Each 
one spends time at local hospital clinics 
each week, taking measurements and 
working with doctors on prescriptions. 
We service every hospital in the city 
and are called on by practically every 
doctor when our services are needed. 
As a result, we have built up an envi- 
able reputation for orthopedic fittings 
in the Diamond State and we attract 
a following from all regions.” 

A card file is maintained for adults 
as well as children. Complete data on 
every sale is noted on these cards in 
addition to any corrections or adjust- 


| to fit every member 


ments made. As a result, many custom- 
ers phone in for shoes and a check at 
their records assures the mailing of a 
proper fitting shoe. This retailer has 
one of the largest split size shoe stocks 
in the area, which is responsible for 
such perfect fit. 

“We maintain a salon-type of opera- 
tion,” says deCourcelle. “This provides 
the dignity in shoe selling that we try 
to promote and makes it easier to han- 
dle a large number of customers at one 
time. On Saturdays we use the num- 
bering system and customers are served 
in their turn.” 

“In an effort to sell the entire family, 
we note on every adult card in our files 
the names of everyone else in the fami- 
ly,” says deCourcelle. “We remind 
parents of the other members of their 
families when they come in either for 
personal fittings or for shoes for some 
member of the family. This helps us 
and our records 
can show dozens of families that are 
fitted by us year in and year out, mak- 
ing us truly a family shoe store.” 


‘Sell the Kids First’ 
Retailer’s Operating Pitch 


Mo. — Quinn’s shoe store, 
bought and remodeled a 
Long and Ray- 
found that a 

children has 


SEDALIA, 
which was 
year ago by Carl R. 
mond McCreary, has 
definite pitch toward 
tripled volume. 

The building was completely re- 
modeled with modern display windows, 
shadow boxes along one wall for spot 
displays plus air conditioning. 

It was decided that the greatest need 
was a complete children’s department 
and so they put in two well-known na- 
tionally adyertised lines and set up the 
most complete stock of children’s shoes 
in this part of the country, W. D. 
Hawley, manager, said. 

This was promoted in every way pos- 
sible—window displays, interior dis- 
plays, radio and newspaper advertis- 
ing. Store advertising was devoted to 
children’s shoes once each week. 

“The best shoe salesman we've got 
is the hobby horse,” Mr. Hawley said, 
“and whether their elders are buying 
shoes for themselves or the children, 
the hobby horse gets a welcome play. 
Next in attractions here is the padded 
and raised shoe fitting platform we use 
to fit shoes for the children. They use 
this for an obstacle course. While it 
results in a little commotion it does 
sell shoes and brings in people with 
large families because we try to main- 
tain the largest stock.” 

Comic books, balloons, candy and 
other items of interest to the smal! 
fry, are used periodically to keep up 
the interest, according to Mr. Hawley. 

So far volume has more than tripled 
and selling the kids first has resulted 
n selling many of the parents as well. 

The owners, Carl Long and Ray- 
mond McCreary, own the leased shoe 
departments in the four Rothchild 
stores in Kansas City. 
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Baltimore Store Achieves 
Suburban Atmosphere 


SOME years ago, Hess Shoes, Baltimore, Md., erected an 
attractive branch shoe store at Belvedere Ave. and York 
Road, with a 300 square foot men’s and boys’ department, 
in addition to the women’s and children’s departments. 
Hess found, after a while, that they could not carry 
complete enough stocks of shoes to satisfy this community 
and they therefore decided to expand the store in order to 
provide more stock area and more comfortable selling 
areas. They increased the size of their ladies’ and chil- 
dren’s departments and also paid special attention to their 
men’s and boys’ section, which was considerably expanded. 





The men's department has a masculine look and an ovt- 
door atmesphere. Colors are gray, white and red. 


The accompanying photograph shows a view of their 
men’s and boys’ shoe and accessory department, which 
was increased to 600 square feet. 

Here Hess has successfully carried out its scheme of 
achieving a modern, tailored department with 100 per cent 
masculine appeal and at the same time giving it an out- 
door atmosphere. By virtue of its muted gray colors, with 
contrasting red and varied decorative detai!, the place 


‘ 


definitely suggests “suburbia.” 

At the entrance, to the right, the customer finds a general 
color scheme of gray antiqued brick wall, directly above 
which are four black horizontal enamel shelves for display, 
over which again are a series of four dog portrait prints. 
Below are 20 red upholstered leather benches with indi- 
vidual seats and backs (there were 10 formerly) separated 
from each other, one by one, via a horizontal series of black 
wood strips similar to a park bench in treatment and 
matching the shelves above in color. Matching the bricks 
is a soft high pile gray wall to wall carpet. 

To the left, and directly facing the seated male custom- 
ers, are latticed dividers in off-white enamel, making a 
background for the shelves of the men’s and boys’ acces- 
sories. They emphasize the out-door feeling, too. These 
shelves are unique in that they are functional, adjustable, 
tilt and height-wise, allow for a great variety and can 
accommodate any type display. The latticed division also 
serves to separate the ladies’ shoe and accessory depart- 
ment, although glimpses can be had of the feminine activity 
on the other side of the opening. 

The large, black enamel standing lantern symbolizes 
further the suburban effect, which the store constantly 
strives to maintain in this outlying branch. It has a nos- 
talgic, countrylike, pastoral feeling. Directly in the rear 
is a pine-paneled wall plus a drapery of gray tweed con- 
cealing the stock room. 
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132 Brown 
332 Red 


532 Blue 

8!/.-3 A to D 
Retails at 6.50 
and 6.95 


SCHOOL 
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179 Brown Crushed 
879 Charcoal Crushed 
8'/,-4 B to E 
Retails at 6.95 

and 7.50 





Cash in on the tremendous sales appeal of 
America's top quality juvenile Goodyear welts, 
priced for value and quick sales. 

Shoes with EXTRA features that sell them- 
selves. Look well—fit well—wear well. You'll 


get repeat business too. 


This is a fact— 


proven by our more than 70 years of repu- 


table dealing. 


IN STOCK SERVICE 
WRITE, WIRE, FOR NEW COLOR CATALOG 
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EIDER’S SONS 


MANUFACTURING COMPANY 


PALMYRA, PENNA. 
SHOWROOM: RM. 1059 Marbridge Bidg. 

























WHAT'S NEW IN SHOES? 


“Nature’s Own” 
CONTOUR FIT 


“Nature's Own" basic straight last shoe incorporates the 
newest innovation in children's shoe history, CONTOUR FIT, 
the third dimension in fitting children's feet. You can make 
customers for keeps with “Nature's Own" shoes because the 
contour of “Nature's Own" shoes is the nearest to the natural 
shape of the child's foot. They prevent premature shortness, 
eliminate dangerous crowding, and in general allow for the 
development of these precious little feet. 























Convince yourself os hove retailers all over 


th i 
Send for samples today. e country 



















IN STOCK 


"NATURE'S OWN” 


(STRAIGHT LAST) 










WHITE ELK 
K540 4-6 8-EE $4.15 
F540 6!/,-8 B-EE $4.50 
RED ELK OXFORD 

F740 6'/,6 B-EE $4.50 


JULIUS ALTSCHUL. Inc. 


Creators of "NATURES OWN" 
117 Grattan Street 


SERVING 


OXFORD WHITE ELK BOOT TAN ELK OXFORD 
K1S40 3-6 BEE $4.15 | MOCCASIN STITCH 


FIS40 6//,-6 B-EE $450 C44i 8-12 B-EE $5.10 
Write for NEW IN-STOCK CATALOG 












straight last footwear 
Brooklyn 37, N. Y. 


55 YEARS 
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AMERICA’S RETAILERS FAITHFULLY FOR 





the Union, and a few foreign countries, 
too. He once received an order for a 
pair of boots from Berlin, Germany, 
(Western Zone). Numerous orders 
come from Canada and Mexico, and an 
occasional one from New Zealand, 
Panama and Australia. 

Most of the time the requests for 
boots come to him with the shoe size 
and a penciled drawing of the bottoms 
of the prospective wearer’s feet. Po- 
sada doesn’t miss, even with such 
meager information, for he has boxes 
of testimonials attesting the quality of 
his work. 

At the production of Western motion 
pictures with huge casts, Posada is 
deluged with orders. They come from 
movie studios like Columbia, 20th Cen- 
tury-Fox, Universal and M.G.M., 
which may ask for several dozen pairs 
at a time. 

But Posada’s best customers are the 
individual cowboy actors of the movies, 
and he has made boots for fathers and 
sons alike. 

He made six pairs of boots for Will 
Rogers, the late ambassador of coun- 
try philosophy, and four for his son, 
Will Rogers, Jr. His boots are worn 
by Actor Tim Holt, and they were worn 
by Tim’s father, Jack, who was a noted 
cowboy motion picture star. 

Wallace Beery, as we have men- 
tioned, started off with Posada’s boots 
when Posada opened his shop, and 
later Noah came along to fill those 
boots in filmdom, so to speak. 

Johnny Mack Brown, the cowboy 
hero of “shoot ’em up” films by the 
dozens, is an advocate of Posada’s boot- 
making talent. Brown wore them in 
the movie, “Triggerman.” 

Actors Allan “Rocky” Lane and 
Johnny Carpenter and John Merton 
follow the long line of others who call 
for cowboy boots made in Hollywood. 
And Gene Autry and Roy Rogers spend 
plenty of time astride their horses, but 
they too, always have time to visit the 
Posada bootery along with fellow 
actors Joel McCrea, Forrest Tucker, 
Wayne Morris, John Ireland and big 
John Wayne. 

Posada won’t estimate how many 
pairs of boots he has made since he 
began his career thirty-six years ago in 
Hollywood, but he has kept more cow- 
boy actors’ closets filled with boots 











through, he has 
king 

Posada’s boots have a life span of 
two years if they are worn daily. If 
they are used for Sunday dress only, 
he figures they’ll last for a decade, 
maybe longer. Besides making new 
boots, he often repairs those he created 
years earlier. 

One day a Burbank, California, 
woman walked into his shop and re- 
quested him to replace the tops of her 
Posada went to work, ripping 
out the old leather, and discovered that 
he had made the boots himself—twelve 
years earlier. 

His boots have gone to every state in 


product fit for a 


He Makes Boots 


For Hollywood Cowboys 


a 






[CONTINUED FROM PAGE 51] 






ferent sizes and shapes of boot lasts 
shelved against one wall of his shop. 

The late Tom Mix was a stickler for 
boot comfort. Posada made the cow- 
boy star fourteen pairs of boots during 
the latter’s famed celluloid rides. 








After the boots are heeled and soled, 
they go through the finishing proce- 
dure. Posada stretches them and 
stitches them, virtually moulding them 
into shape with his hands. When he is 





boots. 
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than all the bootmakers in the world. 
And that is the way it will be for 
some time to come if the parade of 
cowboy stars continues past Holly- 
wood and Vine to his little shop on the 
film capital’s Cahuenga Boulevard. 


Davy Crockett Setup Scores 


LINCOLN, Nes.—An auxiliary Davy 
Crockett Trading Post set up near the 
south entrance on street floor at Gold 
& Co. department brought a record two- 
week volume in children’s moccasins, 
according to the management. Teamed 
with other Davy Crockett apparel items 
and accessories were beaded moccasins 
in one-piece all-leather construction 
which sold readily at $2.95 a pair. 
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B.F.Goodrich 


~ 


Now B. F. Goodrich sport soles 
in colors that sell 


HAT combination sole and heel on the shoes in the pic- 
5 pee comes in the newest, fast-selling colors. For use on 
saddle oxford of sportswear type women’s or girls’ shoes, 
they are completely finished, ready for attachment without 
extra work. 

The colors of red, coral, brown and white are the ones 
most women prefer. Another strong sales point is the brand 
—B. F. Goodrich, the name known and accepted by millions. 

New combination soles and heels in color are another 
example of the many quality products made by B. F. Goodrich 
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for the manufacture and repair of shoes, For more complete 
information, write Shoe Products Sales, The B. FP. Goodrich 
Company, Akron, Ohio. 


NATIONALLY ADVERTISED SHOE PRODUCTS 


B. F. Goodrich 


INDUSTRIAL PRODUCTS DIVISION 
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GOD 
BOOTS 


Service Boot 
“Engineer” 


You can tell a field man by 


the strap on his boot. Chances 
are, he'll tell you it’s a Goding 
Engineer Boot. You don’t take a 
chance when you stock Goding 
Engineer Boots, though. They're 
a sure way for retailers to profit. 


Goding Engineer Boots, like all 
the extensive 
Goding line, are made for both 


other boots in 


men and boys with genuine 


Goodyear Welt Construction. 


Goding also manufactures many 


styles of Cowboy Boots for 
ladies, men and children, as 
well as Wellingtons. You can 


whole with 


sell 
Goding Boots. 


the family 


Write today for our free il- 
lustrated booklet. See the full 
line of Cowboy and Service 


Boots in the true colors of the 


expertly tanned leathers used 


in their construction. 


Salesmen: A few 
choice territories are 


open. Write today. 


GODING 
BOOTS 


INC. 
PARIS, ILLINOIS 











What’s Wrong with 
Shoe Selling? 
[CONTINUED FROM PAGE £2] 


What did I want when I shopped 
for a pair of shoes? 
1, Comfort 
2. Wear 
3. Style—and under this 
a. Color 
b. Material 
c. Pattern 
And most of all, the majority of 
people will add a fourth factor that is 
very important ... for we wanted all 
of the above, but we also wanted our 
shoes priced to fit into our budget.” 


How To Use The Fitting Device 


There are many types of fitting 
devices on the market and you are 
using the one that you prefer. So ex- 
plain why you like the fitting device, 
its advantages and how to use it. And 
explain thoroughly how it works. In 
your written paper give instructions 
for both a left and a right handed 
person. In verbal instruction be obser- 
vant. Notice if you are instructing a 
left handed person. If so, show him 
how to use the fitting device and how 
to check the fit of a shoe with his left 
hand, In your training paper give 
instructions for checking fit for both 
left and right handed people and then 
say, “In no time at all you will find 
you have become ambidextrous and can 
use either hand to check.” 

(Author’s Note: I could tell you 
exactly how to do it, but since I nearly 
lost my mind getting down on paper 
how to teach a left handed person all 
the things you do with your right hand 
and a right handed person all the 
things you do with your left hand, I 
want you to try it for size.) 

When it comes to checking for proper 
fit, here again I must put you on your 
own, for you and only you know what 
you want done to ensure that the custo- 
mer has a shce that fits properly. 

But I can ask these questions and if 
you will write the answers to the ones 
that coincide with your thinking you 
will have an important part of your 
paper organized. 

Do you fit from heel to toe, with a 
thumb’s width in front of the large 
toe? Or do you fit from heel to bal! 
joint checking the arch length? 

Do you check to if the upper 
edge of the counter clears the ankle 
bone? Does the heel counter fit snugly 
around the heel] of the foot? Does the 
small toe have growing length if a 
small child, and comfortable space for 
walking elongation if an adult? How 
do you check width, by the play, or 
lack of it, in the leather of the shoe 
across the vamp? 

You may have many little tricks that 
you have learned through the years 
that help you do a good fitting job; so 
take time to list them with an explana- 
tion of how to use them. 

For example, give a written explana- 
tion of how to recognize a pronation 


see 














and how to hold the foot on the fitting 
device to get a correct size reading. 
Or how, if an adult, to adjust the size 
reading if the customer has a definite 
problem of elongation. 

If you have difficulty making a list 
for yourself, just go back to fitting 
shoes for one day. After each customer 
you handle, make a note of that per- 
son’s special fitting problem. You will 
find at the end of the day there were 
so many difficult situations to handle 
that you will be forced into a process 
of choice and elimination. 

Stress with your trainee that the 
fitting device gives the starter size of 
length and width. From then on fitting 
shoes is a try on and testing process 
to arrive at the proper fit. 

(To be continued) 


Weber Shoe Store Closes, 
Shoe Store Site 75 Years 


WATERTOWN, WIS.—With the comple- 
tion of a closing-out sale, the Weber 
Shoe Store, operated by George D. 
Weber at 402 Main Street here since 
1936, closed its doors and went out of 
business. 

Previous to 1936, Mr. Weber was 
associated with his father-in-law, the 
late George W. Spohn in the shoe busi- 
ness at the same location. The site has 
been a shoe store business for at least 
75 years. 

Before Mr. Spohn’s proprietorship it 
was the Kurzwig Shoe Store, operated 
by the late Fred W. Kurzwig. 

Mr. Spohn’s widow, Mrs. Anna Spohn, 
who owns the building, has rented it 
and a new business will have opened 
there August 1. 

Mr. and Mrs. Weber have no imme- 
diate plans aside from gardening and 
a little travel. Their home is at 905 
South Ninth Street. 


Thom McAn to Have Store 
In Baltimore Shopping Center 


BALTIMORE-— Thom McAn will be 
represented among 25 to 30 tenants 
in Baltimore’s new retail shopping dis- 
trict, “Mondawmin,” which is located 
in the center of Baltimore’s population, 
a few minutes from the downtown sec- 
tion. McAn’s will install a family type 
store. 

“Mondawmin,” situated on the his- 
toric 46 acre former Alexander Brown 
estate, will have 500,000 square feet 
of selling space. Largest tenant will 
be Sears, with 175,000 square feet. 

The new $10,000,000 enterprise, which 
will open for business in the early Fall 
of 1956, will provide parking for 4100 
cars. 


Chap-Els New Store Name 
East ORANGE, N. J.—Mac Helman, 
president of Chap-Els, Inc., announced 
his firm has taken over operation of the 
shoe business at 567 Central Avenue 


here, formerly known as Tiny Acker- 
man’s Branded Shoes. 
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No. 5050 


.. first name in first shoes. isa 


Buntees moccasins are hand lasted, constructed eS ‘ 
like America's first baby shoe. Buntees incorporate \ y/; ~ 
all the best features of true moccasin construc 
tion plus refinements that result in handsomely 
designed, comfortable baby shoes. 


No. 3030 


Write 
for 

fuil 
color 
catalog 


No. 4030 — R. J. POTVIN SHOE CO. 
Brockton 26, U. S. A. 
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. 
estrellitas 


One of 5 styles, in cow- \ Argyle. Ever popular 
Sao) hide, by designer Sylvie "$3 \ pattern, now with 
Hamilton. Elasticized 4 indoor-outdoor Cats- 
topfortrim fit. Cushion paw soles. Pure wor- 
insole. , sted, contrasting cuff, 






Cable. Low and 
lively! Pure worsted 
tops. Colored side- 
walls. Indoor-out- 
door Catspaw soles. 













for fall and winter 
funtime’ footwear 


takes another step ahead 


@ Another step in the bright direction. Nct alone new colors 
and fresh styling-——but true innovations like these: 
e FOOT GLOVES 
: e KNEE HIGHS 
funtime footwear e COLLEGE STRIPES 
e ESTRELLITAS 
@ INDOOR-OUTDOOR SOLES 
























/ > And these are only starters! Wait till you see them all... 
) you'll see that Ripon Funtime Footwear is really making 
aaa strides. NEW CATSPAW 
ay ra SOLING! Now they 
ALG And when your customers see them—in LIFE, : 


can enjoy Ripon’s 


McCALL’S, ESQUIRE, FIELD & STREAM, THE “slipper sock com- 
NEW YORKER, VOGUE, MADEMOISELLE, fort’ outdoors as 
SEVENTEEN, SUNSET and PARENTS—be ready °!! as in. 

to meet the demand! 

You will be ready with Ripon’s merchandising aids 
(including ads of your own, just like those you see here). 
Ask to have a salesman show you the new line, the new 
program. Now is the time, now, with this exciting new 
line—~step out with Ripon, and step up your sales! 


Pi Write for the new Fall and Winter Style 


\ Book, complete with dealer price list. 
BZ NEW TRIM FIT 


> * Ripon Knitting Works, Ripon, Wisconsin FOPS! On Ripon 
’ Foot Gioves, Estrel- 
Branchoffices: NewYork, Chicago, Los Angeles, Detroit,Seattle, _litas. Elasticized top 


Dallas. In Canada: Forest City Knitting Co., London, Ontario = 48sures a trim fit, 















Foot Gloves. New 
featherweight! Soft 
glove leather elasti- 
cized top for trim fit 
Catspaw Tredair soles. 


ait 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Forecast for 1956 Is 560 Million Pairs 





Brown-Kinney Deal 


* “e . 
Figure Quoted in Shoe Market Study by National Shoe Manufacturers Awaits | inal Action 


Association at Merchandising Clinic 


NEw York—Retail shoe sales in 1956 
may be expected to reach 560 million 
pairs according to a study, “The 1956 
Shoe Market,” presented by William 
Sheskey, economist of National Shoe 
Manufacturers Association at the sec- 
ond annual merchandising clinic spon- 
sored by the association at the Savoy 
Plaza on Monday, August 8, 1955. 

Potential shoe sales both in dollars 
and pairs for 1956 by regions, by states, 
and by 166 standard metropolitan 
county areas were also presented in 
this study. For example, taking the 
Middle-Atlantic Area, it is estimated 
that in New Jersey $123,953,760 will 
be spent for 20,658,960 pairs of shoes 
in 1956. In New York State, $367,298,- 
400 will be spent for 61,216,400 pairs 
of shoes in 1956. In the New York 
City marketing area, $337,434,720 will 
be spent for 56,239,120 pairs of shoes 
in 1956. The study contained similar 
estimates for all 48 states and the Dis- 
trict of Columbia as well as 166 county 
areas. 

Incorporated in this study also was 
an example of how these estimates of 
potential shoe sales for 1956 for each 
area can be broken down by age, sex 
and price classification. This can be 
accomplished for large areas by appli- 
cation of the recent study, “Production 
of Shoes by Retail Selling Price,” 
issued by the National Shoe Manufac- 
turers Association. 

The study, “The 1956 Shoe Market,” 
was prepared to provide manufactur- 
ers with rough estimates of potential 
shoe sales both in dollars and in pairs 
and to illustrate to manufacturers how 
a great deal of market research and 
market analysis can be accomplished 
with a minimum expenditure of time 
and money. 

This type of study is designed to 
assist the manufacturer in establishing 
sales potentials for regions, states, 
counties and cities; establishing sales- 
men’s territories; evaluating salesmen’s 
performances; evaluating franchises; 


measuring market changes, and evalu- 
ating company progress, territory by 
territory. 

“The 1956 Shoe Market” emphasized 
the fact that the 1965 population of 
approxi- 


the United States wil] be 
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mately 190 million people, which repre- 
sents a growth of about 30 million 
people in 10 years. Thirty million peo- 
ple move each year. From 1940 to 1950 
alone, population increased by 40 per 
cent in the major metropolitan cities 
while the suburbs around those cities 
grew by 36 per cent and all other areas 
by only 6 per cent. By 1960, the sub- 
urbs will probably have as many resi- 
dents as the main city proper. 





WILLIAM SHESKEY 


It is important, the study empha- 
sized, that each individual manufac- 
turer know where these people will be 
living. Will they be in market areas 
which he now serves? Will they be in 
market areas in which he has an ex- 
pansion plan or will they be in market 
areas in which he does not now oper- 
ate? 

Mr. Sheskey in his presentation 
pointed out that the Middle-Atlantic 
and East-North Central regions which 
are made up of New Jersey, New York, 
Pennsylvania, Illinois, Indiana, Michi- 
gan, Ohio and Wisconsin account for 
approximately 45 per cent of the total 
income received in the United States. 


Watson’s Names Laird 


HUTCHINSON, KAN.—-Watson’s Men’s 
Wear, Second and Main, announced 
that Claude Laird, who has spent the 
last 25 years in the buying and selling 
of footwear, has taken over the man- 
agement of Watson shoe department. 


Sr. Lours—Final action on the pro- 
posed merger of the G. R. Kinney Com 
pany with the Brown Shoe Company, 
one of the largest projected combines 
in recent years, recently approved by 
the directors of both corporations, now 
rests on approval by the stockholders 

Notices of stockholders’ meetings to 
vote on the merger were scheduled to 
go out within 30 days of the approval 
of the plan by the boards of directors, 
which was announced July 2 


Under the proposed agreement, 
Kinney common stockholders would re 
ceive two shares of Brown Shoe com 
mon for three shares of Kinney com 
mon 


The agreement envisages operational! 


autonomy for the Kinney Company, 
which operates 344 retail stores and 
owns five factories through subsidi 
aries, Kinney would continue to op 


erate under its present management a 
a division of the Brown Shoe Com 
pany, second largest shoe manufactur 
ing concern in the United States. 

The Brown Company, which has 
headquarters in Clayton, Mo., operates 
11 selling divisions trading with more 
than 18,000 retailers. 

Kinney manufactures shoes and ac 
cessories and operates a chain of retail 
shoe stores. Last year, its net sales 
totaled $46,903,361. Net income was 
$1,356,668, or $4.77 a share on 224,260 
shares outstanding. In 1954 
it sold about seven-and-a-half million 
pairs of though it produced 
somewhat more than two-and-a-half 
million pairs. Its factories are located, 


common 


shoes 


one each, at Huntington, W. Va., and 
Millersburg and Palmyra, Pa. It has 
two factories at Carlisle, Pa. 

The Brown Shoe Company's net 


sales for the fiscal year which ended 
last October 31 were $138,931,692, Net 


income was $4,844,008, or $6.95 a 
share on 693,461 outstanding common 
shares. 

trown operates 28 factories, Last 


year it acquired the Regal Shoe Com 
pany, which operated 112 men’s retail 
shoe stores in 25 states 


The Kinney retail shoe chain, with 
headquarters in New York City, added 
during 1954 and will add 
stores in the coming year, 


[TURN TO PAGE 87, PLEASE] 


17 stores 


another 25 








Cars Inspire Designs of Oregon Retailer 


Mr. Steinbock is shown jooking over the lines of the Kickerino "Car-Tones” and the 
Rally Squad "Car Modes,” manufactured by Deevers. At the left, the Ford Fair- 
lane “Victoria” styling is apparent. The shoe held by Mr. Steinbock shows the 


lines of the Oldsmobile “Holiday.” 


At the right, the three "Car Modes” show 


the styling influence of the Nash-Hudson “Rambler,” the Pontiac “Catalina,” and 


the Dodge 


SALEM, OreE.——The automotive field, 
which of late has been inspired by 
fashion designers in the sweeping color 
innovations apparent in both interior 
and exterior motor car styling, has 
now in turn inspired at least one shoe 
designer. Two new shoe ideas, both 
created by Nathan Steinbock, who owns 
Raemar Shoe Store here, are appear- 
ing in shoe stores all over the country 
this month, both showing the influence 
of automotive trims and two-tone 
colors, 

Initial entry on the market are the 
“Car-Tones,” manufactured by 
Kickerino of Milwaukee. The shoes 
feature two-tone styling, and come in 
both suede and in leather, Their design 
outiine was inspired by the Oldsmobile 
“Holiday” and the Ford Fairlane “Vic- 
toria.” 

Color combinations available include 
rice with tinker blue, plaid gold and 
black, garnet with rice, terra cotta and 
vanilla, blue and light gray, russet 
brown and tallow tan, black and gun- 
metal, and dusk gray and light gray. 
The automotive idea is accentuated by 
a tongue of clear vinyl plastic in a 
wrap-around windshield idea. Design 
patents on the shoes are pending. 

The second of the new innovations by 
Mr. Steinbock are the Rally Squad 
“Car Modes,” manufactured by the 
Deevers Shoe Company of St. Louis. 
The Rally Squads were originally in- 
troduced by Mr. Steinbock last season 
as a new idea in white china buck 
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“Lancer.” 


with coral rubber sole. This year, the 
shoe is appearing in an almost un- 
limited color combination, inspired by 
the two-tone styling of the Pontiac 
“Catalina,” the Dodge “Lancer,” and 
the Nash-Hudson “Rambler.” Shoe are 
buck with leather trim, suede with lea- 
ther, or all leather. Color combinations 
are particularly adaptable to the school 
colors of the various schools and col- 
leges in a particular seller’s market. 

The “car designs” were first con- 
ceived by Mr. Steinbock last Winter 
when the 1955 automobiles began ap- 
pearing. The intricate designs for the 
shoes presented several production 
problems, but these have been overcome 
in time to place the shoes in stores 
across the country this month in time 
for the “back-to-school” movement. 
Seventeen magazines have photog- 
raphed these shoes for layouts in Au- 
gust issues. Leading stores all over 
the country have placed orders for 
initial shipments in early September. 

A shoe designer since 1941, Mr. Stein- 
bock has been in the retail shoe busi- 
ness for the past 25 years. In addi- 
tion to the two shoe ideas described 
here, which have been registered as 
“Originals by Nathan,” Mr. Steinbock 
also introduced the Pixie Bootie, and 
designed other high fashions in halter 
straps, pumps, and sandals. 

A native of Oregon, Mr. Steinbock 
resides in Salem with his wife and two 
sons. 





Dates to Remember 


Golf Tournament and Outing. St. Louis 
Chapter, 210 Associates, Norwood 
Hills Country Club Aug. 16, 

Shoe Show, Shoe Travelers’ Association 
of Chicago, Morrison Hotel 

Aug. 21-24, 

Shoe Show, Michigan Shoe Travelers 

Club, Hotel Statler, Detroit 
Sept. 11, 12, 13, 

Advance Spring Market Week, New En- 
gland Shoe and Leather Association, 
Statler and Touraine Hotels, Boston 

Oct. 2, 3, 4, 5, 6, 

Canadian Shoe and Leather Fair, Sher- 

aton-Mount Royal Hotel, Montreal 
Oct. 9, 10, 11, 12, 
Annual Convention, Independent Shoe- 
men, Sheraton Hotel, Chicago 
Oct. 23, 24, 
National Shoe Fair, Chicago 
Oct. 23-27, 

Shoe Show, Tri-State Shoe Travelers 
Association, Statler Hotel, Buffalo, 
A ; Nov. 6, 7, 

Annual Spring Shoe Show, Indiana Shoe 
Travelers Association, Inc., Hotel 
Claypool, Indianapolis. Nov. 6, 7, 8, 

Spring Shoe Show, Southeastern Shoe 
Travelers, Hotels Henry Grady, Dink- 
ler, Peachtree and Piedmont, Atlanta 

Nov. 6, 7, 8, 9, 

Spring Shoe Show, The Southwestern 
Shoe Travelers Association, Southland, 
Adolphus, and Baker Hotels, Dallas 

Nov, 6, 7, 8, 9, 

Spring Shoe Show, Pennsylvania Shoe 
Travelers Association, Hotel William 
Penn, Pittsburgh. Nov. 12, 13, 14, 15, 

Shoe Show, lowa Shoe Travelers, Hotel 
Fort Des Moines, Des Moines 

Nov. 13, 14, 15, 

Spring Shoe Show, Mid-Continent Shoe 
Travelers Association, Huckins Hotel, 
Oklahoma City, Okla. Nov. 13-15, 

Spring Shoe Show, West Coast Shoe 
Travelers Associates, Alexandria Ho- 
tel, Los Angeles Nov. 13-16, 

Shoe Show, The Ohio Shoe Travelers 
Club, Deshler Hilton Hotel, Colum- 
bus, O. Nov. 20-22, 

Spring Show, Popular Price Shoe Show 
of America, Hotels New Yorker and 
McAlpin Nov. 27-Dec. |, 

Spring Market Week, The Boot and 
Shoe Travelers’ Association of New 
York, Inc., Marbridge Building, Em- 
pire State Building and McAlpin 
Hotel Nov. 27-Dec. |, 

Fiftieth Anniversary, Boot and Shoe 
Travelers Association of New York, 
Statler Hotel Nov. 29, 

Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel. Dec. 4-7, 

Forty-second annual Mid-Atlantic Shoe 
Show, Hotel Benjamin Franklin, Phila- 
delphia Jan, 15-18, 

Convention, Empire State Footwear As- 
sociation, Onondaga Hotel, Syracuse, 
mF Jan, 22-24, 





Shoe Salon Promotion 


CoLorRADO Sprincs, CoLo.—Jim Bell 
has recently been appointed manager 
of Kaufman's First Floor Shoe Salon, 
succeeding Robert Wallace. The latter 
has been named assistant merchandiser 
with the home office of the Wohl Shoe 
Company in St. Louis. 
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DON’T BE HALF READY for the 





MILLIONS of readers will see the dramatic 
ad on FABRIcushoned shoes in the September 
17 issue of THE POST. Your customers will 
look to you for men’s, women’s, children’s 
shoes with FABRIcushon comfort and style! 


Big name shoe brands tieing in: The leaders of 
the industry, all listed in The Saturday Evening Post 
ad, are part of FABRIcushon’s promotion. They’re 
putting FABRIcushon labels, tags on shoes, insert- 
ing FABRIcushon leaflets in shoe boxes . . . even 
preparing special selling aids . . . to help make this 
promotion a smashing success for you! 

The rest is up to you! Be ready to tie in with store 
ads, windows, displays. Have your FABRIcushon 
swatch ready to show your customers when you're 
selling. Most important—have your FABRI cushoned 
shoes! Don’t be half ready! Wrap up your promo- 
tion package now! Be ready to cash in! 


FABRIcushon 


PROCESS PATENTEO 


fabric-to-foam wedded forever 


Send for your FREE FABRIcushon 


selling swatches now! 


ANDREWS-ALDERFER COMPANY, 1055 HOME AVE., AKRON, O. 


Representatives in Cincinnati, Chicago, Detroit, Haverhill, Los Angeles, Nashville, New York, St. Louis. 


Mfg. Affiliates in Toronto, Canada; London, England. 
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Now ...A PROFITABLE 





Rubber Footwear Dept. 


fotes) WHEELS! 


Americo's LARGEST SELLING 


Beck Gets Second Shopping 


Center Unit Since June | 


New York—As part of the most am- 
bitious expansion program in its 60- 
year history, the A. S. Beck Shoe Cor- 
poration, operators of 185 retail shoe 
units in the East, Midwest, South and 
Pacific Coast areas, has signed a lease 
with the Chanin Management Com- 
pany, New York City, for a unit of 
more thar 7,000 square feet in the 
Green Acres Shopping Center on Sun- 
rise Highway, Valley Stream, L. L, it 
was announced by Andrew J. Weiss, 
A. 8. Beck's Shoe Corporation’s vice- 


84 


EXTRA BUSINESS from idle 
space (18" x 18") 


HOLDS 72 PAIRS Men's, 
Women's, Children's 


STOPS CUSTOMERS ... 
sells the year ‘round for 
you 


DOUBLE, TRIPLE your “totes” 
business just keeping “totes” 
handy on your selling floor. 
Reminds customers — Makes it 
easy to get size needed to wrap 
up an extra sale. 


Wrought-iron wire—easy to roll any- 
where, will last for years. Goes with 
any decor beautifully. 


Shipped complete, stocked with 
“totes” set-up and ready to roll onto 
selling floor. Price: (Display only) 
$4.75 each. (less than 1% cost) 


Order today from your local “totes” 
wholesaler or write for new “totes” 
Catalog and Price List. 


So-Lo MARX RUBBER CO., 815 Cincy Ave. 
Loveland, Ohio 


Lightweight Rubber Footwear 


president in charge of real estate. 


Plans for a store front and interior 
are being drawn by Charles Spector, 
the company’s own officer in charge of 
store design, and the date for the open- 
ing has been set for 1956. 

This is the second lease acquired by 
the shoe chain since June 1 in the Long 
Island area. A similar lease was signed 
with the Mid-Island Shopping Center 
at Hicksville, L. I. 

The A. S. Beck chain is expanding 
in two directions, shopping centers and 
downtown locations, according to Mr. 
Weiss. He said that there are 20 leases, 
either closed or in the process of being 
negotiated at present. 


Pegboard Serves Double 
Purpose for Shoe Retailer 


GRAND JUNCTION, COLO.—An effec- 
tive employment of pegboard to focus 
attention on boots, work shoes, slippers, 
and sports footwear has helped con- 
siderably to build sales at Benge Shoe 
Company, here, according to Harry 
Benge, store head. 








Pegboard serves as a stock separator 

and effective display device at the 

Benge Shoe Company store. Shown are 
boots for uranium prospecting. 


Unlike many shoe retailers who 
rushed into the use of pegboard panels 
throughout the store, Mr. Benge in- 
troduced it carefully into the store 
using the handy material sparingly 
wherever he felt it would provide best 
results without detracting from the 
overall arrangement. 

An ideal spot, he felt, for the use of 
strips of pegboard was the separation 
between each bank of stock shelving 
along the length of the store. Conse- 
quently, he designed inverted triangle 
units, which are simply supported on 
the wall between each section of wall 
shelving and in the process, likewise 
serve to break up each section of wall 
shelving. 

Four such panels divide the men’s 
department from the women’s depart- 
ment and the children’s shoe depart- 
ment, at the rear. With a fairly limited 
amount of display space made available 
on each pegboard panel, Mr. Benge 
scarcely shows more than two shoes at 
a time such as the two examples of 
boots for uranium prospecting and 
mountain hiking, In this way, the lim- 
ited use of pegboard has fitted into the 
store’s merchandising operation ideally 
and there is no overall pegboard at- 
mosphere, which Mr. Benge thinks de- 
tracts seriously from store eye-appeal. 
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Integrated Promotion Scores 
For Denver Shoe Store 


DENVER—The four stores of Fontius 
Shoe Company here collaborated with 
a pleasant sales response during July, 
on a well-timed special promotion of 
Cowboy and Jet boots. 

Slanting the promotion at both 
Denver residents and the huge number 
of tourists who flock to the cool moun- 
tain city each summer, all four of the 
Fontius stores in the Denver area 
used colorful window displays, built 
around 40 styles of Frye’s Cowboy and 
Jet boots. 





a 


Admiring some of the cowboy boots 

used in a Summer promotion by the 

Fontius Shoe Company, Denver, are, 

left, Buster Ivory, secretary-treasurer of 

the Rodeo Cowboys Association, and 
Harry Fontius, Jr. 


Along with the window displays, 
which made up one of the most compre- 
hensive boot style selections ever 
shown in the Denver area, Ben Wid- 
mer, Fontius sales executive, utilized 
newspaper editorials, a radio spot on 
one Denver station, personal sugges- 
tions, and interior displays. 

At the end of the first week, a half 
page newspaper ad emphasizing 12 of 
the top styles was used to stimulate 
custom orders during the week follow- 
ing. 

At the main Fontius store, on Den- 
ver’s busy Sixteenth Street, 40 styles 
of boots were shown along with Frye’s 
award-winning shoe box and associated 
displays. 

The Denver group of stores, operat- 
ing primarily on a _ custom-ordering 
basis at no additional cost to the cus- 
tomer, reported that “try-on” sizes for 
men, women, boys, and girls, got an 
excellent response. The fitted-instep 
fit, carefully described by salespeople, 
attracted numerous “first-time” boot 
customers. Sales were good throughout 
the entire promotion, and the feature 
helped to develop the slogan “Boot 
Headquarters” for the Fontius stores, 
which pride themselves on a complete 
coverage of the family shoe depart- 
ment, plus some of the Rocky Mountain 
capital’s top high-style fashions, 
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oe SLENDER seus 


BEAUTIFUL NEW MARXIE— 


totes. 


END BAGGY 


WRAP-AROUND 





this 


EASIEST to put on 
, 7 Accordion Top 


\ L/)) Opens WIDE 


. Whisks on over 





This is what your customers will be looking for 
Fall: 
no ankle-bulging buttons. Only MARXIE-“totes” 

505 with the Accordion top has that important 


SLIM LOOK. 


SLENDER ANKLES with no bulk, 


Beautifully fashioned of pure latex rubber with 


\ shoes ina jiffy extra DuPont Neoprene soles and heels. Non 
skid. Wear Guaranteed. For Women’s shoes 3-10 
} Colors: Red, Black, Grav, Leather-tone Amber 


Sug. Retail $2.98 pr. 


ORDER 
So-Lo MARX RUBBER Company 


Kinney Company Announces 
Retirement of Harry J. Wood 


New YorkK—The G. R. Kinney Com 
pany, Inc., family shoe chain, an- 
nounced the retirement of Harry J. 
Wood, who served the organization as 
vice-president, director and buyer dur- 
ing a long career The effective retire 
ment date is early 1956 in accordance 
with the company’s retirement pro 
visions. 

His successor will be W. W. Weaver, 
who started with the Kinney Company 
in 1925 as a salesman and who quickly 
rose to the post of manager. During 
the past 12 years Mr. Weaver has 


Pa 


(Store's cost $1.79 pr.) 


from your local “totes” Wholesaler or write for new Catalog 


815 Cincy Ave., Loveland, Ohio 


served the company as district 
ger. 
To fill the vacancy left by Mr. Weav- 


er’s promotion, Frank Jaskolski, man- 


many 


ager of one of the company’s stores ir 
Detroit, will assume the post of dis- 
trict manager in that area. Mr, Jas- 


kolski is 29 and has been with the com 
pany for eight years. 


Add Another Retail Unit 


Marvin M. and 
Jacobs, co-owners of the Family 
Booterie, already operating three out- 
lets in Nashville and one in Chatta 
nooga, announced the opening of an 
other unit. 


NASHVILLE, TENN, 
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Your school and college trade will need genuine Pierce shoe 
trees more than ever this year, to preserve that “new shoe look” 
in their extensive, modern footwear wardrobes. 





SHOE TREES 


They'll agree that Pierce Fitall shoe trees are ideally practical 
and fashionable. They fit into Young America’s need for a mod- 
ern, “easy to use” accessory, which truly enhances fashion’s finest 


footwear. 
shipment. 


For men, women and children, 


In stock for prompt 


FITALL SHOETREE DISTRIBUTORS 


LOS ANGELES, CAL. 
Coast Leather and Shoe Findings Co. 
CHICAGO, ILL. 
A. J. Bergren Co. 
Service Shoe Findings Company 
DETROIT, MICH, 
Samuel Patrize Co. 
8S. Kanners & Co. 
GRAND RAPIDS, MICH 
Bos Leather Co. 
BALTIMORE, MD. 
P. H. Volk & Co, 
MINNEAPOLIS, MINN. 
C. F. Albrecht Co. 


The 





Finds Clipping Service 
Useful Promotional Aid 


BouLper, CoLo.—The realization that 
almost everyone enjoys seeing some- 
thing complimentary about himself in 
loca] newspapers has led directly to a 
goodwill-building form of direct mail at 
Reinert’s, operating two smart ap- 
parel shops in this Colorado city of 
25,000. 

Francis Reinert, shoe buyer, began 
the program a little more than two 
years ago and since that time, he has 
mailed over 1,000 newspaper clippings 
to local residents in a special folder 


KANSAS CITY, MO. 
Sterling Shoe Supply Co. 

BINGHAMTON, N. Y. 
E. A. Sweet Co., Ine. 

BROOKLYN, N. Y. 
Lester Greenwald 


1836 EB. 18th Séret 
NEW YORK, N. Y 
Lyons & Co. | 
PHILADELPHIA, PA. | 
Volk Shoe Store | 


Supplies Company 
CHARLESTON, 8. C. 
Berendt Bros., Inc. 


BROCKTON 


CN. PLERCE COMPAM scxssacucserrs 





which he created for the purpose. 

This, 6 by 8 inches, is a four page 
single-sheet folder which is lettered on 
the front, “We congratulate you on 
making ‘good news’ and wish you hap- 
piness and success.—Reinert’s.” On 
the inside page is a reproduction of a 
page from the local Boulder news- 
paper, with the caption “ . . The 
papers these days are so full of dis- 
turbing news... ” 

Turning the page over, the reader 
finds on the next page a continuation 
of the sentence which reads “. . . that 
it’s doubly refreshing to see items like 
this .. .” Below are pasted the clip- 


pings involved, which may be simply 
a society column report on the person’s 
activities, story of a kindly act, some 
specia] award which has been earned, 
etc. As long as it represents a compli- 
ment to the person involved, Mr. 
Reinert clips the item out, pastes it on 
his folder and sends it to the Boulder 
resident mentioned. 

Frequently,, as Mr. Reinert has 
found, the person mentioned in the 
newspaper clipping might have missed 
it altogether had it not been for the 
fact that the Reinert’s store took the 
trouble to call it to his attention. Even 
if the newspaper article involved is an 
extensive one, sure to have been seen 
by its subject, almost every person 
likes to have an extra clipping or two, 
and thus, it is always appreciated 
whether there is any surprise value or 
not. 

“Invariably, the person to whom we 
have sent the folder containing the 
clipping drops in to thank us for our 
thoughtfulness,” the Colorado shoe re- 
tailer disclosed. “This, of course, gives 
us an opportunity to introduce our 
complete shoe lines and to set up a 
friendly relationship which may lead to 
a profitable regular customer.” 


Shoe Stores Lease Space 
For New Atlanta Center 


ATLANTA—Five leading shoe con- 
cerns have leased space in a new multi- 
million dollar shopping center now 
under construction on Atlanta’s North- 
side. 

Known as Broadview Plaza, the 
shopping center will contain 140 store 
units totaling 404,000-square feet, in- 
corporating more than one-half mile of 
store frontage. 

Space will be provided for parking 
upwards of 3500 cars, with access from 
four streets. Store exteriors will be 
fashioned of crab orchard stone, brick 
or native stone, with aluminum trim 
and window walls of plate glass. 

Shoe firms leasing space in the 
new development, which is scheduled 
for opening in 1956, include Butler’s 
Shoes, Wilkerson Shoes, G. R. Kinney 
Shoes, J. and J. Poll Parrot and Gen- 
eral Shoes. In addition, shoe depart- 
ments will be carried by such firms as 
Gallant Belk and W. T. Grant, also 
lessees. 


Florida Chain Expanding 


M1aAMI, Fia.—E. J. Sanders, general 
manager of the Crittenden Bootery 
Company of Miami, announced the ap- 
pointment of his sen, Steele Sanders, 
as merchandising manager of the firm. 
The appointment is in line with plans 
for expansion of company stores in 
Miami and in other southeastern cities. 
The company owns and operates Selby’s 
of Florida, and other leased depart- 
ments. 
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Kay Sleater Fashion 
Director for Mutual Shoe 


New York—The appointment of Miss 
Kay Sleater as Director of Fashion 
and Design for the Mutual Shoe Sales 
Company, Maynard, Mass., was an- 
nounced this week by David Stein, 
president of the firm. 









KAY SLEATER 


In this new capacity with the firm, 
Miss Sleater will be in charge of all 
styling and design development. This 
is the beginning of an extensive style 
program for the company embracing a 
network of world-wide sources of fash- 
ion information that will be adapted 
to American styling requirements. 

A staff of designers and market re- 
search analysts for the company will 
be under Miss Sleater’s direction. These 
appointments will be announced soon. 

Miss Sleater has an extensive back- 
ground in the shoe industry and is rec- 
ognized as one of the country’s leading 
footwear fashion authorities. She was 
most recently editor of Shoescope and 
fashion editor of Leather and Shoes. 
She has also designed shoes for both 
American and European markets, hav- 
ing received several meritorious com- 
mendations for a number of her de- 
signs. In addition, she has served as 
shoe fashion consultant for several 
shoe manufacturers and retailers and 
a number of consumer magazines and 
leading newspapers. 


Brown-Kinney Merger Now 
Up to Stockholders’ Okay 


[CONTINUED FROM PAGE 81] 


according to George L. Smith, presi- 
dent. This expansion was expected to 
add considerably to the company’s 
volume of sales and profits before the 
announcement of the merger was made. 

The Brown Shoe Company’s board 
of directors has declared a dividend of 
80 cent per share on the $15 par value 
common stock of the company payable 
September 1 to holders of record 
August 15, 1955. The dividend was 
voted August 2, according to H. B. 
Hall, treasurer. 
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WAITING TO BUY NEW 


WORLD'S 
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LOOK! | ‘tote’ 
them in my 
pocket 


If you too, HATE 
wearing HEAVY, 
| CLUMSY, rubbers or 


dlogs—you know why 
‘these sell FAST! 


ORDER TODAY —ads in October issues of SPORTS 


CALLS, CALLS 


OUTDOOR LIFE will 
new catalog today 


So-Lo MARX RUBBER CO. 


bring you calls, 


Colored Soles Seen Stimulus 
To Footwear Sales in 1956 


AKRON, OHIO—Fred A. Lang, gen 
eral manager of the shoe products di- 
vision of B. F. Goodrich Company, pre- 
dicts that the emphasis on more color 
for men will encompass, of all things, 
the soles of men’s shoes. He predicted 
that in 1956, men of fashion and other- 
wise will put their best foot forward 
in shoes with soles of pastel colors. 
These pastel colored soles, part of the 
company’s new line of colored soles, 
are a rubber and resin composition and 





Tested 
success in each! 
Only 3 sizes to stock 






(Valuable ‘‘totin’ 
poue. 
with each pair) 









Here’s Why Men Like “totes” — 


¢ So LIGHT, feet can’t feel ’em 

* Fold SMALL fit in pocket pouch 
* EXTRA DUPONT NEOPRENE 
Soles and Heels, Non-Skid! Wear 
GUARANTEED! 

EASIEST to put on, or take off 
“RIGHTS” and “LEFTS” for per- 
fect fit 


an immediate 
your store 
and fit all 


in 5 stores last winter... 
Order today for 


(S.. dD 


men’s shoes sizes 6 to 12. Color black. Sug 
reste “te *rice (with uch) 

gested Retail Price (with pour $ 95 
(Store’s cost $1.77 pr.) poir 


AFIELD, FIELD and STREAM and 


See your local wholesaler or write for 


815 Cincy Ave., Loveland, Ohio 


will harmonize with shoes of brightly 
colored uppers. 

Some future time will see a man’s 
wardrobe possibly rivaling his 
lady’s, Lang said. This burst of color 
will make it possible for a man to have 
a choice of shoes to match the multi- 
colored garments now designed for him. 

Mr. Lang said the introduction of 
bright colors should stimulate sale of 


shoe 


men’s shoes by encouraging the pur 
chase of an pair for special 
color harmony. At present, men buy an 
average of about one-third the pairs 
that a woman buys a year. 


“extra” 
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Shoe Box Window Promotion 
Found Effective Traffie Aid 
IND, The 
cartons as a base 
background for shoes in window dis- 
plays is credited with being a major 
factor in maintaining constant traffic 
throughout the store during the Marott 
Shoe Store’s semi-annual sale, ac- 
cording to Virgil H. Gebauer, president 
and general manager. 


INDIANAPOLIS, 
manufacturers’ 


use of 
and 


One of the Marott Shoe Store's three 

window displays showing the arrange- 

ment of men's shoes on manufacturers’ 

cartons employed during the store's re- 
cent semi-annual sale. 


The cartons identified each 
brand name, and a card with the sale 
price and department location was set 
beside each shoe. The real value of the 
sale pointed up by this 


style by 


prices is 


FREMONT 


@ \s pliable . . . readily molds to the shoe 
@ Retains its shape and temper for the life of the shoe 
@ Lies flat . . . resists shrinking, twisting, curling 


Better Welting because Farberizing: 
@ Combines special materials with the natural pro- 
tein of the leather 


@ Replaces water soluble tannins with stable fots 


and oils 


'@ Adds 75% more vitalizing fats and oils 
Prompt Delivery 


STREET, WORCESTER, 


nationally-advertised identification. 
Twenty-one styles were shown in a 
single window, about twice as many as 
ean be displayed ordinarily. It was 
easy to make changes in the window 
during the progress of the sale. 

Mr. Gebauer cited the advantage 
which permitted shoppers to make 
style and brand selections before 
entering the store, thus saving time 
for both customer and_ salesman 
Similar displays are being used 
cessfully in Marott’s five suburban 
branch stores. A. I. Cox, display 
manager for Marott Shoes, conceived 
and trimmed the windows. 

Newspaper ads and spot radio an- 
nouncements were used to supplement 
the impact made by the window dis- 
play 


suc- 


Sam Sullivan Named Texas 
Envoy to British Shoe Fair 
LAREDO, Tex.—Sam Sullivan, Laredo 
shoe merchant and president of the 
national organization, Independent 
Shoemen, has been commissioned by 
Governor Allan Shivers as ambassador 
from Texas to the British Shoe and 
Leather Fair. Mr. Sullivan will be a 
speaker on the program at the fair. 
which opens in London October 3. 
Presentation ceremony took place 
recently in the office of Mayor J. ©. 
Martin, of Laredo, with State Repre- 
sentative William W. Allen and others 
present. Senator Abraham Kazen, Jr., 


twat } 
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the commission from the 
who was unable to be pres- 


presented 
Governor, 
ent. 

“In conferring this honor on you, the 
Governor is confident that you will up- 
hold the high traditions and the honor 
of the Lone Star State,” Senator Kazen 
told Mr. Sullivan. “As the representa- 
tive of the greatest cattle state in the 
world, which has furnished enough 
hides to make shoes for everyone in 
the world, you will carry a prestige 
that should bring renown to our great 
empire.” 

“The English undoubtedly brought 
the first shoes to the United States,” 
Mayor Martin commented, “but it re- 
mains for Laredo, Texas, to send the 
foremost retail shoe marketer to Great 
Britain to teach them the latest sales 
practices.” 

Mr. Sullivan will visit the German 
and leather fair at Pirmasen, 
Germany, near Frankfurt, before going 
to England, and will discuss shoe mar- 
keting problems with West German 
leaders. 

After opening the English Fair he 
will address English industry leaders 
at several conferences, 


shoe 


Buys Macon Shoe Company 


CoLumBus, Ga.—Julian Field, vice- 
president and general manager of the 
Miller-Taylor Shoe Company here, an- 
nounced that the local firm has pur- 
chased the Macon Shoe Company. 
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Former Managers Open 
New Southern Shoe Store 


CHARLOTTE, N. C.—Simpson-Gordon 
Shoes, a new store featuring fine qual- 
ity footwear for women, opened here 
this month. 

The store site at 228 North Tryon 
Street, formerly housed Ledbetter’s 
Shoe Store. 

The redecorated and remodeled store 
is considered one of the most attrac- 
tive in the South. The interior has 
been designed to resemble a patio, with 
Roman brick walls laced with ivy to 
give an outdoor effect. Furnishings 
harmonize with this motif and fluores- 
cent fixtures provide the lighting. 

The store is air-conditioned and the 
display windows are designed to give 
the passerby the feeling that she is 
actually in the store. No stock is visi- 
ble and all shoes are kept in storerooms 
behind the walls. 

Owners of the new retail operation 
are Harold J. Simpson and Donald H. 
Gordon. Both were formerly with Al 
Goodman’s, also a women’s shoe store. 
Mr. Simpson was store manager at 
Goodman’s for eight years. Mr. Gordon 
was formerly assistant store manager 
at Goodman’s. He has been in the 
shoe business 16 years. 





Shoe Man Turned Preacher 
Scores with First Sermon 


UNION CITY, O.—John “Red” Piking- 
ton, manager of the Kirshbaum shoe de- 
partment here, had told vacationing 
minister, The Rev. Nicholas Curtis, of 
the Presbyterian Church, "I'll try—dguess 
1 can do anything once.” 

So now Mr. Pikington was going to 
preach the service. He and his wife 
had pored over the Scriptures 
Bible commentaries and ransacked the 
preacher's library shelves until, as Mr. 
Pikington said, ". . . you'd think my ser- 
mon was going to last five hours.” 

Standing in the shadow of the pulpit, 
he perspired profusely, his feet wanted 
to squirm out of his shoes and walk off 
independently, thoughts ran through his 
mind about the cobbler sticking to his 
last and then—he was “on.” 

“I'm reversing the usual criticism of 
the church," began Mr. Pikington—for 
the moment, Reverend Pikington—"and 
taking as my theme, ‘What's Right With 
the Church,’" 

Soon he had clocked off five minutes, 
then 10 and 12 and finally he was fin- 
ished. 

When he strode to the rear, congrega- 
tion members told him what was right 
with the sermon—everything! 

Mr. Pikington smiled a nice, easy, re- 
laxed smile. “Wish I'd gone on and 
studied for the ministry,” he said. 





Promotion Takes Edge Off 
Downtown Shoe Competition 


COLORADO SPRINGS, COLO.—“The 
friendly atmosphere of a small-town 
store highlights ghopping-center sell- 
ing,” says James B. Smith, owner- 
manager of Ramsey’s Shoes, who with 
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and’ 


of Golf Club Acres 
celebrated the center’s third anniver- 
sary on July 5, 6, and 7 with news- 
paper-radio- and _ television-promoted 
“birthday party” sales. 

In pursuing the children’s trade, Mr. 
Smith uses moving displays in his 
windows, avoids overcrowding, and re- 
peats the attention-getters inside the 
store hard by the rocking horse and 
sailboat fitting centers. 

Tote packages, give-away 
Buster Brown buttons, paddle balls are 
other means of increasing interest and 
traffic. 

Mr. 


other merchants 


comics, 


Srmaith schoo] 


sports, 


sponsors 













Retail Profitably at 
$395 to $595 


providing a coke in the gym while show- 
ing the boys the latest in shoes. This 
promotion is tied in with the men’s and 
boys’ store and with shoe travelers, who 
are glad to stay over an extra day to 
see customer reaction to their products. 

Late lines of girls’ shoes are worked 
along the same line in cooperation with 
iadies’ apparel shop in the center. This 
direct approach is the talk of the school 
and it is seldom these fellows and girls 
go downtown to buy their shoes. 

Ross Claybaugh, who worked at Vor 
hees’ for 36 years, is full-time salesman 


at Ramsey’s and Mrs. Smith assists 
part-time, 

means 

money 


in your 


till! 


just one reason Step Masters are money 





makers! Step Master's styling, budget price 
and patented features build repeat cus 
tomers! Our quick fill-in service holds 
these customers for you! Shown are only 
five of more than 60 patterns that are 
backed up by an in-stock department of 


over 100,000 pairs of Step Master shoes! 


RE-ORDER NOW 
...in time for school opening! 






MASTER SHOES, INC. + GREENUP, ILL. 





89 





& 


564 West Monroe St. 


Take that important 


BIC STEP ;0w 


for uninterrupted Profits 





Cay 


Back-to-School 


business is BIG 
business. 
Don’t miss the 
selling opportunities 
that go with it. 


Place your sizing 
orders HOW 


FOOTWEAR 


Feature CONVERSE 
with the Triple ‘C’ Com- 
fort Cushion Arch — the 
comfort way to sports 
and play 


CONVERSE RUBBER COMPANY 


MALDEN 48, MASSACHUSETTS 


CHICAGO 6: NEW YORK 13 
241 Church St. 


Uranium Strike Influences 
Colorado Store’s Operations 


GRAND JUNCTION, COLO, 
study of the footwear problems of 
uranium prospectors who trek hun- 
dreds of miles over the high Colorado 
plateau to the West, and tailoring shoe 
merchandising operations to match 
have brought a record sales increase to 
Benge Shoe Company, here. 

B, M. Benge, who has operated the 
Grand Junction shoe store since 1911, 
and his son, Harry Benge, currently 
sales manager, have found that selling 


Making a 


90 


SOUTH SAN FRANCISCO, CALIP. 
100 Freeway Boulevard 


to prospectors who hope to “strike it 
rich” in the rich uranium fields of the 
Colorado plateau is “nothing new.” 
Grand Junction has passed through 
periods of mining prosperity frequent- 
ly during the past 50 years, and Benge 
Shoe Company has sold right along 
with each strike. 

Like most shoe retailers in the area, 
Benge Shoe Company immediately 
came out with a full inventory of heavy 
work shoes and boots, shortly after 
Vernon Pick made his $10 million 
uranium strike to set the boom in mo- 
tion. 

Wisely looking a bit beyond the need 


for boots themselves, however, the 
Benges found that there was a sharp 
need for some type of comfortable foot- 
wear with which the prospector could 
“relax” when not actually out in the 
field. This resulted in the decision to 
promote Sahara slippers, heavy and 
rough finished, rubber-soled soft shoes, 
along with boot merchandising. 

Benge Shoe Company’s salespeople 
have made a routine policy of bringing 
a pair of the Sahara boots out when- 
ever a prospector customer comes in 
in search of even before the 
boot styles are brought out. It doesn’t 
take even the “tenderfoot” who pictures 
himself armored against snakes, 
rough terrain, etc., long to appreciate 
the comfort which the boots promise, 
and consequently, the store has shown 
a very high ratio of slipper purchases 
to boot sales. 

In the family category, with 5000 
new families in the community making 
up a thoroughly worthwhile market, 
Benge Shoe Company has made excel- 
lent use of a “welcome service,” an 
organization which makes welcoming 
calls on new families almost as soon 
as they have unlocked the new home 
with a high welcome from the Benge 
store. Each family receives a card 
which is shaped like a miniature cov- 
ered wagon, and serves as the new cus- 
tomers introduction to the Benge shoe 
store. Each is likewise invited to ac- 
cept a small gift from the store which 
will be delivered when calling. 

In dealing with the families of gov- 
ernment Atomic Energy Commission 
workers, many of whom have moved to 
Grand Junction from the East, Benge 
Shoe Company has found it wise to 
carry advanced styles in women’s and 
children’s footwear, as well as many 
colorful casuals. Occasionally, the cas- 
ual market has been influenced by new 
arrivals from South America including 
engineers, prospectors, etc., from Chile, 
Peru, and other South American na- 
tions. 

The modern Benge store has been 
completely remodeled since the begin- 
ning of the uranium boom. 


boots 


Waintroob Opens Third 
Unit in Oklahoma City 


OKLAHOMA City — Waintroob Shoe 
Company opened its third unit in 
Oklahoma City, at 3423 N. W. 23rd 
Street, with Ronny Waintroob as 
manager. 

Among officials present were C. R. 
Smock, sales manager of Peters Di- 
vision, International Shoe Company; 
J. L. MeDonald, representative of the 
men’s division of the Peters company, 
and D. P. Woods, representing the 
women’s division, both with head- 
quarters here. 

The new outlet has 800 square feet 
of floor space. City Club and City Club 
Jr. shoes are featured for men and 
boys and Velvet Step Fashion shoes 
for women and Weatherbird for child- 
ren. 
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Orthopedic Store Puts On Elegant Dress 





An air of muted charm and elegance is reflected by the fitting floor of Mrs. 
Grace Evans’ orthopedic shoe store in Dallas, Tex. 


DALLAS, TEX. Evans Cantilever 
Ground Gripper Shoe Store has had 
a complete face lifting. Not only does 
the store have a new front and a 
freshly decorated interior, but it has 
been further enhanced by the renewal 
of cracked and crazed sidewalks, new 
curbs and gutters and the removal 
of concrete and terra-cotta gargoyles 
and finials around the top of the 
building. 


Located in the 1700 block of Pacific 


Avenue, the street is half faced with 
the Medical Arts Building and the 
balance by the Republic National Bank, 
thus placing the orthopedic shoe store 
on one of the most beautiful blocks in 
the city. 

Living up to its location, the store 
now boasts a new glass and aluminuin 
store front with a _ recessed outside 
entrance to lend warmth te the door 
way. The entrance formerly had a 15 


inch square column to the left of the 


removed and the load 
columns with an I 
loo, the four 


This was 
distributed to 
beam over the windows. 


door. 


side 


foot cold springs diamond pink granite 
Wainscot was increased to a full 21 
foot facade around the entire building, 
representing, in all, some 300 odd feet 

Interior improvements 
able to the eye are muted green wall 
finished with bleached oak strip panel 
ing, the beige carpeting and the beige 
upholstered fitting chairs 

Further improvements 
installation of a 
flush 


most notice 


include the 
system with 
heads in a dry 
suspension, fissured-mineral tile acou 


sprinkle: 


type chrome 


tic ceiling dropped to a new height 


of approximately nine and a half feet; 


the replacement of old incandescent 
light fixtures with two 40-watt re 
cessed traffors in the ceiling; and the 
addition of recessed spotlights, both 
inside and outside, to emphasize th: 


entrance and displays. 


Irregular backless platform 
installed in 
and glass front 
visible from both inside 
the store, and making 


interior an attractive 


display 
the 
making 


aluminum 
merchandise 
and 
the complete 
display 


were new 


outside 


The store is owned and operated by 
Mrs. Grace Evans, one of four dealers 
in the nation cited last year by Selby 
Shoe Company for “highly personalized 
service in the expert fitting of those 
people who have feet that are difficult 
to fit with shoes that provide day-long 
comfort.” 
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@ genuine hand sewn vamps 
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@ genuine TRU-MOC Construction 
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immediate 


delivery 


manufacturers 
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JOHN M. MURPHY 


Sr. Louts—-John M. Murphy haz been 
named regional manager for Edison 
Brothers Stores, Inc., with headquarters 


in Minneapolis, according to Irving 
Edison, executive vice-president. Mr. 
Murphy's territory will include 11 


stores in Minnesota, Iowa, South Da- 
kota and Nebraska. Meyer Goodman, 
formerly in charge of this area, has 
been named to head another region. 

Mr. Murphy moves to this post from 
New Orleans where he was in charge 
of 12 stores in the Alabama-Louisiana 
region, Since joining the company in 
1931, he has been associated with Edi- 
operations in Texas, Oklahoma, 
Missouri, Colorado, Iowa, Michigan, 
Kansas, Alabama and Louisiana—ris- 
ing from salesman to his present posi- 
tion as regional manager, 

A similar promotion by Edison ele- 
vated Howard \V. Brown. former man- 
ager of Baker’s Shoe Store in Salt 
Lake City, Utah, to regional manager 


Bon 


Write for “IN STOCK” <atalog of 
fast-selling Fall and Winter Styles 


Famous flexibility « Goodyear Welts 
Neolite Soles to size 3 
Renowned for longer wearability 

Unmatchable to feature at 


$4.95 to $6.95 


Styles for infants, children, 
misses, boys and girls. 






Grain leather 
mocascin Blucher, in sizes 
124-3, 344 — 6, B, C and D widths, 

#1275, Black-—# 1274, Browa 


Suggested retail, $5 








Chesapeake Shoe Mfg. Co. 





603 DUNDALK AVE. © BALTIMORE 24, MD. 


Denver West: Chesapeake Shoe Co. of Calif., 543 Mission St., San Francisco, Calif. 


HOWARD BROWN 





in charge of a new region, according 
to Roy W. Oscarson, sales manager and 
member of the board of directors. 

The new region will have its head- 
quarters in Salt Lake City and will 
comprise Edison stores in Denver and 
Pueblo, Colorado; Salt Lake City and 
Ogden, Utah: and Boise, Ida. 

The formation of this new region, 
twenty-fourth for the firm, is a direct 
result of the company’s expansion pro- 
gram which this Fall will net the 259 
store organization an additional 17 
stores with all four chains, Chandler’s, 


Baker’s, Leed’s and _ Burt’s — repre- 
sented, 
Mr. Brown, 44, a native of Provo, 


Utah, attended Brigham Young Uni- 
versity before joining Edison Brothers 
as a salesman on the staff of Leed’s 
Shoe Store in Seattle. He was promoted 
to manager in 1940 and has headed 
the Baker’s store in Salt Lake City for 
the past 10 years. 





Wohl Shoe Company Adds 


7 
New Leased Departments 

Str. Louis Wohl Shoe Company, 
largest operators of lease women’s, 
children’s, and men’s shoe departments, 
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continued its expansion program with 
the addition of 12 new shoe depart- 
ments in eight leading stores, Milton 
Frank, president of Wohl Shoe Com- 
pany, announced, 

The new departments are Younker’s 





a new suburban store in Omaha, Neb., 
which will feature 
ments for 
men’s shoes 


separate depart- 
women’s, children’s and 
The new store is located 
in “The Center,” a recently completed 
suburban shopping center. 

Mabley & Carew, a new suburban 
store in Wessern Hills Plaza, Cincin- 
nati, a womens and children’s depart- 
ment, 

Walker’s, a new suburban store in 
Los Altos, Calif., which will have three 
separate departments for women’s, 
children’s and men’s footwear. 

Dalton’s new suburban store in 
Baton Rouge, La., a combined women’s 
and children’s department. 

Harvey’s, in Nashville, Tenn., the up- 
stairs men’s department. 

Gassman’s, in Chicago, women’s and 
children’s departments. 

Bressmer Company of Springfield, 
Ill., the main floor women’s department 
One of the oldest and finest department 
stores in Springfield, Bressmer Com- 
pany boasts its first shoe department. 

Lowenstein’s in Valparaiso, Ind., a 
combined women’s, children’s and men’s 
department. 


Neiman-Marcus Appoints 

Shoe Merchandise Manager 
Ritter 
merchandise manager 
fashion for 
Houston, according 
vice president and 


Houstcon—Joseph has been 


named 
ot shoes 


associate 
and 
Neiman-Marcus in 
to Ben Wolfman, 
director of the company. 

Mr. Ritter’s appointment is part of 
a new merchandising plan the specialty 
store operation is putting into effect 
following the merger of the Dalla 
with Ben Wolfman, Inc., of 
Houston, Mr. Wolfman said. 

A native of Bay, Wis., Mr. 
Ritter attended University of 
California at where he 


accessories 


store 


Green 
the 


Los Angeles 


took his BS degree in Marketing and 
later attended Harvard Graduate 


School for his Masters degree in Busi- 
ness Administration. 
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ALPINE -BRIARHIDE*LASTICALF+ GRAINS 
a NEWARK, NEW JERSEY 


FOR CANCELLATION 
SHOE STORES... 
AND PROMOTIONAL 
SHOE BUYERS 













One pair—or another 3 MILLION pairs— 
from now, no retailer will 
ever have to take 


1¢ in markdowns 


on the 


With quality jobs, cancellations and 
closeouts in nationally known BRANDED 
FOOTWEAR... Really fine shoes bought 
DIRECT from the best known makers. 
Our prices are in line with our nationwide 
reputation for “Quality Shoes Since 32”. 


OPEN A CANCELLATION SHOE STORE IN YOUR TOWN 
Our New Store Consultants Will Be Happy 
to Help You Set Up a Profitable Operation 
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Edison Brothers Announces Los Angeles, has been named regional James Graziano, former manager of 
manager for the new store. the A. S. Beck Shoe Store here, is 

> > H nat . : : 

Plans for Three New Units Edison Brothers Store also revealed assistant to the president of the new 


St. Lovis—The Chandler’s French its plans to open a fourth store in Den- enterprise. 


Room Shoes Division of Edison Ver in the early Spring of 1956. It will 
Brothers Stores, Inc., St. Louis, Mo., be located in the new Lakeside Shop - a 
has announced it will open its first ping District on which construction has Women’s Shoe Department 


ladies’ shoe unit in Toledo’s new West- already begun. A unique feature of this Leased to Nusrala-Bowen 





gate Village Shopping Center at Secor 
and Central Avenues. 

Edison Brothers officials say the new 
Chandler’s will be 40 by 150 feet and 
located next to Lion’s Department 
Stores, another tenant in the Westgate 
development. The architecture will be 
in modern, casual suburban style with 
almost 40 feet of glass fronting the 
main mall. 

The company recently concluded a 
lease for a second Chandler’s store in 
Pasadena, Calif. to be located in that 
exclusive section of Lake Avenue 
where Bullocks, I. Magnin, J. J. Hag- 
garty, and others are situated. 

The building will be 60 feet wide 
and 180 feet deep, of which a portion 
will be subleased. The store will have 
its own parking area of about 11,000 
square feet in the rear. Construction 
is scheduled to begin in fall, with the 
architectural firm of Kanner and 
Mayer of Los Angeles in charge. Edi- 
son Brothers officials say the formal 
opening will be held in early spring. 

A. C. Landau, field executive for 
Edison Brothers with headquarters in 
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shopping development will be an en 
closed, all-weather shopping mall. 

The operation, a Baker’s Shoe Store, 
will be one story with a partial base 
ment. It will have a 35-foot front. 

Negotiating the transaction was John 
H. Luckadoo, vice-president of Market, 
Inc., developers of the Lakeside Shop- 
ping District. Architect for the project 
is Gerri Von Frellick, also of Market, 
Ine. 


Self-Service Department 
Scheduled to Open Shortly 


Utica, N. Y.—A sizable shoe depart- 
ment is planned for a large self-service 
department store scheduled to onen 
here in late August 

Bernard Kowalsky, president of the 


State Street Mill Bargain Center, Inc., 
said footwear for the entire family 
will be featured in the new store, 


which, like similar retail operations in 
Providence, R. IL, and Fall River, 
Mass., will occupy a former textile 
mill. 


LINCOLN, NEB.—Magee’s has leased 
the operation of its women’s shoe de 
partment to Nusrala-Bowen of St 
Louis, it was reported by Elmer Magee, 
president of the Lincoln firm, and the 
new manager of the department will 
be John Moresi of St. Louis. Tom W. 
Crawford, who has served as manager 
and buyer for the combined women’s 
and men’s shoe departments, will con 
tinue in charge of the men’s footwea; 
department which adjoins women’s 
shoes on street floor, 

Nusrala-Bowen is owned by Ed 
Nusrala and Roy Bowen. It operates 
leased departments in some 50 better 
stores for women over the country. 

Magee’s is enlarging its women’s 
shoe department by about 50 per cent 
for the new The store has 
been in the women’s footwear 
1915 when it purchased the Beck 
Brothers Shoe Company of Lin 


operation, 
business 
since 
man 
coln, 

A boy’s shoe 
operated in the downstairs 
Wilton McMaster as buyer. 


also is 
with 


department 
store 
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SALESMAKING 
SOLE 
by LION 


Style-wise 
sandals 
a4 men, 
omen 

and children 


Biggest sanda! selling sea- 
3 son ever is just around the 
aa corner. Be ready for it with the fastest 

promotional sandals in the country, extra special 
LION SANDALS. Unsurpassed for styling, quality, 
materials and fine workmanship, their plus features 
make extra sales, features like Mold-Crepe soles, ex- 
clusive with LION. And you'll feature LION SAN- 
DALS in the volume moking price brocket, $2.95 to 
$4.%. Get aboord this profit special today. 







INC. 707 Broadway | 
New York 3, N.Y. 





Window display installed by Kisber's Shoe Circle of Jackson, Tenn., to announce 
new line, was tied in with a well-organized promotion program. A direct mall 
campaign and newspaper advertising were also used. Excellent results were noted. 
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back riders, calf ropers, bull doggers, 
etc., at the Cheyenne Frontier Days 
which has just concluded its annual 
five-day stand. A pair of good boots is 
considered the number one equipment 
item. 

Aside from fancy trimmings, the 
authentic cowboy wears essentially the 
same footwear for work and for dress- 
up. Boots costing $40 to $100 a pair 
are standard equipment with the rodeo 
stars. A pair of high-heeled 
especially well fitted or considered lucky 
will be worn until they literally come 


boots 


apart. 


Western merchants here do a 
world-wide cowboy 
much of it by mail order. Movie and 
rodeo stars as well as ranchers and 
tourists patronize the Cheyenne stores. 
Merchants say their biggest asset in 
maintaining this patronage is ‘“authen- 
ticity” in Western footwear. 


wear 


business in boots, 


Until a few years ago, walking heels 
on cowboy boots were not considered 
authentic. Then a number of retired 
yanchers took to wearing the low heels 
and the market for them is growing. 
All Cheyenne Western wear stores are 
now stocking walking-heel boots, be- 





Cowboy Boot Customers 
Look for ‘Authenticity’ 
CHEYENNE, Wyo. 


testants, 


—~Comfortable cow- of well-known 
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boy boots are among the 
possessions of the big-time rodeo con- 
it was revealed by a survey 
broncho 


ginning at about $25 per pair for the 
and on up into three 
stars and wealthy 


most prized 
trade, 


rodeo 


tourist 
figures for 
ranchers. 


busters, bare- 
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Report Shoe Sales Gains 
In St. Louis Area District 


St. Louis—Figures recently released 
by the Eighth District Federal Reserve 
Bank show sales gains in men’s, 
women’s and children’s footwear for 
the first five months of 1955. The over- 
all district gains show children’s and 
women’s sales to be up 5 per cent, men’s 
13 per cent. 

Breaking these gains down according 
to major cities in the Eighth Federal 
Reserve Bank district: St. Louis: 
women’s and children’s sales both up 7 
per cent, men’s up 10 per cent; Louis- 
ville: children’s up 10 per cent, women’s 
4 per cent, men’s unreported; Memphis: 
women’s and children’s up 2 per cent, 
men’s up 30 per cent; and Little Rock 

women’s up 2 per cent, men’s 6 per 
cent, children’s unreported. 

These five-month figures were sup- 
ported by substantial gains for the 
month of May alone. For May, district 
sales were up 23 per cent on men’s foot- 
wear, 14 and 13 per cent respectively 
for children’s and women’s sales. May 
gains by cities were: St. Louis: men’s 
up 24 per cent, children’s 19 per cent, 
women’s 18 per cent; Louisville: 
children’s up 15 per cent, women’s 5 
per cent, men’s unreported; Memphis: 
men’s up 27 per cent, children’s 5 per 
cent, women’s 9 per cent; and Little 
Rock: men’s up 18 per cent, children’s 
unreported, women’s down 1 per cent. 


Color Group Announces 
Fall Color Shades 


NEW YorK—Stressing the close 
fashion coordination of hosiery tones 
with the leading colors in the fall en- 
semble, The Textile Color Card Asso- 
ciation has just issued its 1955 Fall 
and Winter Hosiery Card, featuring 
six new shades. 

These colors, as described by Estelle 
M. Tennis, executive secretary of the 
Association, are Caramel Beige, a rich 
animated shade, keyed to the new Fall 
greens; Blush Amber, a_rose-tinted 
version, in close harmony with garnet 
and rosy reds, as well as blues; Toasted 
Almond, a warm medium beige, tuning 
in with the vibrant shades of the 
autumn landscape, as amber, copper, 
pumpkin and gold; Mistcloud, a subtle 
shadowy tone, blending with plum, mul- 


berry and charcoal grays; Frosted 
Mocha, a high fashion coffee shade 
styled to blend with the dark fall 


browns, and Sunstar, a vivacious light 
tone, equally harmonious with winter 
pastels for resort and cruise wear and 
with evening clothes. 

Coordinated fabric samples in the 
important fall shades are swatched 
with each hosiery tone, thus affording 
a visual presentation for merchandis- 
ing and fashion promotion. This ar- 
rangement likewise suggests the style 
significance of a distinctive and indi- 
vidual hosiery shade to blend with each 


Shoe Chains Lease Space 
At Los Angeles Center 


Los ANGELES—Innes Shoes, a Cali 
fornia chain, will open soon a new shoe 
store with 8500 square feet of floor 
space in the Lakewood Shopping Cen- 
ter in suburban Los Angeles. 

The location is in Lakewood Center’s 
south mall specialty shops building 
which consists of a row of retail shops 
457 feet long. 

Edison Brothers Stores, Inc., of St. 
Louis, signed a lease for a 32-foot cor- 
ner of this same space in early June. 
The location is for a Chandler's unit. 


N. Y. Travelers Prepare 
For Golden Jubilee Dinner 


New YorK—The Golden Jubilee 
Dinner, celebrating the Fiftieth Anni- 
versary of the Boot and Shoe Travel- 
ers’ Association of New York, will be 
held in the Grand Ballroom of the 
Statler Hotel, November 29. 

This will be a gala occasion and the 
committees in charge of the affair an- 
ticipate a capacity attendance, since it 
is timed during the Popular Price Shoe 
Show; and promise an interesting pro- 
gram, star entertainment and spon- 


taneity to make it outstanding. 


ANY Branded Line 
| is What YOU Make it! 
and 





| A Good Starting Point 
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Juvenile Shoes 


In the clamor and confusion of the current battle of the brands 
don’t overlook the important fact that the brand you sell is only as 


worthwhile as your good name 
fair dealing and for skilled shoe fitting. 


tised a brand may 
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SHIPPED BRANDED OR NON - BRANDED 
See our catalog for complete line of 


quality juvenile cements and welts. 


324 N. FRONT ST. @ BALTIMORE 


“Quality Shoemakers Since 1865" 


MAKERS OF Little GOYS and DOLLS e TRU-GRIP oe 


in-stock service of America’s finest juvenile shoes! 
Orders Received Today... 


WRITE FOR CATALOG! 


Cement and CM 


SHOE MANUFACTURING CO. 





SINCE 1865 


We speak the language of the retailer, 


and SERVICE is a word you understand. 
To you, SERVICE means sales, repeat sales, 
profit or loss, Here, every order we fill MUST 
be in the QUICK-SERVICE tradition we're famous 
for, and have been for more than three quarters of a 
century. You can depend on Clement and Ball for prompt, 






Shipped Today. 


2, MD, 
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Footwear Sales Successful 
In Self-Service Drug Stores 

DENVER—Leased space in giant self- 
service super drug stores have proven 
a profitable source of footwear sales 
volume for Joe and Harry Bobrick, vet- 
eran Denver shoe retailers, who re- 
cently opened their second such leased 
department in the new Chaffee Park 
Republic Drug store. 

Along with operating family shoe 
stores in suburban Denver, the Bobrick 
brothers entered a Republic Drug store 
in Aurora, Colo., a few miles east of 
the city some two years ago, and found 
that the heavy traffic attracted by the 
self-service drug store during the eve- 
ning hours and on week ends was 
enough to justify a full size footwear 
store. 

The leased shoe department doubled 
in size during the first year and has 
been increased again recently. 

Thus, when the Denver drug chain 
built its new Chaffee Park store, a 
9,500 square foot store with 15 em- 
ployees in a populous new suburban 
residential area, the brothers were 
quick to lease another such location. In 
both instances, according to Harry 
Bobrick, the fact that the stores permit 
footwear shopping during the evening 
hours and on week ends when other 
stores are closed appeals to employed 
husbands and wives whose shopping 
time is invariably limited. 
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Promotion ‘Stops Traffic’ 
For Women’s Shoe Retailer 


MONTGOMERY, ALA.—Harry Bellows, 
operator of a smart women’s shoe store 
on Dexter Avenue here, attracted much 
attention to his “Career girls’ footwear 
fashions during May, in connection 
with national “Business - women’s 
Week.” 

To design a window certain to at- 
tract attention, Mr. Bellows went to a 
local office supply dealership and ar- 
ranged to borrow a new gray-steel desk 
of the type normally used by reception- 
ists, stenographers, typists, etc., and 
set it in the center of the window. In- 
cluded on the desk were a typewriter, 
and an adding machine, while drawers 
pulled partially opened, were filled with 
file folders. 

A posture chair was likewise included 
with a seated model wearing a com- 
fortable, but smart pair of pumps. 
Shown on wires around the desk dis- 
play were some 20 suggestions for 
“Businesswomen’s foot wear,” includ- 
ing all styles from “sensible” to light- 
weight pumps, sandals, oxfords, and 
the like. 

Mr. Bellows has followed through on 
this same tie-up between business ma- 
chines and office furniture with shoes 
for the past three years, and reports 
that the clever display with such illogi- 
cal items included with the shoes shown 
has been “stopping traffic’ in every 
instance, 


Sterling Last Holds Luncheon 
For Foreign Shoe Producers 


New YorK—An international flavor 
was injected into the Allied Products 
Show at the Belmont Plaza Hotel by 
Sterling Last Corporation when they 
were hosts at a luncheon tendered to a 
group of foreign shoe manufacturers. 

Lined up in the exhibit room were 
about 100 shoes, representing the best 
shoe manufacturing talents of Italy, 
France, Switzerland, Japan, Mexico, 
Australia, Canada, and South Africa 
made over Sterling lasts. The empha- 
sis was on line, pattern, design, heels 
and construction and the important 
claim for the majority of these shoes 
was their excellent fitting qualities. 

John Laycock, sales manager of 
Sterling Last summed it all up when he 
said, “The leadership of the United 
States in lasts, shoe manufacturing 
and fitting is acknowledged the world 
over; and just as the Continent and 
Asia are the inspirational sources for 
creative and artistic design in apparel, 
millinery and accessories, so the United 
States is the inspiration for shoes. 

“There has been an _ international 
give and take. Designers from abroad 
come to America to study our methods 
of production and take back with them 
lasts and ideas which they incorporate 
into their shoes. We in the United 
States have adapted the outstanding 
feature of the foreign shoes.” 
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Nordstrom’s Coordinated 
Shoe Promotion Campaigns 


SEATTLE — Nordstrom’s has been 
carrying on a publicity campaign fea- 
turing six members of its specialized 
shoe fitting staff who have a combined 
experience of more than 200 years. 

The men are: C. H. Griffith, with 
37 years’ experience; Ernst Adamson, 
42 years; Henry Featherstone, 45 
years; Arthur Gray, 30 years, and Wil- 
liam Partridge, 42 years. Photos of 
the shoe men were published in news- 
paper advertising and were also shown 
in window displays. 

Another promotional feature of the 
store’s operation is its Youth Style 
program during the course of which 
13 of the most popular girls from lead- 
ing public and private schools were 
elected by fellow students to serve as 
style advisers on youthful shoes. The 
next meeting of the board has been 
set for September 10. The company 
compiles shoe orders in a large mea- 
sure upon the verdicts of this youthful 
panel, 

Window displays each Fall feature 
photos of the attractive girl advisors. 
Nordstrom’s rewards the girls with a 
party and a pair of shoes for serving 
on the board. 

The store is one of the largest retail 
outlets on the West Coast with stores 
in Seattle, Portland, Northgate and 
several other Coast cities. 


Shoe Women Executives Get 
Report on Oriental Influence 


New York—The largest luncheon 
meeting of the Shoe Women Execu- 
tives Club was held at the Advertising 
Club August 11. In addition to the 
members, there were shoe manufactur- 
ers and retailers from all parts of the 
country. 

They were gathered to get some first 
hand “Views Orientalia” as brought 
back by Carolyn Saks of the Carlisle 
Shoe Company, Herbert Levine of Her- 
bert Levine, Inc., and Al Josephs of 
Josephs’ Shoe Salon from their very re- 
cent trips, circling the globe and pene- 
trating the Far East. 

The capsuled opinions were unani- 
mous on the score that there is a wealth 
of design, color and style inspiration 
in the Far East that can be translated 
into American styles. 


Daughter Judy Spark Behind 
Rising Teenage Shoe Volume 


NorTH PLATTE, NeB.—Lyal Hansen, 
manager of Caldwell’s Shoe Store here, 
and his teen-age daughter, Judy, have 
teamed up to sell footwear to teen- 
agers. 

It all started last Winter when Judy 
got a job with the local radio station, 
KODY, emceeing a program called 
“Teen Time With Judy.” The shoe 
store took a spot on the program, and 
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sales to young people have been climb- 
ing ever since, 

Surrounding towns send in news of 
teen-age activities in their area and 
these news items are given by Judy, 
together with the advertising and en- 
tertainment. 

Something different is featured each 
week, School shoes for boys and girls 
were played up, then prom and com- 
mencement footwear. Next comes white 
shoes, play shoes, and vented shoes. 
This summer a vacation shoe ward- 
robe was successfully promoted. 

Judy delivers all the spot ads in 
strictly teenage language. Mr. Hansen 
said his store was interested in the 
idea because the average teenager is 


always looking for something new. In 
the average family, he said, they prob- 
ably buy more shoes than any other 
member of the family. 


Chicago Buyer Moves to Ohio 
Akron, O.—Morris J. Floun, buyer 
of high grade shoes for the Wagoner- 
Marsh Shoe Store, 220 South Main 
Street, has moved here from Chicago 
with his wife and three daughters. 

In Chicago he was with I. Miller 
Shoes, North Michigan Avenue, fo1 
15 years. 

Mr. Floun formerly was with Stix, 
Baer & Fuller of St. Louis, where he 
was shoe buyer for four years. 
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what's this younger generation coming to? 
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— MOKXEES— 


of course! 


See yourself in the big profit picture with Moxees 


the longest line of in-stock hand sewns and welts in 


the country, campus-styled to make ‘em try them on, 
volume-priced to make ‘em buy. Retail profitably 


from $6.95 to $8.95 


Write or call for catalog 


Moxees 


manufactured by Belgrade Shoe Co., 


Auburn, 
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First fully insulated boot made of leather! Offer your 
customers their choice of moccasin or plain toe styles, 
10 inch tops, at low prices for real volume. 
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Motion Picture Academy 
Warns Against Using ‘Oscar’ 


HoLLywoop, CALIF,—Citing a recent 
decision by the United States Court of 
Customs and Patent Appeals, George 
Seaton, president of the Academy of 
Motion Picture Arts and Sciences, 
warned manufacturers and retailers 
against commercial uses of the Acade- 
my’s Award statuette, commonly called 
the “Oscar,” and the phrase “Academy 
Award” in connection with products 
offered for sale. 

“The significance of the Academy 
Awards is such that we cannot permit 
the Oscar to be ‘tarnished’ by commer- 
cial exploitation,” said Seaton, “and 
using our copyright and trade mark 
property to promote sales is not only 
a legal infringement of the Academy’s 
rights, but is unfair competition. 

“The manufacture of any reproduc- 
tion of the statuette by anyone other 
than the firm licensed by the Academy 
to make official trophies is in violation 
of the Academy’s rights.” 

Mr. Seaton pointed out that the 
Oscar is both copyrighted and regis- 
tered as a trade mark by the Academy, 
and that the manufacture, advertising, 
or sale of any product bearing a repro- 
duction ef the Oscar constitutes not 
only an infringement of the copyright 
and trade mark but can also be legally 
classified as unfair competition. Seaton 
emphasized that this applies to whole- 
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in Canada:'Sisman-Bushmaster Shoe" 





Oscer, the copyright and trade mark 
property of the Academy of Motion Pic- 
ture Arts and Sciences, is promised pro- 
tection against commercial reproduction 
on merchandise or in advertising, it was 
stated in a warning to both manufac- 
turers and retailers by George Seaton, 
Academy president. 
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salers and retailers, as well as 
to manufacturers. 

Numerous items have appeared on 
the market or have been advertised 
with the Oscar, Seaton stated, but in 
every case the use of the symbo] has 
been stopped. The recent U. S. Court 
decision involved a manufacturer of 
ladies’ and girls’ slips who had wrong- 
fully registered the words “Academy 
Award” as a trade mark. By uphold- 
ing the action of the Commissioner of 
Patents, the court ruled that the man- 
ufacturer’s mark should be removed 
from the Register of Trade Marks, 
thus confirming the Academy’s prior 
ownership. 

In the proceedings, it was noted that 
the “Academy Award” and the “Oscar” 
that goes with it have been given on a 
competitive basis for the best costume 
used in motion pictures. No such award 
was given to the manufacturer in- 
volved nor was any license granted by 
the Academy authorizing the use of 
the Academy’s “emblem of world-wide 
reputation.” 


Layne to Take Over Lease 


Detroit—Phillip Layne, operator of 
Phillip Layne Shoes, leading downtown 
men’s shoe store in the United Artists 
Building, is taking over as a leased 
department of the E. J. Hickey men’s 
wear store, located in the exelusive 
east side suburb of Grosse Pointe. 
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Kinney Opens Family Store 
In 20-Acre Shopping Center 


ROCHESTER, N. Y.—G. R. Kinney 
Company has opened a store in the new 
Culver-Ridge Shopping Plaza at Ridge 
Road East and Culver Road here. 
Edward Przanowski is manager of the 
family-type store which is air-condi- 
tioned. He was formerly manager of 
Kinney’s Batavia, N. Y., store and has 
been with the company five years. 

The store opened with a larger stock 
of shoes than was planned when the 
interior was designed. Space at the 
rear of the selling floor behind a parti- 
tion is used for extra pairage. 

Kinney’s usual range of children’s 
shoes is supplemented by a nationally 
advertised line priced from $4.99 to 
$6.95. Other Kinney’s stores are located 
at 525 Titus Avenue and 465 Ridge 
Road West, both suburban shopping 
areas. 

An Endicott Johnson shoe store is 
also scheduled for an early opening in 
the Culver-Ridge Shopping Plaza. How- 
ever, more than half of the 24 stores in 
this $3,000,000, 20-acre shopping center 
have been delayed in opening by a city- 
wide carpenters’ strike. 

This proved a serious matter to the 
J. C. Penney Co., which moved the en- 
tire stock of summer merchandise from 
its unfinished Culver-Ridge store to its 
downtown store late in June. Work on 
all construction projects has been at a 
standstill since early May. 


Retailer Revamps Operation 
With Eye on Specialization 


Boise, IpA.—A new trend in shoe mer- 
chandising will be tried here by Fay 
Rose, veteran of 35 years in the retail 
shoe business in Boise. 

Opening in completely remodeled and 
renovated quarters, the veteran Boise 
shoe retailer believes that the future in 
shoe retailing lies in specialization. 

For years, Mr. Rose has operated 
a general shoe store for the family. 
However, in his new operation he will 
limit his stocks to a complete line of 
boys’ and men’s shoes. 

The only women’s shoe carried will 
be a special line of arch-support shoes 
for the ladies. 


Neiman-Marcus Appoints 
Group Merchandise Director 


DALLAS — David Hughes will join 
Neiman-Marcus, Dallas, in an execu- 
tive capacity as part of a major re- 
organization plan, according to Ed- 
ward S. Marcus, executive vice-presi- 
dent of the specialty store. He will 
be group merchandise director of the 
fashion accessory departments, includ- 
ing shoes, bags, gloves, hosiery, coa- 
metics, belts, neckwear, handkerchiefs 
and costume jewelry. 

Mr. Hughes has been with I. Mag- 
nin’s, Seattle, for the last four years 
as managing director of the store. 
Prior to that time, he managed a 
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group of apparel departments at Best’s 
in Seattle. A native of Santa Barbara, 
Calif., he attended Stanford University 
and U.C.L.A. He will join Neiman- 
Marcus in mid-August. 

The reorganization is planned to 
facilitate the enlarged merchandising 
operation created by the recent mer- 
ger of Neiman-Marcus with Ben Wolf- 
man, Inc., Houston, Mr. Marcus ex- 
plained. 


Pattern for Shopping Centers 


Florida where shopping centers are 
springing up all around the atate in 
ever increasing numbers, the first busi- 
ness to open up is a shoe store. This 
was true in the North Gate shopping 
center when the Thom McAn 
leased a frontage of 25 feet with a 150 
foot depth. Here they will conduct a 
family shoe store, following the gen- 
pattern of their other units. In 
Shoes and Southern 


shop 


eral 
Pensacola Butler 
Shoes have signed up for space in the 


TAMPA, FLA.—Following the general new Town and Country Plaza shop- 


pattern which has been set throughout ping center. 
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Tops in quality casuals . . . Sebago-Mocs exclusive patented 
welt construction is rapidly boosting them to the top in sales, Cus- 
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2252 White Elk Wally, 
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Wedge Sole 
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Shoe Store in 





New Downtown Location 


Rodney's Finer Footwear, prominent retail shoe store in Fort Wayne, Indiana, 

is now occupying a new downtown location at 120 East Wayne Street. The new 

salesroom is 18 by 608 feet, blue walled and lined with blue shelving which is 

bordered by fiesta trim. Proprietor is Emanuel Levy, who has done business ia 

Fort Wayne for the last 26 years. Store manager is John E. Feil. Rodney's serves 

this prosperous community of 150,000 people with expert shoe fitting and stocks 
a number of well known lines for men and women. 





Arkansas Retailer Gives 
Casual Sales Prescription 


BLYTHEVILLE, ARK.—Successful mer- 
chandising of high-style summer cas- 
uals in what is otherwise a “conserva- 
tive market” can best be accomplished 
by concentrating appeal on the summer 
vacationist, according to E. T. Hub- 
bard, operator of Hubbard Shoe Stores. 

“Vacationists enroute to gay re- 
sort areas will adopt shoe styles which 
they would scarcely think of wearing 
at home,” Mr. Hubbard said. “To test 
this theory, we have simply asked each 
casual customer when they were going 
on vacation, where they were going, 
and what their impressions of the re- 
sort wear in Miami, Coiorado Rockies, 
the Mississippi Gulf Coast, etc., was. 
In almost every instance, we found the 
prospective vacationist planned to 
dress quite differently than in ultra- 
conservative Blytheville, while she was 
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away on her vacation, 

During May, a colorful window dis- 
play was used, built on this theme 
which proved highly effective in creat- 
ing a profitable turnover of high-style 
casuals. Shown in the window was a 
kneeling girl packing a suitcase with 
summer vacation needs, including sun 
tan oil, a pair of bright shorts, Italian 
stripped blouses and sun glasses. 

Grouped around the suit case and the 
manikin were 24 suggestions for sum- 
mer vacation casuals including bright, 
open-toed sandals, novelty wedges, 
bright colors, and high-style touches. 
In the background of the window were 
posters from leading resort centers 
which would attract many Blytheville 
residents during the summer months. 

Results were excellent, Mr. Hubbard 
found, and the Arkansas shoe store 
successfully turned over its casuals in- 
ventory where under normal circum- 
stances the store would hesitate to 
stock them. 





Hess Brothers Announces 


1956 Product Contest 


New York—Ed Carroll, sales pro- 
motion manager of Hess Brothers De- 
partment Store of Allentown, Pa., and 
chairman of the Hess Brothers Awards 
Committee, recently announced prelim- 
inary plans for the Fifth Annual Ver- 
satility in Design and Use Contest. 

In outlining the purpose of the con- 
test, Mr. Carroll explained that this 
competition was originated five years 
ago by Max Hess, president of Hess 
Brothers, with the purpose of providing 
a unique showcase for products that 
are new or different. It aims to stimu- 
late the production and merchandising 
of multiple purpose products. 

For the first time this year, the cate- 
gory of “new products” will be added 
to the 59 classes included in the 1955 
contest. In all, 60 classes of merchan- 
dise, including misses’ and women’s 
fashions and accessories; men’s ap- 
parel, furnishings and sportswear; 
children’s clothing, toys, accessories 
and furniture; housewares and home 
furnishings and other general mer- 
chandise, will compete in the contest. 

The contest chairman emphasized 
that there is no charge or fee for en- 
tering the competition. A photo or 
other clear illustration must accompany 
each entry blank because the initial 
judging will be based on these. The 
grand awards wil] be judged from 
actual products which will be displayed, 
modeled and demonstrated at the Wal- 
dorf-Astoria in New York, Nov. 14. 

The deadline for entries in the con- 
test is 5 p.m. Aug. 20, and entry blanks 
may be obtained from Hess Brothers 
Versatility in Design and Use Com- 
mittee, Room 323, 152 West Forty- 
second Street, New York 36, N. Y. 


Endicott-Johnson Space 


Utica, N. Y.—Endicott-Johnson Shoe 
Company will have 2300 square feet 
of selling space in the North Utica 
Shopping Center, now in construction. 

The scheduled opening date for the 12- 
store suburban-type center, which ad- 
joins the Thruway, is March 15, 1956. 
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Los Angeles Shoe Display 
Is First Regional Exhibition 


Los ANGELES—Shoe styles from the 
cave man’s rawhide sandal to Miss 
America’s open toe go on display in 
one of the scores of exhibits being set 
up for the Los Angeles Union Products 
and Services Show at Pan Pacific Audi- 
torium August 26 through August 31. 

The exhibit, entitled “Shoes Through 
the Ages,” will be presented as a high- 
light of the fiftieth anniversary of 
Karl’s Shoe Stores, one of the largest 
footwear firms in the United States. 

“We will show how 291 separate 
pieces of material are used in the mak- 
ing of a single pair of shoes,” says 
Harry Karl, president of the firm, 
which operates stores in more than 200 
communities in the 11 western states. 

“Union label workers and their fam- 
ilies, comprising more than 2,000,000 
people in the Los Angeles area, are 
good customers of Karl’s Shoe Stores, 
and we are expressing our appreciation 
by bringing to their show this educa- 
tiona! exhibit.” 

Cooperating in the display is the In- 
ternational Shoe Company, which has 
assembled footwear worn by people in 
all parts of the world as well as styles 
favored in America during the last 100 
years. 

Choice display space in the big 
American Federation of Labor show is 
rapidly being sold out, the Los Angeles 
Union Label Council said. The show, 
first regional exposition of its kind, 
represents the efforts and production 
of 650,000 AFL workers in the Los 
Angeles area, with take-home pay 
totalling $3,250,000,000 a year. 

“AFL workers attending their own 
show constitute one of the biggest 
blocks of spending power in the South- 
land,” W. J. Bassett, Union Label 
Council secretary, declared. “They 
spend more money to buy more goods 
than any other group of employees in 
California. They are the backbone of 
the Southland’s home-owning, car- 
driving, TV-buying market. They buy 
a lot of shoes.” 

The shoe exhibit will stress develop- 
ment of one of man’s oldest arts, Mr. 
Karl pointed out. Long before the hu- 
man being could record his thoughts or 
deeds, he invented a way to protect his 
aching feet from desert sands, arctic 
ice and stony paths. His first shoe was 
probably a sole of wood, hide or pleated 
grass, bound to the foot by thongs. 

Stone implements of the Neolithic 
period were well suited to the working 
of leather which bears out the assump- 
tion that leather footwear originated 
in one of the latter intervals of the 
Ice Age. 

The first shoemaking in America is 
recorded in 1629, when Thomas Baird 
arrived on the second voyage of the 
Mayflower to make shoes for the 
colonists. 

In 1750, John Adams Dagyr, a 
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Welshman, came to Lynn, Mass., and 
opened the first shoe shop to success- 
fully operate the factory system in 
America. His system called for each 
worker to perform only one operation 
in the construction of a shoe, and he is 
looked upon as the father of American 
shoemaking. 


Kansas Shoe Store Holds 
Gala Opening With Models 


NEWTON, KAN.—The Frontier Shoe 
Store, 602 Main, held its grand open- 
ing August 4. Harold Whittle is man- 
ager. The store has been completely re- 
modeled ard is air conditioned 

Shoe styes were modeled in the win- 
dow at 10 A.M., 4 and 8 P.M. on open 
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day. During other hours of the 
the models acted as hostesses, giv- 
ing gifts to visitors—flowers, cigars 
and ballons. 

Customers received a gift certificate 
with each purchase—a pair of hose to 
the women, a shoe shine brush to men 
and a break-barrel, 50-shot repeating 
cap pistol for children. 

Merchandise handled by the Frontier 
Store include Florsheim, Roblee and 
Pedwin shoes for men, Tweedie, Red 
Cross and Natural Poise and Petite 
Debs for women, Buster Brown for 
children, The handles No- 
Mend nylons and handbags. 

The new shoe has been 
painted and redecorated and has a new 
asphalt tile floor. 
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cemented or stitched with ease. 


VirGINIA OAK TANNERY § 


SALES CORPORATION 


NEW YORK, N. Y. 


Only genuine leather 
“SUPERSOLES” bear this 
VOTAN trade-mark 


LURAY, VA. 
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build new business for you 
because they are unmatched 
in sales appeal. 


For complete information write The House of Crosby Square, 
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Versatile Lighting for Special Displays 





With eight lighting fixtures in his window, each composed of a pair of spotlights 

which can be turned any direction other than up, Lou Cohen, owner of the Shoe 

Mart in Dothan, Alabama, can focus attention on a single pair, can spread the 

light evenly throughout the window or can even pick out one of each type of shoe 
in half @ dozen displays on the window floor. 


DOTHAN, ALA.—Unique lighting fix- 
tures, which make it possible to “spot- 
light” any pair of shoes among 100 or 
more on display in the store windows, 
were designed by Lou Cohen, owner of 
the Shoe Mart, here, during a recent 
remodeling. 

Mr. Cohen, a veteran of many years 
of shoe retailing, has definite, pro- 
nounced ideas as to what makes most 
effective window display, and con- 
sequently, when he undertook a com- 
plete modernization program involving 


the front and two large stage-like 
display windows, one of his first actr 
was to rip out former flush-type 


incandescent floods. 

Together with a new window floor, 
bright, colorful backgrounds, and huge 
plate glass windows with a minimum 
amount of framework and other vision- 
obstructing hardware, Mr. Cohen 
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installed in each window, eight lighting 
fixtures. Each fixture actually is 
composed of a pair of Swivelier 
individual spotlights crossed X-fashion 
and mounted in a ball socket, so that 
either can be turned to point in any 
direction except up. 

With the 200-watt spotlamps spaced 
on four-foot centers, Mr. Cohen can 
actually create “pools of light” around 
a single pair of shoes, spread the light 
evenly throughout the entire window, 
or pick out one of each type of shoes, 
in half a dozen displays over the window 
floor. “The idea is that it permits us to 
accentuate any part of the display, 
without going through a lot of labor in 
building up pyramids, display stands, 
etc.,” Mrs. Cohen, who aided in the 
remodeling, indicated. “For example, 
in a window which is showing simul- 
taneously men’s, women’s and children’s 


shoes, we can use the spotlights, one 
or two at a time, to pick out back-to- 
schoo! models in late Summer, or to 
spotlight nylon mesh footwear, at the 
beginning of the Summer. Our experi- 
ence has been that whichever pair of 
shoes is individually spotlighted, invari- 
ably receives the most attention, and 
sales on that particular style are 
increased,” 

Some highly unusual window display 
have, understandably, been worked out 
in this way, to the extent that Mr. 
Cohen can actually give his windows a 
“completely different” appearance in a 
matter of a few minute’s time, merely 
by changing the focus and angle of the 
overhead spots from one position in 
the window to another. A system of 
switches permits lighting of individual 
units, or all of them at once, as he 
chooses. 

“Window display is all important in 
shoe retailing, particularly in our area, 
where there are 11 competing footwear 
stores,’ Mr. Cohen said. “We believe 
that the new lighting system has given 
the windows individuality which 
couldn’t be achieved otherwise.” 


Pacific Northwest Travelers 
Install New Officers Slate 


SEATTLE — New officers and board 
members were installed recently by the 
Pacific Northwest Shoe Travelers at a 
meeting held at the New Washington. 

They were: Mart Irving, chairman 
of the board and outgoing president; 
Dick Duvall, incoming president, Sam 
Katz, first vice-president; O. K. Ander- 
son, second vice-president, and Aileen 
McGuinn, secretary-treasurer. 

The following board members were 
also installed: Norman O’Neal, Dick 
Bitzer, Les Oglivy, Ken Norman, 
Harold Pearson and Harold Falken- 
stein. Earl McDonough and Ellis F. 
Murphy, past presidents of the organ- 
ization, will serve as honorary board 
members. 

Dealers participating in the Pacific 
Shoe Travelers’ shows have increased 
33 per cent since 1952 and attendance 
has also increased in the same propor- 
tion. 
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@ Airfilm Shoes feature the only shoe cushion 


granted U. S. patents as pneumatic, @ are as 


pneumatic as the tires on your car, @ completely 


nailless...@} superbly styled in the finest leathers. 


Division of Mid-States Shoe Co., 


Milwaukee 12, Wisconsin. 
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Siclieiiies Shoe Salon 
Orthopedic Eye Opener 


ToLepo—Opening a certain door in 
the center of the downtown shopping 
district of Toledo, not only offers 
blessed relief from the oppressive heat 
but opens a new world to one otherwise 
unfamiliar with what can be done in 
the way of correcting foot troubles and 
at the same time providing smart- 
looking shoes, 

The Roberts Shoe Salon, owned and 
managed by Harold A. Roberts, long 
associated with better shoe stores in 
Toledo and Detroit, is now starting its 
third year as a ground-floor, smartly- 
furnished, and altogether inviting shop. 

In addition to carrying the basic 
type of orthopedic shoes, Mr. Roberts 
handles two lines of shoes which have 
styles that can compete with the smart- 
est, but yet are definitely corrective. 
As an example, one style has a double- 
strap merging into a single strap run- 
ning diagonally, and having a long 
vamp boasting narrow stitching in a 
design to accentuate the narrow ap- 
pearance of the shoe, even though the 
toe is rounded sufficiently to give 
ample room. 

This shoe has as many as sixteen 
different insole patterns to provide cor- 
rect fit for the variance in types of 
feet—long or short toes, various 


lengths of arch, width at different 
points, etc. It has a cushion feature 
over the toes between the outer leather 
and the lining, giving a quilted effect, 
and providing soft, soothing comfort 
for sensitive toes. 

According to Mr. Rgaberts, 
women will wear shoes to fit the 
sion—thus_ the “corrective” 
shoes which would be difficult to detect 
as such, become “preventive” foot 
problem shoes and should be worn to 
business or for walking or 
standing. Since they can be 
in red, or brown, or black and 
comparable to any good shoes, 
is martyred by choosing them. 

Play shoes and other types of novelty 
shoes, as well as evening sandals have 
their place, too. A representative stock 
of this type is carried by Roberts Shoe 
Salon also. Mr. Roberts’ real satisfac 
tion, however, is not in selling 
that strike a customer’s fancy. He is 
really dedicated to relieving the suf- 
fering of his fellow humans in fitting 
them with shoes that are comfortable 
and correct for their particular prob- 
lems, and educating them to the wis- 
com of wearing the proper shoes for 
the occasion. 
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How to Make Each Sale 
TWICE PROFITABLE 


An easily-made companion sale of time-proven, 
effective, shoe inserts— Burns Cuboids—along 
with a pair of shoes will yield two profits from the 
if your store is typical... 


same customer. And... 


each day you fail to offer this added foot comfort, 


you waste 11 goiden opportunities at sales and 


profits! Cuboids retail up to $6.95 a pair. They 


require no space on the selling floor, but merely a 
few feet of storage shelf. It’s easy to get the whole 
you can arrange for a Cuboid Demonstra- 
tion in your own store. Write today. 


BURNS CUBOIDS, P.0. Box 658, Santa Ana, California. 
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Shoes, 


partments in Jackson, Detroit, Battle 
Creek and other cities, recently pur- 
chased the local McCoy’s Shoe Store 
at 320 South Washington Avenue. Me 
Coy’s has been in business here since 
1943. 
temodeling the store call 
for a completely front, display 


windows and interior arrangement, Ad- 


plans for 


new 


present lines of footwear 
Fall The 
with its present 


ditions to the 
will be made 
will 
management 


for business 


store continue 


Shoes Tie In With Apparel 
In Coffee Brown Promotion 


ROCHESTER, N, Y 
& Curr Company, 
in this 


Lindsay 
department 
area, tied in with 
dresses and handbags in 
a mid-Summer style promotion of coffee 
brown for Fall wear 


The 


Sibley, 
largest 
tore shoes 


coats, suits, 


store used 10 front windows on 
Main Street East and one window on 
North Street for the Each 
window featured the theme slogan 
“We like our coffee black. Brewed for 
today—strong for Fall.” 

A trestle table across each 
held glass jars of coffee coffee 
grinders, coffee cups and bowls of 
fruit. Two or three stools behind each 
long table added to the 
a snack bar 


promotion. 


window 
beans, 


suggestion of 


aomite- ({Y) Donnelly 


Shoe Store Equipment 


CATALOGUE 
1S RESERVED FOR YOU! 
z-- Mail Coupon Today! --- 


ROMITO-DONNELLY 


CORPORATION 


RAVENNA,OHIO 

















We are proud of our 146-year record as a 
leader in America’s commerce and when our 
notification legend goes on a manufacturer’s 
invoice it means that he is the kind of business 
man we are proud to serve. William Iselin 
& Co., Inc., 357 Fourth Avenue, New York 10, 
N. Y., 200 Keeler Bldg., Grand Rapids 2, Mich. 


Founded in 1808 





Notification 
of Stability 


This notice on a company’s invoice proclaims 
its integrity and ability. It tells you that here 
is a company dedicated to a policy of provid- 
ing the right merchandise at the right price, 
prompt and efficient service, and a thorough 
understanding of its customers’ problems. It 
also says this company has the financial sup- 


port to put this policy into operation. 



























William H. Barrett 


Newark, N. J.—William H. Barrett, 
prominent industrialist and president 
and founder of Barrett & Company, 
Inc., leather manufacturers of Newark, 
N. J., died at his home in Wellsville, 
Pa., August 3, at the age of 71, after a 
long illness. 

For many years a leader in the tan- 
ning industry, Mr. Barrett was respon- 
sible for many new developments in 
the production of calf leather. A found- 
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ing member of the American Leather 
Chemists’ Association, Mr. Barrett 
pioneered in many technical applica- 
tions of new leather production proc- 
esses in his own plant. During his long 
business career, he played a distin- 
guished part in industry affairs to 
which he devoted unceasing time and 
effort. Among the many offices he held 
was that of past chairman of the board 
of the Tanners’ Council of America. 
A resident of Brooklyn, N. Y., for 
many years, he was active in local 





civic and philanthropic affairs. 

Mr. Barrett is survived by his widow, 
Ethel Beard Barrett; a daughter, Mrs. 
James Beard; a son, Hunter L. Barrett, 
and five grandchildren. 


Joseph A. Schumacher 


MILWAUKEE—Joseph A. Schumacher, 
veteran retired shoe merchant and 
member of one of Wisconsin’s most 
prominent shoe retailing families, died 
July 12 at his home, 1006 E. State 
Street here. He was 90. 

The son of Anton Schumacher, a 
shoe merchant in Watertown, Wis., and 
Milwaukee a century ago, Joseph had 
entered his father’s store when a young 
man. The first Schumacher’s store 
here was on Reed Street, but the store 
was moved to the downtown section 
50 years ago where it had since re- 
mained, first in the Plankington Ar- 
cade, later in the Pfister Hotel and for 
the past nine years at 406 East Wis- 
consin Avenue. It was less than a year 
ago that Mr. Schumacher sold the 
Schumacher’s Boot Shop, which caters 
to only high quality clientele. 

Mr. Schumacher was a member of 
the Serra Club, an honorary member of 
the Milwaukee Rotary Club, a member 
of the Half Century Club of the Pere 
Marquette Council of the Knights of 
Columbus and a lifetime member of 
local, state and national shoe retailing 
associations. He had held offices in 
Milwaukee Shoe Retailers’ Association. 
He is survived by three sisters, all of 
Milwaukee. 





Bernard J. Coens 


Cuicaco—Bernard J. Coens, veteran 
Chicago shoe salesman died July 31. 
Mr. Coens who was familiarly known 
to the trade as “Barney” was 83 years 
old. He had been associated with the 
shoe business most of his life. 

He helped in the promotion and pres- 
entation of several shoe conventions in 
Milwaukee some years ago. He was ac- 
tive in the Shoe Traveler’s Association 
of Chicago. He had been associated 
with M. B. Holden, Irvin Drew Corpora- 
tion, and Lape and Adler. 

He is survived by his son Bert, who 
was associated with him in the repre- 
sentation of Irving Drew Corporation. 
Another son, a daughter, three sisters, 
and a brother, also survive. 


John J. Murphy 

SAN Francisco—John J. Murphy, 
vice-president of the Werner Shoe 
Company, a retail chain in the San 
Francisco Bay area, died July 28 at 
Franklin Hospital, San Francisco, af- 
ter a brief illness. He was 48 years 
old, 

Mr. Murphy had been elected vice- 
president on May 30 and had been gen- 
eral manager of the Werner Bay Area 
stores for the past year. He had been 
with the company for 29 years. 

Surviving are his widow, Ruth; a 
son, Jon; and a daughter, Joan. 
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T. F. Whelan 


RESEDA, CALIF.—T. F. Whelan, de- 
voted to the shoe industry all his life, 
died at the age of 82. 

Born in East Weymouth, Mass., he 
entered the industry as a cutter at the 
age of 14. When he moved to St. Louis 
he joined Wetheimer-Swartz as a cut- 
ting room foreman, and, in two years 
was promoted to superintendent of 
both the men’s and women’s factories. 

It was during this period that Mr. 
Whelan invented and received patents 
for a toe-drying rack, an innovation 
which first enabled shoes to be lasted 
as they are today. He also introduced 
the hollow heel for feather weight 
shoes. These were sold to the United 
Shoe Machinery Corporation. 

Mr. Whelan became associated with 
the Bannister Shoe Company, Newark, 
N. J., as superintendent in 1911. In 
1918 he became a partner in the Hol- 
land Shoe Company, Holland, Mich. 
Upon leaving Holland in 1926 he en- 
tered into a partnership with Howard 
& Foster in Brockton, Mass. 

His next shoe industry post was as 
a shoe stylist for Cole, Rood and Haan 
Company in Chicago, and in 1939 he 
and his son, T. Frank Whelan, Jr., set 
up the Bootone Polish Company, Inc., 
in Bellmore, Long Island. The plant 
was later moved to Lindenhurst, N. Y. 
He retired from this activity in 1946. 

Mr. Whelan is survived by his 
widow, Mrs. Elmore V. Whelan; two 
sons, T. Frank Whelan, Jr., with whom 
he had lived here during the past few 
years, and Charles H. Whelan, Sr., of 
Riverhead, N. Y.; a daughter, Mrs. E. 
Maureen Heaton of Palos Verdes, 
Calif.; a sister, Mrs. Ellen Holleran of 
Roslindale, Mass., and four grand- 
children. 


Reuben Stiefel 


ORLANDO, FLA.—Reuben Stiefel, who 
operated a leased shoe department in 
the Dickinson-Ives Company here, died 
at his Orlando home after an illness 
of several months. 

For many years, Mr. Stiefel was 
buyer and merchandise manager for all 
the shoe departments of J. Goldsmith 
and Sons, Memphis. He was one of the 
only three shoe buyers there during 
that firm’s entire history. 

Mr. Stiefel left J. Goldsmith and Sons 
about 1928 to go to Chicago where he 
took charge and managed all of the 
retail stores then operated by the Pea- 
cock Shoe Company. That company’s 
factory was then known as the Boyd- 
Welsh Shoe Company. 

When he left Chicago in 1935, he 
came to Orlando. The unincorporated 
Stiefel firm now operates leased 
women’s and children’s departments 
and a leased department at Rheinauers 
Ltd. in Ocala, Fla. 

Mr. Stiefel was born in New Madrid, 
Mo. He was a founder and charter 
member of the Congregation of Liberal 
Judaism, a past president of the Civitan 
Club, a trustee of the Salvation Army, 
a director of the National Shoe Re- 
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tailers Association for 14 years, and 
a past president of the Tri-State Shoe 
Retailers Association. 

His wife, Mrs. Adah M. Stiefel, died 
March 16, 1955. In addition to his son, 
E. Marshall Stiefel, he is survived by 
a sister, Mrs. Kal Asher of Memphis. 


W. A. Snyder 


DILLER, NeBp.—W. A. Snyder, 90, re- 
tired footwear retailer here, died in 
Diller on July 31, and funeral services 
were held at the Diller Congregational 
Church August 3. He was in business 
here for many years, part of the time 
in partnership with the late D. A. 
Stotts. 


IN-STOCK to retail ot $9.95. 


tion of high quality, 


‘money in the bank’’! 





Oscar Kornblatt 


Sr. Louts—Oscar Kornblatt, 
buyer for Famous-Barr Company, died 
of a heart attack July 18 in the club- 
house of the University City Munici- 
pal Golf Course. He was 48. 

Mr. Kornblatt, an employe of the 
St. Louis department store since 1928, 
was buyer of play shoes and the Red 
Cross department, 

He is survived by his widow, Mrs. 
Mamie Kornblatt, with whom he re- 
sided at 8152 Stratford Avenue, Clay- 
ton; a son, Dr. Melvin Kornblatt; two 
daughters, Miss Bernadine and Mrs. 
Marlene Hoffman; his mother, Mrs. 
Ida Kornblatt. 
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S&S Th 240 sacs 
ARE STEADILY RISING, 
—for these 5 good reasons! 


1. Excellent fitting 
combination lasts 
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In-stock 
service 
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Y 
Smart Lo-Line design oxford in Charcoal Brown, soft 


long-grain leather, black leather top trim around 

quarter and overlay, with non-slip quarter lining that 
assures excellent fit. Leather sole, full-grain insole, rubber 
heel, steel shank, Nylon stitched, No: 14 Combination last. 


Outdoor Life 


Shaw's steady sales increase and constantly growing 
list of retailers have made them the fastest growing line 
of men’s shoes in the country! Shaw's unique combina- 
moderate price, 
combination lasts, smart styling and national advertis- 
ing in 4 leading men's magazines gives retailers a 
profit-packed promotion that just can't miss! Add to 
this Shaw's exclusive Trade Builder system of supplying 
you with OVERNIGHT service from over 50 Shaw dis- 
tributors in every section of the country — and you'll 
soon see why our retailers say Shaw shoes are like f 


fine fitting 


M.T. SHAW, Inc., > Coldwater, Michigan 
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Charley Chase, who has had 27 years 
of shoe fitting experience, has joined 
Oppenheim’s, in Jackson, Mich., as man- 
ager of their balcony shoe department. 
He served with the Third Marine Divi- 
sion in World War II, as a podiatrist. 

o o * 

Homer G. Smith, assistant manager 
of the Austin Shoe Store in Texarkana, 
Ark., has been appointed manager of 
the Austin store in Marshall, Tex. He 
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About Shoe People 


succeeds manager Glyndell Waldrop. 
7 oz + 
Irving E. Silver, supervisor of the 
five Schiff Shoe Stores in Indianapolis, 
was elected a director of the Indiana 
Chain Store Council at its annual meet- 
ing. 
* + a 
Charles Bodine, sales representative 
of Yankee Shoemakers, was on hand to 
help Sid Freedman, owner and manager 





of the Bond Shoe Store at 966 Main 

Street, Walpole, Mass., open a new 

store at 681 Washington Street, Canton. 
* * - 

W. C. Carder has been made manager 
of the shoe department at Scott’s De- 
partment Store in Lancaster, Calif. Jack 
Freedman, who owns the shoe depart- 
ment, also has similar operations in 
Inglewood, Santa Monica and Los 
Angeles. . 

” oa ~ 

Raymond Pino, who was with the 
Cannon Shoe Company for 15 years, 
has opened his own shoe store at 828 - 
Palmdale Boulevard, Calif. under the 
name of Raymond Shoe Store. 

- * * 

Leonard Yaffe, formerly connected 
with the C. H. Baker Shoe Company in 
Beverly Hills and Hollywood, Calif., has 
opened his own children’s shoe store in 
Van Nuys. 

” * * 

Jules Arbiter, who for many years 
was buyer of children’s shoes at Mandel 
Bros., Chicago, opened a children’s shoe 
store, called Kid-Land Children’s 
Bootery, at 3861 Santa Rosalia Drive, 
Crenshaw Village, Los Angeles. 

. Se. @ 

The fifth retail shoe store of the 
Gladstone chain in Vermont was opened 
at Bennington. The new outlet is man- 
aged by Arnold Batavia. 

” » * 

Michael J. Andosea, Rutland, Vt., 
formerly with the Merit Clothing Store 
there, has purchased the Gardner Shoe 
Store at Newport, N. H. 


* * * 







Louis and Anthony Rossetti, owners 
of the Publix Shoe Store at 14 Bartlett 
Road, Wirthrop, Mass., have doubled 
selling space there. 

” * * 

A business name has been filed in 
the Erie County clerk’s office for the 
Kingston Shoes, 90 West Chippewa 
Street, Buffalo, by Philip A. and 
Charles P. Kingston. 

+ ~ + 

Pere Hall, who has been with the 
Weissberger Shoe Company since 1946, 
is the new manager of Taylor’s Shoe 
Store, Hillsdale, Mich. He formerly 
was manager of a shoe store in Grand 
Rapids, Mich. He has taken up resi- 
dence in Hillsdale with his family. 

+ * + 

Billy-Carol Shop, which specializes 
in clothing and shoes for youngsters 
up to three years of age, opened for 
business in Saginaw, Mich. Mrs. Sam- 
uel M. Taylor is proprietor of the shop, 
located at 1321 Myrtle. 

+ + oe 

Charles H. Fish recently added the 
third store to his shoe business. Oper- 
ated as C. H. Fish, it is located at 190 
Taunton Avenue, Seekonk, Mass. It 
has 1,680 square feet of floor space,. 
and has ample free parking facilities. 
The building is set back 40 feet from 
the sidewalk line, so that parking is 
available right in front. 
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Bob Silva, who has been managing 
a shoe store at Corpus Christi, Tex., 
has been transferred to Joplin, Mo., 
to serve as manager of Barker’s shoe 
store, 530 Main Street. Mr. Silva has 
had considerable experience in the 
business and has managed stores for 
the Barker Company in its Texas and 
Florida districts for the last 10 years. 

* & x 

The Tryle Walk shoe store, formerly 

located in the Waldheim Building, has 


of Belmont Avenue and Gypsy Lane. 
Construction started in June, with 
completion set for about November. 
. + + 

Nobil Shoes will open a store in a 
new $2,000,000 shopping center just 
started at U. S. Rt. 6 and State Rt. 2, 
east of Sandusky, O. This will be the 
first shopping center in that city, and 
is being built by Realco Plaza, Inc., 
headed by William Cafaro and other 
Youngstown interests. Completion date 


opened at 100 East Exchange in Fort 
Worth. A. Canales, manager, has re- 
duced price footwear on racks in the 
store the customer may see and 
select for himself. The shoes obtained 
from factory closeouts and from over- 
stocked retailers, range from _ size 
double O in a baby shoe to 10% for 
women to 13 for men. 

7 * + 


80 


Joe Jirasek, recently transferred 
from the Whittier Boulevard store, has 


leased storeroom area at 321 East has been set for November. Center will 
Eleventh Street, Kansas City, in a two- have 20 stores. 
story building recently purchased by eee 
Joseph Flamm. Dr. Walter P. Macey C&S Outlet shoe store, an establish- 
owns and operates the shoe store. The ment for the entire family, has been 
storeroom has been remodeled for oc- 
cupancy of the firm. 
A x ak 

Richard Shirar has replaced Harold 
Grant as assistant manager of the 
Schiff Shoe Store, Kokomo, Ind. Mr. 
Grant is manager in Crawfordsville, 
Ind. Larry Morris, assistant manager 
of the firm’s store at Huntington, Ind., 
has come to the Kokomo store as head 
of the men’s and boys’ shoe depart- 
ment. 


been named manager of Leed’s shoe 
store at 553 South Broadway in Los 
Angeles, according to an announce- 
ment by A. C. Landau, supervisor for 
Edison Brothers. 


how to 


ring up an extra 


x * + 


A business name has been filed in the sale with eve ry 
Erie County Clerk’s office, Buffalo, 
N. Y., for Howard’s Shoe Company, 
311 Main Street, by Samuel H. Glan- 


greco. 


pair of dance 


* # * 


Robert Evers, who has been sales su- 
pervisor of the men’s and boys’ shoe 
department at the J. L. Hudson North- 
land Store in Detroit since its opening 
last year, has been promoted to man- 
ager of this department. He succeeds 
Robert M. Eckert, who opened the de- 
partment. Mr. Eckert is moving out 
of the shoe field, to become assistant 
buyer of men’s furnishings for the 
main Hudson store. 

a + * 


footwear 





G. Cooper Johnson of the Peter John- 
son Company, Port Huron, Mich., was 
elected president of the Michigan Shoe 
Retailers Association. Mr. Johnson was 
formerly secretary-treasurer of the 
state association. He succeeds Dr. 
Morton Hack of the Hack Shoe Com- 
pany, Detroit, who becomes chairman 
of the board of directors. 

* ” ae 


prune K NIT 


LEOTARDS 


The manager of Evans & Schwartz 
Shoe stores in Columbus, T. 8. Johnson, 
announced the appointment of Arthur 
Schreiner as manager of the firm’s 
store in Graceland Shopping Center, 
located at 5041 North High Street. 

* * + 

Thomas Minich has been named man- 
ager of the Value Shoe Store, 813 South 
Calhoun Street, in downtown Fort 
Wayne, Ind. He has been in the shoe 
business six and a half years, coming 
from Fishman’s, another local store. 

* * * 


Surveys prove that a valuable 
extra sale can easily be made by 
showing your customer a 

Princess Leotard af the time she 
buys her dance footwear. 
“Spring-Knit" of durene yarns, 
the Princess * 
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Sizes 2-14 — $2.25; 
10-20 — $2.50. 


with every 


BERNED SHOE CO. 
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207 ESSEX ST., 


Lustig’s Shoes, downtown shoe store 
with several suburban shopping center 
stores, has leased a unit in the new 
$2,500,000 Gypsey-Bel Shopping Center 
to be built on a 30-acre tract at corner 


~ Distributors 


BOSTON 11, MASS 
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Thousands of active people in your area need 
shoes that really fit... that feel restful and 
comfortable all day long! Dr. Scholl’s Shoes are 
quality-made of finest, softest leathers over 26 
different lasts, each designed for a particular 
type of foot. Many styles. Moderately priced. 
Your key to vastly increased sales volume and 
highly profitable repeat business ! 


Fast 24-hour in-stock service... 
the largest size-range in the world! 
2% to 13) AAAAA to EEEEEEEE 


Write for CATALOG showing the complete in-stock line of 
nationally advertised Dr. Scholl's Shoes for Men and Women. 


THE SCHOLEL MFG. CO., INC. 
CHICAGO 10, ILL. 


213 W. SCHILLER ST. ° 


your best way to se 





rve a big market! 


















Also in Brown Kid, Style 2424, Sizes: AAA-EE, 4—10 


SIZE RANGE FOR No. 2124 AS ILLUSTRATED : 
AAAAA 64—13 A 4—13 Em * 
AAAA 6A—13 B 3—13 EE 4 —13 6 
AAA 5 —13 C $18 EEE 44-13 ° 
AA 4 —13 D 3—13 ams. - 






Style 
No. 2124 


Soft kid, combined with 
scientific construction gives 
this shoe the ease of a slipper 
and comfortable wear of a fine 
walking oxford. Flexible leather 
insole; suede heel lining. Goodyear welt. 


14/8 leather heels with rubber top lifts. 
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Letter to the Recorder 





Exact Fitting Only Profitable 
Way to Stay in Shoe Business 
Editor, Boot AND SHOE RECORDER: 


Today, more than ever before, SIZES 
play a most important part in the 
operation of a successful shoe store. 

I definitely don't believe in ordering 
N&M widths, especially in 4uality 
shoes. Any customer paying $20 or 
more for a pair of shoes, certainly de- 
serves to get her exact fitting. In- 
ability to render such service certainly 
doesn’t create goodwill, 

I carry in stock AAAA to EEE 4 
to 11. And in view of the fact I get a 
cross section of the country, I sure 
can use every size, and each customer 
is properly fitted. When out of size, 
we special order it. 

When a patron is fitted to 6M and 
she needs 6C, you have made a sale, 
but not long after the shoe will stretch 
out of shape and feel uncomfortable. 
The customer's reaction will be, “Oh! 
I can’t wear BLANK shoes; the last 
doesn't fit my foot.” 

Any intelligent shoe man knows that 
she could wear BLANK shoes, if she 


was fitted correctly. 
Moral of this story is: You may sell 
a pair of shoes, but you can’t buy the 
customer, unless you provide her with 
exact fitting. 
P. S.—Don’t sell your customer to 
your competition. 
CHARLES HARRIS, 
President, Hasco, Inc., 
Laird Schober Shoe Salon, 
Miami Beach, Fla. 


Conformal Shop in Detroit 
Moved to Shopping Center 


Derroit—The Conformal Shoe Store, 
located downtown at 2014 Park Avenue 
for the past 11 years, has been moved 
to, northwest Detroit at 13220 Mc- 
Nichols Road, in the Mercury Shopping 
Center, which has grown steadily as a 
community center since before World 
War II. 

The store, only exclusive Conformal 
outlet in the city, was purchased by 
O. T. Watkins, who had managed it 
since its opening, from the Conformal 
Shoe Company. Mr. Watkins, who is 
a well known leader in local retail cir- 








cles, for many years held the posts, 
successively, of secretary and vice-pres- 
ident of the Detroit Shoe Retailers As- 
sociation. 

Carrying men’s and women’s shoes 
at present, Watkins plans to add a de- 
partment of children’s shoes in the near 
future. 

The new store is unusual in design, 
with a polished black macotta front on 
the one-story structure. It has a wide 
center entrance vestibule, flanked by 
deep display windows angled at about 
25 degrees. 

The store is 20 by 80 feet, with white 
acoustic ceiling and white flourescent 
lighting extending the full depth down 
the middle. Twenty chairs are placed 
back to back down the middle, uphol- 
stered in a brown-toned rose on one 
side, and a dark chartreuse on the 
other. The west sidewall and the rear 
are finished in bright yellow, and the 
other wall in dark green. Open stock is 
positioned along both sidewalls. Gen- 
erous use of full length mirrors creates 
an illusion of greater size. 

A display case greets the customer 
at the front, before the back-to-back 
chairs are reached, and a wrapping 
desk is placed at the rear. In back of 
this, one section about 12 by 15 feet is 
separately partitioned off, to serve as 
an office and service room. 
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Financial News 





National Shoes, Inc., Places 
42,800 Shares on Market 


New York—An offering of 42,800 
common shares of National Shoes, Inc. 
stock, at $7 a share, was placed on the 
market by the corporation’s agent, C. 
E. Unterberg, Towbin and Company. 

This financing, the retail shoe com- 
pany’s first, represents about eight per 
cent of its capitalization. 

National Shoes said it would use 
proceeds from the sale of shares as 
working capital. It operates 109 retail 
stores in New York and New Jersey. 


Endicott-Johnson Fiscal 
Earnings Top 1954 Figure 


Enpicort, N. Y.— Higher earnings 
and sales were reported by Endicott- 
Johnson Corporation for the six 
months ended May 28. Net earnings 
of $1,489,143 for the 1955 period com- 
pared with $945,799 a year ago. Net 
sales for the six months were $66,387,- 
291 this year against $61,995,684 for 
the corresponding period last year. 

Inventories of finished footwear on 
hand and in the company’s own stores 
declined from $30,936,101 a year ago 
to $25,291,238, and all inventories, in- 
cluding raw materials and supplies, 
declined from $48,391,108 a year ago 
to $40,970,486. 

Federal income taxes for the 1955 
period were $1,375,000 compared with 
$1,030,000 a year ago. 





O’Sullivan Net Sales Up 


WINCHESTER, VA.—O’Sullivan Rub- 
ber Corporation second-quarter net 
sales were $1,736,000, an increase of 
10 per cent over last year and approxi- 
mately equal to first-quarter volume. 
Net income declined from last year as 
a result of operating losses in the Plas- 
tics Division. Earnings for the six- 
month period were equivalent to 6% 
cents per common share, compared with 
6 cents a year ago. 


Shoe Sales Volume Spurts 
In South’s Sixth District 


ATLANTA—Sales of men’s and boys’ 
shoes and slippers in department stores 
in the Sixth District rose 12 per cent 
during the first four months of this 
year compared with the corresponding 
period a year ago, according to the 
Federal Reserve Bank of Atlanta. 

Women’s and children’s shoes in- 
creased six per cent in sales during 
this same period. 

The Sixth District is composed of 
stores in Georgia and Florida, and 
parts of Tennessee, Alabama, and 
Louisiana. 
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In Georgia alone, men’s and boys’ 
shoes and slippers gained 20 per cent 
from January through April, while 
women’s and children’s shoes jumped 
10 per cent for the same period com- 
pared with the like period last year. 





Wolverine Production Rises, 
Orders Run Ahead of 1954 


Rockrorp, Micu. — The Rockford 


shoe manufacturing plant of the Wol- 
verine Shoe and Tanning Corporation 
has achieved a 20 per cent increase 
in production, it was reported by R. H. 
Krause, executive vice-president. A 45- 
hour work week is in effect there. 


Mr. Krause announced, at the same 
time, that production in the corpora- 
tion’s Ithaca plant is being increased 
10 per cent. 

With inventories in balance, Mr. 
Krause said booked orders are already 
running more than 15 per cent ahead 
of 1954 and that the production increase 
was necessary to insure meeting de- 
livery schedules. 












“It’s usually a problem and a hardship for par- 

ents to meet the expense of corrective snoes. 

“This was brought home to me very clearly 

| when one of my daughter's children needed 

a surgical shoe. I was amazed at the high 

| price she had to pay...and decided to do 
something about it. 

“We put all 57 years of our shoe-making 
experience into designing a brand-new sur- 
gical shoe without sacrificing quality. Your 
customers can afford to buy it and it is avail- 
able to you at a low price. You can offer par- 
ents a real help—and make those parents your 
friends and customers for years to come. 

“Let me tell you about the new Cosyfoot 


COLOR: White, Etk 








MAIL COUPON 





NOW FOR ' SEND 
TRIAL PAIR ON /; 
APPROVAL /: «., 



















Mr. Louis C, Weld, President of G, W, Chesbrough Co., 
the new Cosyfoot surgical shoe with a Denis Browne splint 


SIZES, 000, 00, 0, 1, 2, 3, 4 


Full pairs, split pairs or single shoe orders filled — 


G.W. CHESBROUGH, INC. 


797 SMITH STREET - 


}) rigid sole 
revents buckling 
or warping 
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f Firm counter holds 
, heel gently, 
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surgical. It's designed for use with or without 
Denis Browne or night ‘splints. It’s a pre 
walker on a straight last, The open toe allows 
for normal growth. You can see toes are 
correctly aligned, You can make sure the heel 
is set fully down in the shoe, 

“Notice the toe area is as wide as the ball 
measurement, This allows the foot to grow 
Straight, without pressure from inner or outer 
edge. This shoe is made to hold its shape 

“Write for a trial pair of these moderately 
priced surgicals, Show them to your orthope- 
dic surgeon and pediatrician, Test them with 
him and get his approvat. Then take advan- 
tage of the opportunity waiting in this field,” 


narrow and wide 


no extra charge 


ROCHESTER 6, N.Y 
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ONLY EARLY BIRD 


LIKE THESE! 


LUES 








HERE’S THE EARLY BIRD FORMULA: Unsurpassed Quality at 
their low, low prices +- 55 clever styles kids love +- top — 
materials and workmanship = Faster Turnover, More Value, Bigger 





Profits For You! Demonstrate it in your own store. Write today. 


~ 
In-Stock 
IMMEDIATE 
DELIVERY 
SIZES 8%-3 


373 

Little 

Girls’ Oxford 
Cherry Red 
Antiqued 
374—Same in 
Brown 


fog caver Sp 


Little 
Gents’ Oxford 
Brown 
Antiqued 
U Wing 
445—Same in 
Black 


ot Shoes, Inc. 
Lititz, Penna. 








Department Store Combine 
Adds Major West Coast Unit 


New YorKk—The Associated Dry 
Goods Corporation, one of the nation’s 
largest department store chains, will 
shortly absorb the holdings of the 
J. W. Robinson Company of Los 
Angeles, a major West Coast store. 

Robert J. McKim, president of As- 
sociated, and Edward R. Valentine, 
chairman of the Robinson board, made 
the announcement jointly. Associated 
will pay for the acquisition partly in 
cash and partly in Associated common 
stock, 

The sales volume last year of Robin- 


son’s and its branches in Beverly Hills 
and Palm Springs, Calif., totaled more 
than $32,000,000. 

The Robinson unit will become the 
eighth in the Associated chain. The 
chain projected a combined sales vol- 
ume of about $200,000,000 with total 
assets of more than $90,000,000. 

Mr. McKim said Robinson’s two 
branches will be operated as an 
autonomous division of the parent 
concern, in the same manner as As- 
sociated’s other stores. Mr. Valentine 
will continue as chairman of the board 
of the Robinson division and Donald 
Buckingham will continue as president. 


What's New 


Slippers that Stretch 
New Product by Trimfoot 


New YorKk—Trimfoot Hosiery has 
placed its newest product — slippers 
that stretch—on the market. 

The slippers are made of 100 per 
cent nylon yarn and are designed with 
elasticized top, lace edging and a wool 
pom-pom trim, 


The photo shows Trimfoot Hosiery’s new 
stretchable slipper made of nylon yarn, 
now placed on the market. 


The slippers are designed for in- 
fants, children and misses. The in- 
fants’ and children’s model is known 
as “Cuddles” and “Comfies” for misses. 

They are available in a range of pas- 
tels and high shades as well as white 
and black. Each pair is gift-packaged 
in a polyethylene box. 

Trimfoot’s overall designation for 
the line is “Slipovas.” It bears the 
Good Housekeeping Guaranty Seal and 
the Parents’ Magazine Seal. 


Goodrich Develops New Heel 


AKRON—Non-marking rubber heels 
and soles, in the premium grades, are 
now being marketed by The B. F. 
Goodrich Company, according to Fred 
A. Lang, general manager of the rub- 
ber company’s shoe products division. 
Mr. Lang said that development of 
BFG’s new non-marking rubber com- 
pound stems largely from requests for 
help received from American house- 
wives who sharply defined the problem 
in a steady flow of letters. 


Footcraft Wins Display Prize 


ORLANDO, FLA.—The Footcraft Shoe 
Store at 26 North Orange Avenue, won 
first prize in a national window display 
contest conducted for Naturalizer 
Shoes by the Brown Shoe Company of 
St. Louis. A. W. Gamble is manager 
of the store, and the prize-winning 
window was designed by Stanley 
Becker and Dorothy Flambeau. 
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Manufacturers Receptive to Union Offer Shoe Union Head 


Initial Comment Goes Along With Shoe Unions’ $100,000 


Fund Offer to Promote Greater Per Capita Consumption 


NEw York — Responsible members 
of the shoe industry, convened from 
all over the country at the opening of 
the Leather Show here, buzzed over 
a single topic of conversation: the 
disclosure in the August 1 issue of 
Boot AND SHOE REcoRDER that the 
largest labor union in the shoe indus- 
try, the 60,000-member AFL Boot & 
Shoe Workers Union stood ready to 
contribute an initial fund of $100,000 
toward an industry-wide fund to pro- 
mote increased consumption of shoes 
in this country. 

Comments and reactions to this dis- 
closure were beginning to come in as 
the RECORDER went to press. 

James S. Legg, vice-president of 
Heydays Shoes, Inc., had this to say 
concerning the union offer: 

“The poor job of shoe distribution 
is known to all who have permitted 
themselves to face the facts. It has 
grown consistently delinquent for some 
years. 

“There are several elements within 
the industry that have caused, and 
encouraged this, and it will continue 
to grow poorer until our industry edu- 
cates itself. 

“The gesture of the union is no dif- 
ferent than recent programs of shoe 
factories. They have extended them- 
selves to perpetuate themselves. I think 
it is a wise move on the part of the 
union. It should very forcibly call to 
the attention of this industry the seri- 
ous shape it is in, and that improve- 
ment of any one segment of it in re- 
cent years has been to the loss of an- 
other. 

“Many factories survive only by 
copying other factories and undersell- 
ing them. Without some small alert 
plants to originate things for the 
larger factories to copy, our industry 
would be in worse shape than it now 
is and the growth of factory-owned 
stores is proof enough of the truth of 
this situation. 

“The union is merely following the 
preachment of Teddy Roosevelt, who 
said, ‘No one has a right to live off 
an industry without doing something 
to improve that industry.’ Factories 
would do well following this advice 
too.” 

Edgar E. Rand, president of Inter- 
national Shoe Company, largest in the 
nation, commented, “The union’s offer 
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is timely and will certainly be con- 


sidered at the meeting of the Shoe 
Institute on August 9.” 
Paul Johansen, president of the 


Valley Shoe Corporation of St. Louis 
and also president of the St. Louis 
Shoe Manufacturers Association, said 
he spoke only in his capacity as presi- 
dent of the corporation. 

“It is a fine offer,” he declared, ‘on 
the part of the union which ties in very 
well with what various shoe manu- 
facturing groups have been attempting 
to do to promote the sale of shoes. | 
think that any money spent in this way 
would certainly be considered worth- 
while.” 


Prima Keeps Abreast 


Of Ballet Slipper Fad 


COLUMBUS, O.—With the fad of girls’ 
adapting ballerina slippers to everyday 
use catching on more with each passing 
month, Prima Footwear Inc. has gone 
along and produced a left and a right 
shoe for the purpose. Regular ballerina 
shoes are the same for each foot. 

Prima, which manufactures women's 
and misses’ cement process shoes, is one 
of the largest producers of ballet shoes 
on a mass production basis. It has done 
most of its expanding since its plants in 
Columbus were founded in 1944, Offices 
of the firm are now located in New York, 
Chicago, Los Angeles, Dallas and Talla- 
hassee, Fla. 

Several of the machines used in the 
plants here were designed by Charles 
Bobst, general manager of the Ann 
Street factory. The larger Ann Street 
establishment makes shoes for everyday 
wear, while the Wagner Street plant 
produces only theatrical footwear. 

Little did Mark Doetsch, president of 
the corporation, know back in 1931 that 
what started as a two-man production 
unit in his basement would grow Into the 
large operation it is today. 

The company employs 410 persons in 
Columbus. !* services more than 400 ac- 
counts and has a volume of business of 
more than $4 million annually. 


Robert Stolz, advertising manager 
of the Brown Shoe Company said, “Our 
company generally agrees with the 
principle of a promotional campaign 
designed to increase the per capita 
consumption of men’s, women’s and 
children’s shoes. 

“Brown Shoe will always sit down 
to discuss the advantages and dis- 

[TURN TO PAGE 114, PLEASE] 











Hails $1 Minimum 


BostoN—Contrary to opinions ex- 
pressed by some shoe industry officials, 
the increased minimum wage from the 
current 75 cents to the $1 level re- 
cently approved by both the Senate 
and House, will work to the benefit of 
the shoe industry, according to John 
J. Mara, president of the AFL Boot & 
Shoe Workers Union. 

“The negative approach to the $1 
minimum wage appears to be more 
concerned with unjustified fear and 
presumption than with realistic facts,” 
said Mr. Mara in a statement issued 
to the press. “It has been repeatedly 
voiced that minimum wage increases 
would raise shoe prices and reduce 
sales, Yet, since 1938 retail shoe sales 
have risen by $2.3 billions, a 266 per 
cent boost. It was repeatedly said that 
employment would be forced down, Yet 
the industry today employs 20,000 more 
production workers than it did in 
1938.” 

Mr. Mara said that about 40-50 
thousand shoe workers, or about 20-22 
per cent of the total, now receive less 
than the proposed $1 minimum. Many 
of these, however, are in the low-wage 
areas such as the South. And many 
are learners. 

Mr. Mara cited figures showing that 
over the past three years average 
hourly earnings in the shoe industry 
have advanced only a penny a year— 
from $1.32 in 1953, to $1.34 today. In 
the three-year period 1952-54, average 
weekly earnings actually fell—from 
$48.26 in 1952, to $48.15 in 1954, For 
the past eight years, 1947-54, average 
weekly hours worked have hovered in 
the low range between 36 and 38 hours. 

“These official figures,” he said, “are 
hardly indicative of any wage gains by 
shoe workers in recent years. To the 
contrary, the figures are quite dis- 
couraging. About 25-30 years ago the 
shoe industry was paying about the 
sixth highest wages in all industry. 
Today the shoe industry rates about 
sixty-fifth in this respect.” 

Mr. Mara cited several long-term 
benefits he thought could accrue from 
the higher minimum: 

@It would tend to attract and hold 
needed younger shoe workers. 

@ The improved quality of workers 


would provide improved quality of 
production, higher productivity, and 
improvement in over-all plant ef- 
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Big Shoe Cargo Leaves France for U. S. 


The first batch of the largest single shipment of French shoes to America is shown 
being loaded on the liner $. $. Liberté from the docks of Le Havre, France. The 
consignment is for the John Ward Shoe Company. 


New York — French commerce of- 
ficials and executive officers of the Mel- 
ville Shoe Corporation were present at 
the John Ward Shoe Company’s retail 
store, Forty-seventh Street and Madi- 
son Avenue, to mark the largest single 
shipment of French shoes ever made 
to the United States and to inaugurate 
the addition of a new line of men’s 
shoes—Clerget of France—by John 
Ward, a Melville subsidiary. 

A. C. Fellman, vice-president in 
charge of American sales for Clerget— 
Chaussures Clerget—said the line is 
distinguished by Continental styling, 
a featherweight lightness though they 
look heavier, hand-made inseams and 
buttings, and 18 styles in French calf- 
skin, suedes and grains. 

John Ward has placed all 18 styles 
on order, 

During the ceremony a special win- 
dow was dressed to feature the Clerget 
line. To label the line unmistakably 
to passersby the window featured a 
replica of the Eiffel Tower, a French 
Line-Liberté lithograph, and the Tri- 
color. The shoes were arranged to show 
all styles and toe, heel and sole views. 

Present to mark the occasion were 
Jean Trocmé, French commercial at- 
tache in New York; Pierre Weill, as- 
sistant to the commercial counsellor 
of the French Embassy; John Gavin, 
general manager of the John Ward 
Shoe Company; John J. Carroll, district 
supervisor and manager of the John 
Ward Shoe Company, and David Mel- 
ville, executive assistant to Mr. Gavin. 

Mr. Fellman said in honor of the 
shipment Chaussures Clerget had made 
a movie film showing the complete 
manufacturing process of the shoes, 
the loading of the shipment aboard the 
S. S. Liberté at Le Havre and the dock- 
ing of the ship and unloading in New 


112 


York. Clerget will show the film during 
the annual leather show, Semaine du 
Cuir and de la Chaussures, to be held in 
Paris in September and also at the 
Clerget exhibit in Chicago during the 
National Shoe Fair. 


Hahn Calls ‘Extra Pairage’ 
An Index of Industry Growth 


Cuicaco—“The shoe industry should 
take a hard second look at what it has 
habitually termed ‘extra pairage’ sales. 
It may be surprised to find that a good 
share of these sales aren’t extra pair- 
age at all, but instead are part of the 
industry’s natural growth pattern re- 
sulting from a steadily rising sales and 
consumption trend in shoe business.” 

In a statement issued to the National 
Shoe Fair Committee, Gilbert Hahn, 
president of the National Shoe Retail- 
ers Association, and a committee mem- 
ber, declared that “shoe business must 
recognize that consumers are buying 
and using more types and styles of 
shoes because of their expanding activi- 
ties and needs. Yesterday’s ‘extra 
pairage’ types of shoes are today nec- 
essary items in the consumer’s shoe 
wardrobe. The third or fourth pair of 
shoes is no more an ‘extra’ sale than 
is the family’s second car or third 
radio. These are natural additions to 
our expanding needs and wants and 
a higher living standard.” 

Mr. Hahn, illustrating his point 
further, said that women’s playshoes 
and casuals continue to be classified as 
“extra pairage” by many retailers— 
even though these items today are as 
“basic” to the shoe wardrobe as are 
regular shoes. 

“We're making and selling 100 mil- 
lion more pairs of women’s shoes an- 
nually than we did 20 years ago. That’s 


due to natural growth, not extra pair- 
age. Today’s new softie-flattie shoes 
are likewise being termed ‘extra pair- 
age’ when actually they’re a fresh idea 
adding further to the natural sales 
growth pattern because they fill a con- 
sumer want or need.” 

Little girls and children, said Mr. 
Hahn, are today consuming nearly five 
pairs annually as compared with only 
three pairs a decade ago, a 65 per cent 
increase. “Fashion is playing an im- 
portant role in raising sales here. The 
mistake is to regard fashion footwear 
for juveniles as ‘extra pairage’ instead 
of the means for a natural higher ievel 
of consumption because today’s kids 
are fashion-minded.” 

Mr. Hahn urged the shoe industry 
to adopt “a more realistic view” in 
classifying extra-pairage shoes and 
sales. Extra-pairage stems from the 
short-lived “fad” shoe, or from a sec- 
ond pair of the same-style shoe in an- 
other color or heel height. But today’s 
basic shoe wardrobe for men or women 
requires a minimum of six or seven 
pairs, and a yearly turnover of some 
five pairs — “provided we do a good 
merchandising job at both the manu- 
facturing and retail levels.” 


New Trade Show Center 
To Open in New York 


New York—aA new and ultra-modern 
national trade show center will be 
opened this Fall in the heart of New 
York City. It will help to fill the void 
created by the closing of the Grand 
Central Palace two years ago, as in- 
dustry’s trade show place. 

Renovation and reconstruction of the 
former Ludwig-Baumann  12-story 
building at 500 Eighth Avenue, be- 
tween 35th and 36th Streets, is now 
being completed at a cost of $2 million 
to meet industry’s increasing demands 
for such a trade center. 

The structure will be officially named 
The New York Trade Show Building. 
Formal opening ceremonies will be held 
in October. National, state and city 
business leaders are expected to attend 
the event. 

The New York Trade Show Building 
is located in the center of the world’s 
greatest commercial and shopping area. 
It is connected directly with Pennsyl- 
vania Station through an_ under- 
ground passage-way and conveniently 
surrounded by all subway lines. Di- 
rectly across from the Hotel New 
Yorker, it is four blocks from the Port 
Authority Bus Terminal, and is easily 
accessible from the nearby Lincoln 
Tunnel and West Side Highway. 


Coast Names Show Chairman 


ANGELES— Warren G. Hickey, 
Simplex Shoe Manufacturing Com- 
pany, was named chairman of the 
West Coast Shoe Travelers Associa- 
tion’s spring shoe show to be held in 
Los Angeles November 13, 14, 15 and 
16. 


Los 
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Hood Holds Sales Meetings 
In Philadelphia, St. Louis 


WATERTOWN, Mass.—The annual 
Summer sales meetings of the Hood 
Rubber Company and B. F. Goodrich 
Footwear Division were held recently 
in Philadelphia and St. Louis. The 
new 1956 lines of “P-F” canvas shoes 
and “Sun-steps” casual shoes, as well 
as advertising and sales promotion 
plans, were presented to the salesmen 
at these meetings. 

District managers and salesmen from 
the eastern branches attended the 
Philadelphia meeting and the western 
managers and salesmen were present 
in St. Louis. 

J. S. Barrie, vice-president in charge 
of sales, opened the meetings with the 
prediction of another banner sales 
year with a colorful line of fashion- 
right casual shoes. These numbers, he 
said, will feature Continental touches 
from such style centers as _ Italy, 
France, Spain and Holland. Mr. Barrie 
also announced an expanded television 
advertising program for “P-F” canvas 
shoes, plus new ideas in colorful, tie-in 
sales promotional materials. 

R. F. Little, general sales manager 
of the B. F. Goodrich Footwear Di- 
vision, and Mr. Bar?ie conducted three- 
day meetings to prepare the salesmen 
for the selling season ahead. Mr. Bar- 
rie presided at the Hood meetings in 
the absence, due to illness, of Charles 
M. Campion, Hood Rubber Company 
general sales manager. 
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Lead the town in handbag fashion with the 
most complete, the most beautiful department . 
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Chartered Sole Corporation 
Initiates Licensing Schedules 


Detroir—The Hack Ripple Sole Cor- 
poration has been chartered as a Mich- 
igan corporation to handle the manu- 
facturing and distribution of the new 
Hack Ripple Sole, invented by Nathan 
Hack, founder of the Hack Shoe Com- 
pany here. The company is authorized 
for a capitalization of $50,000, with 
common stock issued at $100 par value. 

Principals in the new company, 
which has offices at 28 West Adams 
Avenue, Detroit, are Nathan Hack and 
his two sons, Leonard and Morton, now 


ook jo’ 


HANDMADE 
HAND-LASTED 





actively operating the Hack Shoe 
Company here. 

The Beebe Rubber Company of 
Nashua, N. H., has been licensed to 
manufacture the Ripple Sole, according 
to Morton Hack. Shoe companies fran- 
chised for the use of the Ripple Sole 
include L. B. Evans’ Son Co., Wake- 
field, Mass., men’s casual shoes; Miller 
Shoe Company, Cincinnati, women’s 
welt shoes; C. H. Alden Co., Brockton, 
Mass., men’s supportive shoes, Other 
firms will be licensed at a later date 
when sufficient production is available 


to assure a supply the corporation said. 
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in Dance Footwear 


@ Finest quality at lowest 
prices — the value stand- 
ard of the industry. 


IMMEDIATE 24-hour, In- 
Stock service always. 


Prima is the COMPLETE 
dance footwear line—one 
source for all your needs. 


Endorsed by studios, 
teachers and students 
everywhere, 
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PRIMA Footwear, Ine. 
705 Ann Street, Columbus 6, Ohio 


















Make friends and profits, too 
-» with fast-selling Color-Renew! 


¢ Dries Lustrous without brushing 


¢ Water-repellent—will not rub off 
¢ Covers worn spots evenly without 


streaking 
¢ Easy enough for a child to use 
¢ In 17 popular leather colors 


¢ Retails on money-back guarantee 
25¢ Retail —enough for 100 applications 
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Shoe Union Head Hails 
$1 Per Hour Minimum 

[CONTINUED FROM PAGE 111] 
ficiency of operation. 

@ Impreved wage scales would cut 
costly worker turnover. 

The cost of labor turnover in the 
shoe industry, he said, is reliably esti- 
mated at $500 per man. A 200-man 
plant, for example, with a turnover 
of 15 workers per month would suffer 
an annual turnover cost of $90,000 a 
year. The annual labor turnover cost 
for the shoe industry is estimated at 
several millions of dollars. 

“Most of these workers leave shoe 
factory work because of the low wage 
levels and employment instability. 
More attractive earnings could retain 
many of them, cutting heavy training 
costs for new workers, and bring sub- 
stantial savings to the industry, as 
well as creating a more contented and 
productive work force.” 

He pointed out that fewer young 
people were entering the shoe labor 
force, For example, in 1939, some 30 
per cent of all male shoe workers were 
45 years of age or over, as compared 
with 40 per cent today. In 1939, only 
two per cent were 65 years and over, 
as against more than six per cent to- 
day. Of 21 major industries listed by 
the Labor Department, only one had 
more workers of 45 years of age and 
over, and the shoe industry was first 
with workers 65 years of age and over. 

He stated that since the 25-cent mini- 
mum went into effect in 1938, there 
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Back to School 
with CAVALIER ~ 





Color-Renew | 


Order from your 
wholesaler or 


CAVALIER CO. 
A Generation of Serving 


the Shoe Trades exclusively 
Baltimore 30, Md. 


have been four increases in the mini- 
mum: 380 cents in 1939; 40 cents in 
1945; 75 cents in 1950; $1 in 1955. 
“It’s interesting to note that a group 
of prominent U. S. Senators, headed 
by Herbert Lehman of New York, were 
advocating the $1.50 minimum this 
time, and that organized labor as a 
whole was urging $1.25 to be adopted. 
Thus the $1 minimum that has been 
adopted is substantially below what 
could have resulted.” 


Atkinson Gets Franchise 
To Sell Italian Line Here 


Boston—The Atkinson Shoe Corpo- 
ration of Boston has been given the 
franchise to distribute the Toscana 
line of men’s and woman’s shoes 
throughout the United States and Can- 
ada, according to an announcement 
made by John B. Atkinson, president 
of the company, on his recent return 
from Italy where the Toscana line is 
made. 

Included in the women’s line are low 
heel casuals in leather and raffia, and 
a wide variety of other styles with 
cork and glass heels running from % 
to 36/8 in height. Included also is a 
complete line of wooden sole shoes with 
hand-painted uppers and glass heels. 

The women’s shoes are designed to 
sell in the popular price range. All are 
made over American lasts, as are the 
men’s shoes which are hand-sewn moc- 
casins. These will sell at retail in the 
medium to upper price brackets. 





Initial Comment Receptive 
To Union’s $100,000 Offer 


[CONTINUED FROM PAGE 111] 


advantages of such a program if suf- 
ficient interest is indicated by the 
entire shoe manufacturing industry. 
However, there appears to be a con- 
siderable number of industry associa- 
tion national advertising campaigns 
which have rarely proved successful 
in achieving their goals.” 

Also commenting on the general 
problem of declining and erratic per 
capita consumption in the shoe indus- 
try, A. B. Cohen, president of the 
United States Shoe Corporation stated, 
“We must sell more goods in 1956 than 
we have ever sold before, fully realiz- 
ing that every facet of the entire 
economy depends upon sales. 

“I believe that President Eisenhower 
predicted, in his economic report to 
Congress, that within a decade our 
country can increase production to $500 
billion or more. This will require some 
real selling on the part of all of us. 

“We are primarily interested in the 
shoe business, which has been more or 
less stagnant compared to other in- 
dustries, which have grown far be- 
yond their expectations. 

“Per capita consumption of shoes 
is not adequate to keep shoe factories 
going at capacity, and some serious 
thought should be given to this matter 
by the industry as a whole. 

“We all know that selling at every 
level—retail, wholesale, and manufac- 
turing—can be improved. Shoes must 
no longer be sold as a necessity; a de- 
sire must be created to make the con- 
suming public want to buy shoes be- 
cause it is practical. It does some- 
thing for them; it gives them a lift. 

“We, all of us, are accustomed to 
changing our socks daily for definite 
reasons — why not change shoes at 
least every other day or so, from a 
standpoint of cleanliness, health, and 
so forth. 

“Reasons must be created to make 
people want to buy more shoes, and 
more emphasis must be given to some 
of the thoughts outlined above. Some- 
one must sell something before things 
begin to happen. 

“The modern salesman today must 
have vision; must know how to plan 
and follow through, and must devote 
more time to helping his customers 
merchandise than he does to the actual 
selling. 





Baer to Sell Allied Uppers 


BostoN—Homer Baer of New York, 
who has had many years of experience 
in the upper leather business, has been 
appointed by the Allied Kid Company 
of Boston to sell the Sterling patent 
leather line made by Allied. Mr. Bear 
has an office at 225 West 34th Street, 
New York. Announcement of this new 
appointment was made by Joseph T. 
McCauley, sales manager of the 
company. 
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Designer Cuts Connections, 
To Serve on Freelance Basis 


Meri Miller, above, announced she has 
terminated her partnerships in Miller & 
Bergmann, both in the designing firm 
and the manufacturing corporation. 
Miss Miller said in the future she in- 
tends to design exclusively and will be 
available by appointment only. 
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Chemical Company Organ 
Runs Story on N, J. Tannery 


PHILADELPHIA—The Rohm & Haas 
Reporter, published by the Rohm & 
Haas Company, manufacturers of 
plastics, synthetic and chem- 
icals, devoted considerable space in its 
May-June issue to an article, “Natural 
Calfskin for Fine Shoes,” which dealt 
with the production process of calfskin 
leather at the tannery of Barrett & 
Company, Inc., Newark, N. J 

A subsidiary headline to the story 
said, “The beauty of natural grain is 
emphasized in the production of new- 
type calfskin leather for shoe uppers 
at New Jersey tannery.” 

The article said that Barrett’s calf- 
skin today is shipped to shoe manufac- 
turers across the continent, and among 
a distinctive number of such leathers, 
the article had this to say about 
Barrett’s Llama Calf: 

“Llama finished calfskin is an es- 
pecially interesting leather for it rep- 
resents a new approach to the process- 
ing of leather for shoes. In Llama Calf 
the grain is neither embossed nor 
plated; rather, it is shrunken. A spe- 
cial, carefully-controlled tanning tech- 
nique causes the leather to shrink 
slightly during processing, thereby ac- 
centuating the natural character of the 
grain. The shrunken calfskin possesses 
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146 DUANE ST., 








the usual full strength of leather, in- 
suring excellent durability when the 
leather is made up into shoes, and at 
the same time it displays a soft, elastic 
suppleness that makes it a most com- 
fortable leather to wear.” 


New Corporation Formed 
To Adapt Italian Styles Here 


YorkK—Curt Wolfelt and Os- 
Miller announced the formation 
of a new corporation to be known as 
Wolfelt-Miller Studios. 

Mr. Wolfelt has been associated with 
the introduction of Italian raffia shoes 
for men and women into this country, 
while Mr. Miller served as vice-presi 
dent of Wanamakers in New York and 
Philadelphia. He will devote himself 
to merchandising in the new corpora- 
tion coordinating efforts to continue to 
find practical adaptation of Italian 
styles to shoe retailers and wholesalers 
in this country. 


NEW 
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Both men announced they will con- 
tinue to deal with David Golstein, of 
Florence, Italy, who has enlarged his 
staff to help furnish the new corpora- 
tion with the latest fashion develop- 
ments in leather and raffia shoes, royal 
raffia braid products and new fabrics. 

Wolfelt-Miller will operate from 
offices and showroom in the Vanderbilt 
Hotel here 
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Hot Weather—Bare Feet and Shoe Salesmen 
Need 


With hot weather here, 
smart shoe salesmen are 
protecting their merchandise 
AND giving their try-on 
customers a more comfort- 


able fitting by using Trons. DELIVERY 
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Forzinetti Exports Shoes a to U.S. 

























This photo, taken recently in the Mario & Carlo Forzinetti office in Milan, shows, 
left to right, Attilio Forzinetti, his fother, Carlo, and the firm's American agent, 
Robert Harriss in consultation. Mario & Carlo Forzinetti have been among the 
largest exporters of Italian men's shoes to America during the past three years. 
Their shoes are made on lasts carrying American measurements In AA to E widths. 
The firm has factories at Milan and Varese and also operates a retail chain. 





Introduces Finishing Emulsion 
Of Very Small Particle Size 


CAMBRIDGE, Mass,—The Union Bay 
State Chemical Company is introduc- 
ing a special water based acrylate 
resin polymer emulsion having spec- 
tacularly small particle size, for use 
in compounding top finishes for leather. 
This material is available in two con- 
centrations known as Ubatol U-3010 
and Ubatol U-38025. 

The company said that in addition 
to safety from fire or explosion, the 
water based Ubatols U-3010 or U-3025 
provide characteristics producing a 
final protective top coating which is 
clear, bright, natural looking, and has 
a good hand or feel. It is also resistant 
to abrasion, and to wet or dry crock- 
ing of the pigments, lakes, dyes and 
toners used in the base finish coats. 
The resistance to wet crocking espe- 
cially has long been a stumbling block 
in the use of conventional water based 
formulations according to the firm. 
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The particle size of the emulsions 
runs between 0.03 and 0.05 microns. 
This unique dispersion system results 
in water-resistant films. 

The Ubatols were said to be com- 
patible with all the usual anionic and 
non-ionic materials commonly used in 
top finish formulations and to exhibit 
excellent adhesion to base coats. 


Brown Company Appoints 
Public Relations Manager 


BERLIN, N. H.—The Brown Com- 
pany, which manufactures shoe inner- 
soles and other products here, has an- 
nounced the appointment of Albion W. 
Warren as the firm’s public relations 
manager and editor of its monthly 
publication, “Brown Bulletin.” 

Mr. Warren was formerly on the 
editorial staff of the Manchester Union- 
Leader, and later was part owner of 
radio station WERI in Westerly, R. L., 
from 1950 until recently, when he sold 
his interest in the enterprise. 
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Made of white elk unlined with white tassel pull 
straps and oak composition soles. 
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Defines Major Objective 
As Building National Brands 


NASHVILLE, TENN.—JIn reply to a 
question from Boor AND SHOE RECORDER 
regarding future plans and objectives 
of General Shoe Corporation, Maxey 
Jarman, chairman of the board, said, 
“The major effort of our company is 
aimed at building up nationally adver- 
tised brands to help the independent 
merchant do more business.” 

Mr. Jarman mentioned specifically 
the following brands, which the com- 
pany is promoting nationally: I. Miller, 
Mademoiselle, Evins, Delman, Johnston 
and Murphy, Frank Bros., Jarman, 
Valentine, Fortunet, Douglas, Fortune, 
Friendly, Whitehouse and Hardy, Acro- 
bat, Skyrider, Millerkin, Saval, Story- 
book, Cedar Chest, Statler, Treasure 
Chest, and Datebook. 


Juvenile Shoe Producer 
Releases New Fall Catalog 


BALTIMORE—The new Fall catalog of 
Clement and Ball has just been pub- 
lished and is now being distributed to 
the trade, the juvenile shoe manufac- 
turing company announced. 

The catalog shows the company’s 
complete line of stock shoes. In addi- 
tion to the regular line Clement and 
Ball has put in a Goodyear Welt 
Loafer in both red and black, in 
Misses’ and growing children’s sizes. 
The catalog shows too that the com- 
pany is now carrying children’s and 
Misses’ blue and white saddles in both 
rubber and leather soles. They have 
also added to the line a new blue and 
red calf welt strap and a new patent 
leather strap. 

For the first time, in recognition of 
the trend towards branded merchan- 
dise, Clement and Ball are shipping 
stock shoes boxed and branded “Little 
Guys and Dolls.’”” They are also con- 
tinuing to ship under private brands. 

Clement and Ball has been manufac- 
turing juvenile shoes since 1885. It 
said copies of the catalog are available 
free. Louis Rosenwasser, with offices in 
the Marbridge Building, is the firm’s 
New York representative. 
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Swan’s Fashion Director 
Plans European Shoe Tour 


New YorK—Kenneth Keyes, who 
has a record of 25 years as an inde- 
pendent designer in the shoe industry, 
has been appointed fashion director of 
the Swan Shoe Company, Baltimore, 
it was announced by E. W. Weakley, 
Jr., president of the company. As part 
of his new duties Mr. Keyes will also 
head a newly-created production de- 
partment. 

Mr. Keyes was formerly associated 
with Lissack and Company, New Bed- 
ford, Mass., manufacturers of casual 
shoes. 


KENNETH KEYES 


In New York, Mr. Keyes said Swan 
had created the new products depart- 
ment to complement an expansion pro- 
gram begun by the erection of a new 
factory in Baltimore and to serve as a 
development agency for initiating pos- 
sible new lines for the firm. 

At the same time, Mr. Keyes an- 
nounced that he will leave shortly for 
Europe to make an extensive round of 
the continent to pick up fashion ideas 
and to undertake the importing of 
fabrics, leathers, findings and other 
shoe elements “where the source can 
be controlled.” 

Mr. Keyes said he will visit his Paris 
office at 19 Rue Bargue first. Gregory 
R. Marshak acts as his full-time repre- 
sentative there. Using Paris as a focal 
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Huskies’ big-selling “Busy 
Buck" as seen in the 
current issue of American 
Girl Magazine. Genuine white 
nu-buck . . . bright 'n bouncy 
red foam sole... tassel tie. Sizes: 
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~~ HUSSCO SHOE CO. Sales & Advertising Offices: 1328 Broadway, New York 1 
Factories: Honesdale, Pa. In Canada: Canada West Shoe Co., Winnipeg 
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Fall among style-conscious 
gals. Stock up on this 
‘runner’ number now, 
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“SMOOTHIE” 


584-22 Brown Smooth 
584-32 Red Smooth 
584-52 Ivory Smooth 
584-62 Maple Tan Smooth 
584-82 Grey Smooth 


NURON SOLES 
AAA 5, 10 
Am 3 10 
4" 10 
3% 10 

3% 10 


For free Fall and Winter catalog or salesman’s call, write: 
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point, Mr. Keyes planned to cover the 
entire continent including Italy, Spain 
and North Africa as well as England. 


SHOE COMPANY, INC. 
450 Harrison Avenue, Boston 168, Mass. 


Wolverine Adds Pigskin 
Styles to Men’s Shoe Line 


RockrorD, MICH, The 
Shoe & Tanning Corporation announced 
the addition of Seri-Graphed pigskin 
styles to its and men’s 
shoe line. 


; x Wolverine 
Stewart-Romero Expands 


Los ANGELES—Ronny Stewart, of 
Stewart-Romero Boot Company, has 
closed a deal for an additional factory 
to be located in Tucson, Arizona, it was These styles are produced through 
disclosed here. The new company is a silk screen process using specially 
incorporated for $100,000 and will be formulated inks. The process permits 
known as the Stewart Boot Company, an unlimited number of combinations 


dress casual 


Inc. A contract has been signed for a 
new daylight 5000 square foot factory, 
which will be prepared for occupancy 
by the company September 1. 


of colors and designs. The pigskin is 
light and “breathable” as well as long 
wearing. It washable with mild 
soap and water. 
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Men's shoes for dress and casual wear 


$8.95 — $12.95 








Dealers, address inquiries to: 
MEN'S DRESS SHOE DIVISION, 
WOLVERINE SHOE AND TANNING CORP. 
ROCKFORD, MICHIGAN 














Mears Company Develops 
Steel-Jacketed Wood Heel 


LAWRENCE, Mass.—A new wood heel, 
which simplifies toplift nailing on 
small-top thin heels, has recently been 
developed by the Fred W. Mears Heel 
Company, Lawrence, Mass. 

Basically, the new heel incorporates 
a tubular, steel jacketed, wood dowel 
with a solid wood core projecting at 
either end. Upper section of the wood 
core permits easy, trouble-free attach- 
ing while the lower section of the core 
provides a full wood top for attaching 
top lifts and also for regrading flexi- 
bility and easy toplift replacement in 
shoe repair shops. The tubular, steel 
jacketed wood dowel, centered in the 
heel, imparts added strength to all 
small-top thin heels. 

In addition, the Mears steel-wood 
doweled heel eliminates deflection of 
top lift nails caused by all-steel dowels 
and prevents cracking or splitting of 
heel. Heel screws, temporary or per- 
manent, may be inserted without 
danger of steel jacketed portion of 
dowel affecting holding power of 
screws. 

According to the Mears Company, 
the full toplift nailing surface on the 
new heel will result in fewer returns 
to retailers due to toplift failure. Full 
wood nailing surface also allows manu- 
facturers sufficient depth to regrade 
the heel. 


Selby Shoe Moving Casual 
Factory to Its Main Building 


PorTsMOUTH, O.— The Selby Shoe 
Company began moving its casual plant 
to the main factory two weeks ago. 
The cutting and fitting departments 
were the first to move. Other depart- 
ments are in the process of being moved 
now. 

Most of the casual factory will be 
contained on one floor of the main 
Selby building. 

The company has been carrying out 
a streamlining and modernization pro- 
gram for several years. Under the pro- 
gram the various divisions were as- 
signed to single floors. The plan pro- 
vided sufficient extra space to make it 
possible to move the casual line. 

Paul H. DuPuy is superintendent of 
the casual plant which employs 200 and 
ordinarily produces 1,800 pairs per day 
at the peak of the season. 

The casual plant was started in 1945 
as a sideline of the parent company. 
It has been moved once before when it 
outgrew its original quarters. 


Vermont Shoe Expands 


LYNDONVILLE, VtT.—Construction of 
a new plant in the Fall will mark 
expansion of the Vermont Shoe Com- 
pany, Vermont’s only manufacturer of 
footwear. Announcement of the firm’s 
plans came as the company held its 
second annual outing for more than 
50 employes and their families at the 
Island Pond bathing beach. 





Small Israeli Shoe Firm 
Does Big Production Job 


WAYNESVILLE, N. C. — One of the 
oldest affiliated Wellco—Ro-Search 
factories has set what is believed to be 
a new world record for market cover- 
age by a single footwear manufactur- 
ing firm. This firm is Hamgaper Ltd. 
in Haifa, Israel. Its production in 1954 
was sufficient to supply footwear to 
one-third of that nation. 

In a country with only one-and-a- 
half million persons, Hamgaper manu- 
factured and sold over one-half million 
pairs. Although other shoe manufactur- 
ing firms in other countries outproduce 
Hamgaper on a total volume of pro- 
duction, none have’ succeeded _ in 
capturing that large a portion of their 
national markets. 

Established in 1936, Hamgaper is 
the oldest shoe factory in Israel. Their 
beginning was quite modest, their total 
daily production being only several 
pairs per day. They now manufacture 
waterproof footwear, vulcanized 
sponge-rubber footwear of all types, 
leather shoes, tennis shoes, and are now 
planning to introduce several new 
types of construction pioneered by 
Wellco—Ro-Search. 


Ex Compo Aide Chosen 
Technical Department Chief 


HAVERHILL, Mass.—Thomas Mazzola, 
until recently assistant manager of the 
Haverhill office of Compo Shoe Ma- 
chinery Corporation, has been chosen 
by Daniel J. Ryan, president of Regano 
Box Toe Company, here, to head a 
newly-formed department designed to 
provide technical information regard- 
ing current and future Regano prod- 
ucts and their application to new shoe- 
making developments. Mr. Mazzola will 
work closely with shoe manufacturers 
throughout the country. 





THOMAS MAZZOLA 


A practical shoemaker, he received 
his early training with the Becker Shoe 
Company of Haverhill. For 12 years 
before joining Compo he served this 
firm and others in New England as 
foreman of the cement, lasting and 
making rooms. 
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H. C. Godman Transfers 
Two Sales Representatives 


CoLumMBus, 0.—The H. C. Godman 
Company, shoe manufacturers here, 
announced that O. M. Capshaw, who 
traveled Arkansas, Louisiana and 
Mississippi for the Tober-Saifer Manu- 
facturing Company for the past 17 
years, will take over the same territory 
for the Tarsal Tred and Teen Traveler 
divisions of H. C. Godman. 


0. M. CAPSHAW 


Mr. Capshaw succeeds Phil Bennett 
who has been transferred to the West 
Coast. 

Mr. Bennett will travel the Cali- 
fornia, Arizona and Nevada territory 
for the company. He is replacing R. 
B. Cooper, who is making an extensive 
European tour. 

The announcements were 
Dale M. Lawrence, sales 
women’s division, of H. C. 


made by 
manager, 
Godman. 


Prima Footwear, Inc., Names 
Gilbert to Head All Salesmen 


CoLumBus, O. — Jay S. Gilbert has 
been appointed sales manager of Prima 
Footwear, Inc., here, Mark B. Deitsch, 
president of the company, announced. 

Mr. Gilbert will have charge of al! 
Prima salesmen, and will concentrate 
on promotion of Prima’s Cover Gir] 
Dress Flat line. 


JAY S. GILBERT 


Before joining Prima, Mr. Gilbert 
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was sales manager for Sun-Cal 
wear, Los Angeles, 
connected with Vic Colton Shoe 
pany, Los Angeles, and Saks 


Avenue, Beverly Hills, Calif. 


Vinyl Sheeting Unit Agent 


AKRON, O.—Appointment of Wayne 
N. Grubaugh as purchasing agent for 


the Bolta Division, The General Tire & 
Rubber Company, was announced 
D. A. Kepler, director of purchases. 
Mr. Grubaugh will have his 
quarters at Bolta’s offices in Lawrence, 
Mass. 


i! Chair Style 3285 


for Durability 


Engineered and Built 
Designed Expressly for Shoe Stores 
Many Beautiful Styles © Priced Right 
Upholstered in Lustrous Boltaflex 
Plastic Colors to Specification 


200 EAST 146T 
SPECIALISTS IM SHOE STORE FURNITURE 


Foot- 
and was formerly 
Com- 
Fifth 


by 


head- 


Sole Institute Director 
Appointed to Princeton Post 


New YorK—The Rubber and Sole 
Institute announced that its executive 
Director, Robert A. Winters, has been 
appointed business manager of the De- 
partment of Physics for Princeton 
University. 

Mr. Winters is also general manager 
of the Elastic Colloid Research 
poration, the research agency of the 
Rubber Heel and Sole Institute. He 
a graduate of Princeton University 
and holds a Ph. D. in Economics from 
Harvard University. 


Cor 


is 


AMERICA'S 

MOST DISTINGUISHED 
SHOE STORE 
FURNITURE 


in the Shoe Salon 
ALEXANDER'S 


GRAND CONCOURSE, FORDHAM ROAD 
NEW YORK CITY 
The attractive new Shoe Salon in Alexander's, New York de 
partment store, is marked by its spacious, contemporary design 
and its beautiful and 
Alexander's selected 3285 
many Chairmasters units. It is typical of the beauty and 
practicability of this fine furniture 
styles suitable for all types of shoe stores 


functional Chairmasters furniture 


Chairmasters style one of 
There are Chairmasters 
modest interior or 
luxurious salon. All are designed expressly for shoe selling, all 
have the same features of ruggedness and durability which 
have made Chairmasters the first choice of leading stores 


t Please Send New Chairmasters Catalog To 
' 
) NAME 


| STREET 
' city 


H ST., NEW YORK 51, N. Y. 


ALANA AVS RAEN 
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All Price Ranges Quality Brands 





Lowest Prices Largest Stocks 
Our Store Planning Division Is ready 
to assist you in opening another store. 


by h: Pn 
MOSINGER-COHN 


> 











Field Tempers Bright 
Maine Outlook with Caution 


KENNEBUNK, Mg,—A bright outlook 
for the shoe industry in this state, 
tempered by a word of warning, was 
voiced by Maxwell Field, executive 
vice-president of the New England 
Shoe and Leather Association, in an 
address which he made before the Ro- 
tary Club here. 

“Maine,” he said, “enjoys a number 
of advantages that are particularly ap- 
pealing to shoe manufacturers, These 
advantages include aggressive and 
competent shoe executives coupled with 
highly skilled workers, excellent co- 
operation from local banking and civic 
leaders, large modern factory buildings 
and the Maine Development Credit Cor- 
poration.” 

Mr. Field credited the corporation 
with having played a major role in the 
acquisition by the state, during the last 
six years, of 10 new shoe factories, a!! 
modern, streamlined buildings with a 
total working area of 300,000 square 
feet. 

The speaker pointed out that Maine’s 
shoe production is increasing. The 
1954 total, he said, was 37,947,000 


pairs, and, during the first six months 
of this year, approximately 22,000,000 
pairs were made, a 10 per cent gain 
over the same period last year. 

On the reverse side of the picture, 
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however, Mr. Field cautioned that “one 
factor of real concern lies in the fact 
that hourly wages, and therefore labor 
costs, in Maine are from 10 to 20 per 
cent higher than in such states as 
Pennsylvania, Indiana, Maryland and 


Virginia where even higher-priced 
shoes are made than in most Maine 
plants.” 


Furthermore, he said, “Added to this 
labor cost disadvantage is the item of 
transportation. Maine shoe plants, lo- 
cated in the northeastern corner of the 
country, must bear the cost of trans- 
portation of raw materials to their 
plants and, in many cases, pay for 
shipping costs of the finished product 
to Boston, since many Maine manufac- 
turers sel] their shoes F.O.B. Boston. 
Transportation costs have increased 
rapidly during the past few years,” 
and “our association is now redoubling 
its efforts and services to members on 
traffic problems as the result of con- 
tinuing increases which come regularly 
each year from the truckers.” 

Despite all this, Mr. Field concluded 
his speech by predicting that “if the 
past is any indication of the future, 
which in this case I believe it is, 
leaders in Maine can count on the in- 
dustry maintaining its leading position 
in our trade and your state.” 


Renner Mending at Hospital 


WINTER HAVEN, FLA.—Art Renner, 
who travels Georgia, Florida and 
South Carolina for Trimfoot Shoe 
Company, Farmington, Mo., was seri- 
ously injured in an automobile acci- 
dent about a month ago. He is on the 
road to recovery and will be released 
from the hospital soon and should be 
back in his territory soon. 

He is a member of the Southeastern 
Shoe Travelers Association. 





John Flautt Shoe Company 
Designates Representative 





Edward Englander, above, has just be- 
come associated with the John Flautt 
Shoe Company of Dover, N. H. He will 
cover territories in New England, Upper 
New York and Pennsylvania. Mr. Englan- 
der formerly traveled New England for 
the General Shoe Corporation. He is a 
graduate of Bryant College, Providence, 
R. 1, and served in the Marine Corps 
during the Korean Wear. 


Boston Market Week Set 


Boston—The New England Shoe and 
Leather Association will sponsor on a 
non-profit basis, an Advance Spring 
Shoe Market Week in Boston October 6 
as a service to members and other shoe 
manufacturers who require an early 
showing of Spring samples for southern 
and western wholesale and volume ac- 
counts, according to Maxwell Field, 
executive vice-president of the associa- 
tion. No jobbers or concerns in the 
allied trades will be assigned hotel 


Lown Moves Showrooms 


New YorK—Lown Shoes Inc., 
women’s shoes manufacturer of Au- 
burn, Me., has moved its showrooms 
here to Suite 7103 in the Empire State 
Building, it was announced by S. 
Raye, firm representative. 

Designed by Lency Visual Merchan- 
dising of Mt. Vernon, N. Y., the rooms 
feature colors of charcoal, gray and 
black with touches of pink. The vitro- 
lite shoe cases are equipped with flood 
and fluorescent lighting. 





United Shoe Repairing Elects 
Director and Vice-President 


BostoN—Edward L. Sawyer, of Mil- 
ton, has been elected a director and 
vice-president of United Shoe Repair- 
ing Machine Company, an affiliate of 
the United Shoe Machinery Corpora- 
tion of Boston, the corporation an- 
nounced. He succeeds Arthur M. 
Clarke, of Brookline, who has retired 
after more than 46 years’ service. 

A graduate of Princeton University 
and the Harvard School of Business 
Administration, Mr. Sawyer joined 
United in 1934 and was assigned to 
the lasting department in the firm’s 
Boston office. In 1941 he went to 
Washington where he served on the 
War Production Board and was in 





EDWARD L. SAWYER 


charge of the WPB branch concerned 
with shoe and leather working machin- 
ery. 

Returning to United in 1945, he was 
transferred to the United Shoe Repair- 
ing Machine Company and was as- 
signed as assistant to Mr. Clarke. 
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HAMILTON SHOE CO. 
ST. LOUIS, MO. 


With consummate artistry Delmanette details rich Surpass Black Suede — 


in “Palma’’, low silhouette d’Orsay Pump with interesting vamp cut out, 
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TARSO SUPINATOR SHOES® 


—for weak or flat feet— 
. . » preseribed by doctore 
as the modern corrective 
shoe for children, 

Made and distributed only by: 


Maurice J. Markell Shoe Co., Inc. 


332 South Broadway . Yonkers, N. Y. 
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Boot & Shoe Workers Get 
Five-Cent Pay Increase 


CoLumsBus, 0O.—John Brooker, inter- 
national representative of the AFL 
Boot and Shoe Workers Union in this 
district, announced a new agreement 
believed to be the first shoe workers 
contract calling for a pay increase to 
be negotiated in 1955. 

The agreement is with the Perry 
Norvell Shoe Company at Hunting- 
ton, W. Va. and calls for a five cent 
raise and other benefits. 

Mr. Brooker said he plans to start 
negotiations in September for a new 
wage scale at the Julian & Kokenge 
Company here. The negotiations will 
be for wages only, he indicated, under 
a wage-opener clause in the contract 
which does not expire until December. 


Designer Joins Wavershoe 


Sr. Lours—Charles DeBosek, for- 
merly associated with the design de- 
partments of Town & Country Shoes, 
Inc., and Omega Shoe Company, has 
joined the designing staff of Wavershoe 
Trimming Company according to I. G. 
McGaghey, Wavershoe’s genera] mana- 
ger. Mr. DeBosek assumes the duties 
formerly held by Thomas Gorgas who 
resigned to join Town & Country. 
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Group Formed to Distribute 
Coquette Line Nationally 


New York—The newly-formed 
Coquette Distributors Corporation has 
begun the first phase of a national dis- 
tribution program in which the new 
line of Coquette shoes, sold under the 
slogan, “Shoes For the Young At 
Heart,” will be handled by a selected 
number of shoe and department stores. 

The 1956 line of Resort and Spring 
Coquettes will be promoted first for na- 
tional distribution. 

The announcement was made by 
Bennett Unger, president of the 
corporation, 

“These are the first shoes in Amer- 
ica,” said Mr. Unger, “to feature ex- 
clusively little heels and flats with a 
high fashion look. Emphasis is on high 
style.” 

Mr. Unger said the price range of the 
new line is $7.95 to $10.95. 

The line was introduced about 
three months ago in the new Coquette 
Shoe Salon at 673 Fifth Avenue in New 
York. Quick acceptance has dictated 
the decision for national distribution, 
according to the corporation. 

Executive and sales offices of the cor- 
poration are located in the Fifth Ave- 
nue store. Mr. Unger was formerly as- 
sociated with Ansonia Shoes. 


Porter Shoe Organizes 
Little Gents Footwear 


MiLrorp, Mass.—The Porter Shoe 
Company, here, has taken over the 
former Kartiganer hat factory nearby 
and has organized a subsidiary com. 
pany known as the Little Gents Foot- 
wear Corporation which will specialize 
in the manufacture of little gents’ 
sizes. As in the parent factory, the 
stitchdown process will be used. The 
Kartiganer factory has 55,000 square 
feet of working space. 

Officers of the Porter company, which 
now employs more than 400 workers, 
are Ben Porter, treasurer and founder 
of the company, and his three sons, 
Joseph S. Porter, president; Barney J. 
Porter, vice-president; and George W. 
Porter, vice-president and general man- 
ager of plant operations. 


Lawrence Process Company 
Selects Boston Ad Agency 


LAWRENCE, Mass.— The Lawrence 
Process Company, manufacturers of 
plastic shoe weltings, Polyethylene shoe 
counters and vinyl garden hose, an- 
nounced the appointment of The Sackel 
Company, Inc., Boston, as their adver- 
tising agency. 

The construction of a new plant in 
North Andover, Mass., is now under- 
way to meet the needs of the Lawrence 
Process Company’s expanding activi- 
ties. The new plant will provide the 
company with 50 per cent additional 
space and will contain the most modern 
facilities. 
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“AMERICA’S FINEST 
FIRST-STEP SHOES’ 


| © HIGH WALL VAMP— 
| FREE TOE ACTION 


| @ COMBINATION LAST— 
SNUG FIT HEEL 


@ ONE-PIECE QUARTER— 
SEAMLESS INSIDE 


© FLEXIBLE MOULDED BACK 


@ WASHABLE ELK— 
INCLUDING RED 


© HORSE BUTT OUTSOLE 
© SOFT LEATHER INSOLE 
© AIR-BUBBLE CUSHION HEEL 


A COMBINATION OF FEATURES 
FOUND IN NO OTHER SHOE! 


HALF SIZES 2TO 8 

WIDTHS B,C, D,E RETAIL 450 
YOUR COST 2.70 

IMMEDIATE DELIVERY FROM STOCK 


ge 


Dept. B 81555 


Shoes Out of Test Tube 


New York—Robert J. Gray is the 
author of an article entitled “Out of 
the Test Tube—Shoes” which appears 
in a recent issue of The Grace Log, 
published by W. R. Grace & Co., New 
York. The article deals mainly with 
contributions by the Dewey & Almy 
Chemical Division of the company to 
technological advances in shoemaking 
and shoe materials. These include 
Darex insoles, Dewey & Almy plastic 
welting, outsoles, sock linings and 
counters, as well as cements for fasten- 
ing various parts of shoes together. 
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WANTED TO PURCHASE 





WANTED TO PURCHASE 





CASH 
V—=» PRICES 


SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


Write or wire for fast sec- 
tien . . . quality men’s, 
women’s and children’s shoes. 


ine = FOR OVER 40 YEARS 


MOSINGER-COHN 


1235 Washington St. Lovis 3, Mo 
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79-81 Reade St. 
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BARIS BUYS for CASH a | 
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Ga CASH FOR 
GM CLOSEOUTS 


GME SURPLUS 
GME «DISCONTINUED LINES 
GME COMPLETE STORES 


BROITMAN - GAFFIN 


SHOES, INC. 











MY HOBBY 
Buying, Selling Shoes for 36 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 








Telephone: WOrth 2-896! Beekman 3-767! 








146 DUANE ST, NY.C. 88 3-7290 





New York 7, N.Y. - 





Quick decision on your offers of discontinued and a 
surplus men's, women's and children’s shoes. fe) 
Also complete stores considered te 

Jobs in Fine Shoes From Fine Sources Since 1931 fe 











WE BUY 


Your BRANDED 
and DISCONTINUED 


SURPLUS STOCKS 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 


120 No. 4th St. Phila. 6, Pa. 











ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 


George J. Arronson Associates 


157 DUANE ST., NEW YORK, N. Y. 
RECTOR 2-4170-4171 


Tel: WOrth 2-5180 (2 











No More Worries 
No More Cares 


No More Gray 
Hairs 


LOUIS CAMITTA & SON 
#1 READE ST., NEW YORK, W. Y. 














CASH PAID FOR 
SHOE STORES 


CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


101 DUANE ST. NEW YORK 7, WN. Y. 
Telephone WOrth 2-2615 




















HEMPSTEAD SHOE CO., 
Max L. Meltzer, Pres. 


WE PAY MORE because WE ARE RETAILERS 


WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


INC., 269 FULTON AVE., HEMPSTEAD, L. |., 





N.Y. 
Washoe 1-9830 

















SAM CAMITTA & SONS 


YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 






Foremost Cash Buyers of Fine Shoe Jobs Since 1906 


Surplus Stocks © Closeouts © Complete Stocks * Your Name and Brand Protected 


95 Reade St., New York 13, N. Y. 
COrtiaadt 7-6378-9 


Alea 


V Quality Shoes VV Complete Stores 
J CLOSEOUTS OR SURPLUS 


from Mfgqr. or Retailer 
Any Quantity .. . Any Timel 


Nt 


1 0OeW Sebel tsteese seine 


for Quick Action, 
Write, Wire or Phone 





CE 1-4898 CE 1-3762 


QUALITY SHOES SINCE 32 
"WHILE IN TOWN SEE Weil” 

















TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 Ne. 4th 3. 
Phone: LO 3-9533 


Phila. 6, Pa. 














WE BUY CLOSE OUTS, SHOE STORES 
LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 


74 READE ST., NEW YORK 7, NW. Y. 
WORTH 2-6358 


MORRIS BAYROFF 
formerly with M & R Shoe Co. 
1S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 
Leases Assumed 











RALPH VOGEL 





Buy Savings Bonds 
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IF YOU HAVE CONFIDENCE IN YOUR ABILITY TO || SALESMAN 
HAND | wanted in Southeast by established 
LE A CHALLENGING JOB—READ THIS manufacturer of fast styled, high 
P " s grade infants’ and children’s stitch- 
We're looking for intelligent, aggressive young men to fill openings in our growing downs. Full time man or man with 
traveling sales force. Our company is one of the largest and most progressive ane nen-coameting Mae, Bust Kave 
manufacturers of Rubb. Fabri d a ’ following among volume users. 
s of Rubber, Fabric and Casual Footweor in the industry. If you're one Address Box 289, care BOOT & SHOE RECORDER 
of the men we want, you'll attend our training school, with pay, then join a sales 100 East 42nd Street, New York 17, N. Y. 
force noted for its long, successful associations. We're looking for men 25-35 years 
of - with — eaeneer experience who own or are in a position to purchase a 
cor, jou're looking for a job with a future—one where you earn according to 
your abi ity to produce, then you'll want to write telling us all about yourself. Terri- SALESMEN 
tory openings are available in various parts of the country. ‘ 
For outstanding line of high-style women’s shoes 
ADDRESS BOX 269, CARE BOOT & SHOE RECORDER to retail at $12.95—produced in the St. Louis 
100 EAST 42ND STREET, NEW YORK 17, N. Y. market. Non-conflicting lines okay. Commission 
basis. Please state age, references, experience. 
Replies confidential. Territories arranged to suit 
proper party. 
SALESMEN WANTED Texas, Oklahoma, Arkansas, Louisiana, Missouri, 
ecientes Gitte: Cintas Kansas, lowa, Nebraska, Wisconsin, Minnesota, 
xclusive New England manuiacturer of fine quality men’s style shoes in popular price th h kota, Kentucky, Tennessee 
field with established nati 1 pt desires experienced salesmen for a territory mo sg mred 2 idl oie. mmaeaans 
consisting of Missouri, Kansas and South Illinois. Sideline permissible if man qualifies SOMO, MISSISSIPP!. 
in character and ability. Write giving full particulars Address Box 284, care BOOT & SHOE RECORDER 
100 East 42nd St., New York 17, N. Y. 
ADDRESS #281, CARE BOOT & SHOE RECORDER, 100 EAST 42nd ST., NEW YORK 17, W. Y. : 
Sis . or Mee ta SIDELINE SALESMEN 
An opportunity with a women's novelty line 
| ($4.95-$7.95 Ret.) that has doubled its volume 
over last year. Territories: New England, New 
| York, Ohio, Penn., Middle Atlantic and South- 
| eastern States. In-Stock and Volume set up 
| Address #286, care BOOT & SHOE RECORDER 
S f | a S 7 N 100 East 42nd Street, New York 17, N. Y 
| 
Retail Children’s Salesman 
W \ N T a D Capable managing exclusive better grade Children’s 
Shoe Shop for leading California operation. Oppor- 
tunity available purchase interest after one year 
mutual test. Prefer family man 30-35 years old. 
Potential $6,500 to $8,500 year, plus. Write 
| detailed background, experience. 
| i: . 
ENLARGING SALES ORGANIZATION. YOUNG MEN WANTING Atarioo East 4ind St, New Yoru 17, NAY. 
OUTSTANDING OPPORTUNITY FOR FUTURE. EXPERIENCED YOUNG ‘ _ 
ALESMEN WANTED. Territory lowa and 
RETAIL MEN MAY APPLY IF WILLING TO MAKE PROPER EFFORTS. Nebraska. Infants’ & Children’s Pre-Welts 
and Cement Shoes. The Kepner-Scott Shoe Co., 
Orwigsburg, Pa . 
D E B S H O E ® ° | N C ° ATIONALLY BRANDED DANCING 
FOOTWEAR. Six Samples—Six per cent 
4 ° Co on. T dous ders. Add s 
2128 Washington Ave. St. Louis, Mo. | | 26h "cre’ most & Shoe Recorder, 100 Eas " 
42nd Street, New York 17, N. Y. 
The rate for undisplayed classified advertising is 20 cents a word under any of our classified headings. Minimum amount 
accepted 18 words. $3.60. When a box number is desired, addressed to any of our offices. 12 words must be added for this 
and charged at the word rate. If advertiser's own name and address is used, count each word (street number is one word) 
at word rate. Classified advertising is payable in advance. Send check or money order with your copy. No accounts are 
opened for classified advertising except for regular advertisers on contract. 
The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of 46 words per inch. 
Advertisements for this page must be in our New York Office 15 days preceding publication date “GJ 
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SALESMEN WANTED | SALESMEN WANTED 


SALESMEN WANTED 








SALES MANAGER — MEN'S SHOES 


@ This Company has been a leading and well-financed manufacturer 
of good quality, well styled, popular priced, men’s shoes for 23 years. 

@ In the past we have sold our shoes principally through our own 
stores. 

@ We are now establishing a Division to sell shoes direct from our 
factories to the volume and other trade. 

@ We need an experienced and aggressive Sales Manager to handle 
this Division. Salary will be in line with the responsibility. 

@ To the man with the ability, experience, and aggressiveness needed, 


this opening affords an excellent opportunity to build for the future. 


@ If you can handle this position, write direct, giving full details of 
your background, to D. J. Bryan, President, Cannon Shoe Company, Lafayette 
Ave. & Dickson St., Baltimore, Md. All letters will be treated as confidential. 


CANNON SHOE COMPANY, BALTIMORE, MARYLAND 








SALESMEN WANTED 


To carry complete line of REST-RITE Comfort Shearling (since 
1898), and LO-MOX Beaded Moccasins (formerly SIOUX-MOX), 
and many other Slipper Numbers for Men, Women, Boys, Girls, 
and Children. Large Nationally Advertised Mail Order business 
from CATALOG mailing credited to salesmen in respective terri- 
tories. Territories open in Pennsylvania, East of Harrisburg; Ohio; 
Michigan; Minnesota; Iowa; and other States, West. 


LO-MOX CORPORATION 
76 Lincoln Street, Boston 11, Mass. 








LOOKING FOR UNUSUAL SALES OPPORTUNITY? 


This popular priced Women’s casual shoe manufacturer, rated AA-1—in busi- 
ness for over fifty years—is SELECTING, not RECRUITING, shoe salesmen who 
can become more successful in several territories now available. If you are on 
the lookout for such an opportunity then what we have to offer can be invaluable 
to you. We have nothing to offer those without wholesale shoe selling experience, 
but if you are seeking to add to your shoe selling success write us and give 
details in first letter, including resume of experience. 


Territories open: 


1. Maine 
2. New York State (exclu- 4. Georgia-Alabama 8. Missouri-Kansas 
rated of New York 5. Louisiana- 
ity and Westchester sis 9. Oklahoma 
County) Mississippi 
3. North and South Caro- 6. Tennessee-Kentucky 10. Texas 
lina 7. Indiana-Iilinois 11. California 


ADDRESS £280, CARE BOOT & SHOE RECORDER, 100 EAST 42nd ST., NEW YORK 17, W. Y. 











SALESMEN WANTED 


A manufacturer of one of the country's leading nationally advertised 
men's branded lines retailing from $9.95 to $14.95 is interested in em 
ploying salesmen for two western territories. Applicants with retail 
experience in men's shoes of this grade, or now traveling, and wishing 
to improve their position will be considered, Territories available: | 
Kansas and Oklahoma: 2—Wisconsin, Minnesota, North Dakota and 
South Dakota. Submit late photograph and complete sales background. 
All replies kept confidential. 


ADDRESS £277, CARE BOOT & SHOE RECORDER, 100 EAST 42nd ST., NEW YORK 17, W. Y. 
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INE INFANTS' AND CHILDREN’S pre 

welts and compo shoes, attractive line with 
stock department. Address #247, care Boot & 
Shoe Recorder, 100 East 42nd Street, New York 
iF, Wee Ee 


advertised fine 
Ideal side line 


ALESMEN WANTED for 


line of soft sole Baby shoes 


Attractive commission. Write for available terri- 
tories now, for increased production. State reter 
ence and details in first letter. Address #215, 
care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N 

INE of children’s, boys’ and men’s stitchdowns 
~ for Jobbers, Department Stores, and Chains 
Excellent opportunity for right man, Territory 
to be West Coast and surrounding vicinity, Write 
full details. Address 2283, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
Me Ve 





SIDE LINE SALESMAN WTD. 


EADING MANUFACTURER OF BOWS & 
BUCKLES to retail and/or wholesale trade. 
Pocket-size samples. Best commission, Address 





#255, care Boot & Shoe Recorder, 100 East 

42nd Street, New York 17, N. ¥ 

* HORT line men’s work shoes. Famous Magic 
welts. Ideal as side 


Carpet foam cushion 


line, Commission basis. All territories open. Ad 
dress 2278, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y 





HELP WANTED 








ASSISTANT SALES MANAGER 
with Flair for Fashion 
Apply in writing. Will only consider 
applications giving full particulars, 
experience, references, etc. All re- 
plies confidential. No phone calls. 


PENOBSCOT SHOE COMPANY 


179 Lincoln Street Boston 11, Mass. 














BUSINESS OPPORTUNITY 


PPORTUNITY FOR SALESMEN AND 

DEMONSTRATORS. Increased demand by 
Independent Shoe Retailers plus our full scale 
demonstration program require us to make a 
25% expansion which calls for the addition of 
a number of salesmen and demonstrators. We 
have already secured the services of some very 
competent men who have been assigned to terri 
tories. If you feel that you can qualify after 
suitable training, please furnish qualifications 
and experience with your application and re 
quest for full details, FOOT-SO-PORT SHOE 
COMPANY, Oconomowoc, Wisconsin 








LINE WANTED 





M4‘ NUPFACTURERS’ Line Wanted by well 
qualified, experienced salesman, with proven 

Address 228 care 
100 East 42nd 


record, Southeastern area 
Boot & Shoe Recorder, 
New York 17, N. Y 


Street, 
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SALESMEN WANTED 


SALESMEN WANTED 





FOR SALE 








Compensation is on a commission basis. 


SALESMEN WANTED 


to represent established Company making women's Novelty, Dress, Casuals and 
Flats, retailing mostly $5.95-$7.95, all in stock. Re-orders usually run 25%, or more. 
Applications from men with retail experience in women's shoes, or who are now 
traveling and wish to become connected with AAA-| Company, will be considered. 
Territories open, |—Eastern Pennsylvania, 
New York State, Southern New Jersey, 2—All of New England. Enclose late snap- 
shot (not returnable), and full information in first letter. 


ADDRESS 7276, CARE BOOT & SHOE RECORDER, 100 EAST 42nd ST., NEW YORK 17, W. Y. 











SALESMAN WANTED 


Experienced salesman to sell popular priced lines of Men's and 
Boys’ Dress Welts and Work Shoes for one of the country’s leading 
shoe manufacturers. Applications will be considered from sales- 
men with road or retail experience. Territory Iowa and Kansas. 
Must own car and live in territory. Submit late photograph, resume 
of personal history and complete sales background. 


ADDRESS £275, CARE BOOT & SHOE RECORDER, 100 EAST 42nd ST., NEW YORK 17, W. Y. 











MERCHANTS’ NEEDS 











V ADVERTISING 
} je . 
a\..¥4 Appuigs 


—here's how to get 
More Business! 


HE Vincent Edwards Idea Clipping 

Bervice has over 2000 satisfied 

Each order filled according to ‘want 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands. 

You will find that a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep in touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
rganization 
342 Madison Ave., New York City 


Please teli me more about your news- 
paper ad clipping service and special short 
term trial offer. 


GO occ dicbésdes 09 esbusbeaceceenascess 


Company ... 
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FAMILY Shoe Store, featuring nationally ad- 
vertised brands. Good location in very heart 
of business center. Modern windows and modern, 
attractive interior. Located in Massachusetts near 
Boston. Will sell with or without stock. Address 
#287, care Boot & Shoe Reaeeger, 100 East 
42nd Street, New York 17, 4 


EEL SHRINKER-VAMP RAISER DeCur- 

tis-Electric. Practically new. Cost $140.00. 
Send offer. PERRY’S, 333 Washington Street, 
Boston 8, Mass. 








RIVE-IN SHOE STORE—good business, ex- 
cellent opportunity, write Super Sheo Stores, 
Westport, Conn. 





GIVE-AWAYS 


OMIC BOOKS—LOW PRICES! Full-size 

regular 10¢ comics without advertising cov- 
ers—app. 2¢ each! Many assorted titles, Selected 
for children, 150—$4.90; 500—$11.50; 1000— 
$19.90; F.O.B, Phila, Extra—Your Three-Line 
Advertising Sticker pasted on each comic;— 
1000 or less—$3.80; over 1000-—$3.80/M. Send 
cash, check. ELLIS SPECIALTIES INC., 
1225 Vine, Philadelphia, Pa. 








SPE CIAL! WALT DISNEY COMICS app. 

1l¢ oa New 32 pages, 2%” x 7”. Large 
Assortment: 500—$6.50; 1000—$11.50; 5000— 
$10.00/M. F.O.B. Phila. Send cash, check, 
ELLIS SPECIALTIES INC., 1225 Vine, Phil- 
adelphia, Pa. 


PPROVED Children’s COMIC BOOKS, full 

covers $27.50 per 1000. BALLOONS $16.50 
per 1000. Samples upon request. JANSON 
SALES CO., 4173 Third Avenue, New York 
57, New York. 





WANTED TO PURCHASE 





RCH Support shoes for men, women or 

children, any quantity. Will pay top prices. 
Send list for quick action. Strahl Shoe Co., 1170 
Third Ave., San Diego, Calif 





MERCHANTS’ NEEDS 


REBUILT ADRIAN X-RAYS 


Completely Renovated—Guaranteed to Pass 
all codes—Priced low—Terms. 
REPAIRS SAVE MONEY REBUILDING 
Tubes—Transtormers—Timers—Screens. 
M. B. ADRIAN & SONS X-RAY CO. 
342 E. Ward St. Milwaukee, Wis. 
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P. O. BOX 24102 LOS ANGELES 24, CAL. 











Buy Savings Bonds 
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American Biltrite Rubber Co. 
American Girl Shoe Co. 

American Juniors Shoe Co 

Andrews Alderfer Co. 

Arronson, George J., Associates 


B. & R. Shoe Co. 

Baris Shoe Co. 

Barrett & Co. 

Bass, G. H., & Co. 
Belgrade Shoe Co. 
Berned Shoe Company 
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Herbst Shoe Mfg. Co 
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Highlander Shoe Mfg. Co 
House of Crosby Square . 
Hubschman, E., & Sons, 
Hussco Shoe Company 


Inc 


International Shoe Co. 


Iselin, William, & Co., Ine 


Keith, Geo. E., Co. 
Kings Footwear 


Kreider’s, W. L., Sons Mfg. Co 


Lawrence, A. C., Leather Co 
Lion Sandals, Ine 
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Lumbard Watson Shoe Co 


Markell Shoe Co., 
Mears, Fred W., 
Miller Shoe Co, 
Morris Bayroff 
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Nunn Bush Shoe Co. 


Pacific Mills 

Pierce, C. 8., Co 

Phyllis Shoe Co br ca 
Pittsburgh Plate Glass Co 
Potvin, R. J., Shoe Co 
Prima Footwear, Inc. ... 


Works 
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Ripon Knitting 
Rochester Shoe Tree 
Romito-Donnelly Co. 
Ross, A. H., & Sons 
Rueping, Fred, Leather Co 


Sabin, B. 

Scholl Mfg. Co., 
Sebago-Moc Co 

Shaw, M. T., Inc 
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Sundial Shoe Company 
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United Shoe Machinery Corp., 
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Vincent Edwards & Co 
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Weil, M. K., Shoe Co 
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Worcester Shoe Co 


X-Ray Shoe Fitter Co. 
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PLAYS 
NO 
FAVORITES 


8rd Cover 


See your doctor at once if you 

have any one of the Seven 

Danger Signals... 

. Any sore that does not heal. 
. A lump or thickening, in the 
breast or elsewhere. 

. Unusual bleeding or dis- 
charge. 

.Any change in a wart or 
mole. 

. Persistent indigestion or dif- 
ficulty in swallowing. 

. Persistent hoarseness or 
cough. 

. Any change in normal bowel 
habits. 


STRIKE BACK AT CANCER 
MAN’S CRUELEST ENEMY 
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On United’s New 
High Style Last 





It’s as modern as tomorrow . . . yet made with 
the old-fashioned idea that footwear should stay on the foot. 
Note the pear shaped heel curve which pulls top of heel in 

to provide a shorter fitting back for this low top, dress 

type loafer. Top lines don’t gap — back part hugs the heel. 
Note also... the cleaned out sides which give a pump effect ... 
the two-eyelet tie . . . and the soft wall of the forepart for 
more comfort. You can sell a lot of shoes when they’re made 
on lasts like this! Available in Slide-O-Matic? Naturally. 


UNITED LAST COMPANY, BOSTON, MASS. 


Division of United Shoe Machinery Corporation 


1544-45-46 — BELMONT PLAZA, NEW YORK CITY 


Boot and Shoe Recorder 
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HERE tne Nunn-Bush Styles 


in the Italian Manner! 


Theses 


Arr 


Tr tf ry 
’ Te ere Lee 


Trim and slim is the trend for fall. Nunn-Bush interpret 
the trend in Slip-ons and Lo-Cuts, reflecting the finest 
Italian traditions. Soft Grain and Smooth Calf styl 
Ankle-Fashioning, exclusively Nunn-Bush, makes these 


Italian styles fit better and look better longer 





They have the Nunn-Bush PLUS which bring 


customers back for repeated pair 


NUNN-BUSH SHOE COMPANY + Manutactur 
Roma Last 
MILWAUKEE 1, WISCONSIN 
Style 22372 
4 Oak Brown 
Monona Soft Grain 


Style 1372 
Same in Black Monona Soft Grain 
Leather Sole and Heel 


Write jor Claborate 


‘ 
vunn-Bush catalog 


MOST STYLES 
s PF OS to $23.95 
{FEW HIGHER 





FIRST IN QUALITY! 






























term ? 


Will your new back-to-school customers 

show up again? 

In a few months from now, they'll be ready 

for a size check-up. You should be ready 

with reminder cards. If you bring them back the 
first time, chances are they'll develop into steady, 
repeat customers . . . so it is particularly important 
that you take time to keep accurate records 
during the current peak period. 

Follow through . . . and keep them with you 
during all the school years to come. 





